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“You know, I never quite believed your refund story before!” 


BOUT 3 o'clock one afternoon,” 
Ray Reese, Manager of our Cin- 
cinnati office, relates, “I got a call 
from a man who was on his way 
from northern Michigan to Florida. 
Said he’d lost his American Express 
Travelers Cheques and would arrive 
in Cincinnati sometime after five. 
Would the office be open? Don’t 
worry, I told him, we'll wait. When 
the customer arrived, we made the 
refund in a matter of minutes. That 
was when the customer said: “You 
know, I never quite believed your 





immediate refund story when I saw 
it in the ads—but I sure do now!’” 

Needless to say, Ray Reese had 
made another friend for American 
Express—but then nothing could be 
more natural for a man with diplo- 
macy in his background. Before com- 
ing to American Express, Ray had 
several overseas posts with the State 
Department Foreign Service. 

The Ray Reeses of American Ex- 
press are men of parts. Through 402 
offices around the world, they can 
help you arrange prompt, courteous, 


banking service for any of your cus- 
tomers—in a strange country, a strange 
language, either before they leave or 
while they’re traveling. 

They know languages, customs, 
and people everywhere intimately. 
They provide a welcoming smile and 
a helping hand in everything from 
hotel reservations and customs clear- 
ance to arranging for baby sitters! 

In short, these men of American 
Express provide your customers with 
home-town service away from home, 
just about everywhere under the sun! 


American Express Company 


TRAVELERS CHEQUES * WORLD TRAVEL SERVICE 


Raymond E. Reese, District Manager, American Express, Cincinnati 
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Tile Emblem 


Sirs: After noticing the many attrac- 
tive features of bank quarters shown in 
your magazine, we feel we have been 
hiding our light under a bushel here in 





A director’s gift 


Great Neck where we have just erected 
a new building. 

Over the inside of the doorway, we 
have installed a mural made of tile pre- 
sented by our Director Philip Spina, 
president of Standard Tile Company. 
The mural depicts the bank’s seal and 
measures about five feet by five feet. It 
is very beautiful, with its gold tile 
against a black background. 

ALBERT E. WEIS, Assistant Treasurer, 

Central Bank & Trust Company, 

Great Neck, New York 
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Travel Promotion 

Sirs: We thought you might be inter- 
ested in a photograph of a display that 
we have been using in our bank lobby in 


connection with vacations and travel. We 
use the slogan, “Where would you like to 
go on your next vacation?” 

The display has attracted a lot of 
favorable comment and certainly has 
helped to draw attention to the services 
we offer customers in connection with 
their travels. 


CHARLES R. GILL, 

Assistant to the President, 
The South East National Bank, 
Chicago 37, Illinois 
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Eating in New York 


Sirs: Receipt of another packet of re- 
quests for copies of our folder, “Let’s Go 
Eating In New York,” reminds me that 
I have neglected to thank you for the 
write-up in your May, 1957 issue. 

With requests coming from Caracas, 
Tokyo, Berlin and other far-away places, 
as well as from all over the United 
States, one can only marvel at the extent 
of your circulation. I believe the requests 
prove that your magazine is read from 
cover to cover by those fortunate enough 
to receive it. I know I do just that. 


R. H. Rice, Chmn., Exec. Committee 
The Elyria Savings & Trust Company, 
Elyria, Ohio 
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Display Idea 


Sirs: We thought you would be inter- 
ested in the special window display now 
being shown in our bank’s 133 Ellison 
Street office. 

The window contains the photographs 
of the 49 members of our staff who are 
graduates of the American Institute of 
Banking after earning the standard cer- 
tificate for successfully completing eight 
courses. Also featured in the display are 
members of the staff who have attended 
other banking schools, such as the Grad- 
uate School of Banking at Rutgers. 

Besides causing much comment on the 
work intended to improve the staff mem- 
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bers’ understanding of banking, for bet- 
ter service to customers, the display has 
attracted the particular attention of 
customers who stop to locate the pictures 
of members of the staff with whom they 
do business. 


JOHN P. ANDERSON, Vice-President, 
1st National Bank & Trust Company, 
Paterson 27, New Jersey 
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Consumer Credit @perations 


Sirs: Your cooperation and assistance 
helped make possible the publication of 
our new manual, “Consumer Credit De- 
partment Operations.” We feel certain 
that banks throughout the country will 
benefit from this publication and we want 
to express the thanks of our board of 
directors, headquarters staff and mem- 
bership for your contribution. 

F. Byers MILLER, Executive Director, 

The National Association of Bank 

Auditors and Comptrollers 

Chicago 3, Illinois 








Bell Telephone Laboratories, Murray Hill, N. J. 


DREAMS WITH A PURPOSE 


“Leave the beaten track occasionally 
and dive into the woods. You will be 
certain to find something you have 
never seen before.” 


ALEXANDER GRAHAM BELL 


‘Tuere have always been dreams and 
high hopes in the communications 
business. And always, for something 
over cighty ycars, there has been con- 
tinuous and determined research to 
help make those dreams come true. 


For before there was a telephone 
there was a telephone’ laboratory. 


First it was just two men, Bell and 
Watson, in an attic workshop. Then 
the idea grew, as the need grew, and 
the practical values of research became 
more and more apparent. 


Today there are more than 10,000 
people at Bell ‘Telephone Laboratories, 





BELL SOLAR BATTERY 
Converts sun’s rays into usable amounts of 
electricity by means of specially treated 
discs of silicon. Has been used experi- 
mentally to power rural telephone lines. 


of whom over 3000 are trained scien- 
tists and engineers. 

Their work covers many fields and 
goes exploring and developing in many 
directions. But everything is directed 
to one goal. It is the betterment of 
communications service and the find- 
ing of ways to provide this better serv- 
ice at the lowest cost to the customer. 


The great assets of the Bell Labora- 
tories are the judgment and knowledge 
that have been gained from years of 
experience, combined with the enthu- 
siasm of minds versed in the newest 
scientific knowledge. 


There is also the encouragement of 
initiative through a careful balance of 
pure research and developmental work. 
The scientist is given a freedom that 
is rare in industrial work. 

Some of the great achievements of 
the Bell Laboratories have come in 
recent years. 
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THE TRANSISTOR 
One of the break-throughs in science that 
come only at rare intervals. This mighty 
mite can do many of the things that an 
electronic tube can do and more besides! 


The Transistor is a Bell Telephone 
Laboratories invention. So is the Solar 
Battery. So, too, are the switching ma- 
chines that have brought about Direct 
Distance Dialing. And, again, there 
was the development of those wonder- 
ful amplifiers for the underseas tele- 
phone cables. 


It all adds up to a great deal of prog- 
ress. But there is much more to come. 
All that has been done is but the 
beginning. 

Never have there been so many 
opportunities for wholly new devel- 
opments in telephone service and so 
much well-rounded research behind 
them. 


Each day there are excursions off 
the beaten path, revealing something 
that has never been seen before. 


Working together to bring people together 
BELL TELEPHONE SYSTEM 








DIRECT DISTANCE DIALING 
By the end of this year some 5,300,000 
telephone customers in 440 localities will be 
able to dial directly to as many as 35,000,000 
telephones all around the country. 


Burroughs Clearing House 
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Comeback of 
Commercial Paper 


Three primary reasons have been cited 
for the resurgence of the commercial 
paper market, in which these notes of- 
fered in the open market by business 
firms rose from less than $500 million in 
1946 to approximately $2% billion by 
last year-end. 

One factor has been the sharp advance 
in the demand for working capital by 
manufacturers, trade firms and finance 
companies, with business activity reach- 
ing higher dollar levels. 

Linked with this, borrowers have 
found it difficult to obtain all the funds 
they need from banks, and have turned 
to nonbank sources for part of their in- 
creased requirements. 

And, in turn, the liquid funds of non- 
bank institutions such as pension funds, 
insurance companies and industrial cor- 
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Corporations hold large share 


porations have increased, stimulating the 
demand for commercial paper. 

The majority of open-market borrow- 
ers are said to be either in manufactur- 
ing, wholesaling, retailing, or _ sales 
finance. On the lender side, corporations 
are believed to hold about 50 per cent of 
the directly placed commercial paper. 
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Why the Boom 
in Farm Land Prices? 

An “amazing upsurge” in the price of 
farm land accompanied by little increase 
in farm income has attracted the atten- 
tion of the nation’s economists. The his- 
torically close correlation between farm 
income and land values is being nullified, 
apparently, by present optimism as to 
the future market of agricultural prod- 
ucts and in the continuation of heavy 
sovernment support to farmers. 

According to a recent review by the 
‘ederal Reserve Bank of Chicago, farm 
land prices increased seven per cent in 
tie 12 months ending in March of this 
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Government props, future prospects, edge farm land prices up 


year despite persisting problems of sur- 
plus supplies of agricultural commodi- 
ties. While land values have usually 
slumped with the lessening of farm in- 
come following a war, land prices soft- 
ened only slightly following World War 
II and have been gaining steadily since 
1954. 

Major causes given for the diverging 
levels of farm land prices and farm in- 
come include inflationary pressures, 
continued growth of population, and new 
and expanded programs to assist farm- 
ers such as the soil bank and the disposal 
of surpluses overseas. The trend toward 
larger farms and the diversion of farm 
land to non-agricultural uses are also 
seen as pressures behind increasing 
prices. 

The review concludes that these fac- 
tors have caused a shift in expectations 
from the “bearish” views of 1949-50 and 
1952-53 to a “bullish” view of the farm 
real estate market. Since the drop in 
farm income ended in 1955, farm land 
owners have been desirous of retaining 
their holdings and prospective buyers 
are more aggressive, forcing land prices 
up. 


° ° ° 


The Credit Squeeze 
in Britain 

The credit squeeze which has now been 
attempted in Britain for the past two 
and a half years has greatly hampered 
banking operations. It was imposed by 
the Government in a well-meant attempt 
to restrain inflation, but its main effect 
has been to create substantial difficulties 
for business in general, particularly in- 
dividual entrepeneurs and the smaller 
concerns. 

At first the banks attempted to reduce 
their more or less personal loans to indi- 
viduals, small business men, farmers, 
etc., by 20 per cent. This proved impos- 
sible under British conditions, but sub- 
stantial reductions were made. However, 
the nationalized industries—coal, the 


railways, electricity and gas undertak- 
ings—went on piling up bank loans 
which more than offset the reduction in 
private borrowing. 

Rates up, securities down. Meanwhile 
the demand for funds from elsewhere 
than the banking system, largely by com- 
panies engaged in the financing of in- 
stallment selling, has forced interest 
rates up to hitherto unparalleled heights. 
This money has come from deposits in 
the postoffice savings banks, from cash 
deposits with building societies, and 
from a variety of other sources which 
have surprised most people. Much of the 
money came from surplus funds held by 
big business firms, who have been glad to 
earn more this way than they could from 
traditional sources. 

While trying to conform to Treasury 
instructions, the banks have been wor- 
ried by the steady fall in their holdings 
of Government and other gilt-edged se- 
curities. The attacks on sterling during 


Reflects demand for funds 
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MORTGAGES 
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Details from: THE CITY TREASURER, 
P.O. BOX NO. 1, MUNICIPAL BUILDINGS, 
DALE STREET, LIVERPOOL, 2. 

















the past few months, when all currencies 
except the West German mark and the 
dollar have been under pressure, and the 
heavy withdrawal of foreign deposits in 
London, have caused all the banks to be- 
come more liquid than they would other- 
wise be. 

Interest charged by the British banks 
to their customers, and interest allowed 
by them on time deposits have, naturally, 
followed the general trend. Bankers de- 
plore all these rules and restrictions but 
are rationing available loan funds as 
best they can to preserve good will. With 
the prospect that, as a result of militant 
trade union demands, inflation is more 
likely to increase than to be halted, few 
bankers are able to detect any encourag- 
ing aspects of the present situation. 

Municipalities hit. One of the hardest 
hit groups of borrowers have been local 
government authorities, who in the past 
used to borrow money for such purposes 
as putting up working class housing. 
These corporations, as municipal author- 
ities are called in Britain, borrowed the 
money from the Public Works Loan 
Board, with Treasury guarantee. Part 
of the Government’s credit squeeze pro- 
gram was to shut off this supply of funds 
and to advise these municipalities to bor- 
row direct from the public, giving mort- 
gages as security. 

In practice this has proved almost im- 
possible because there appears to be no 
adequate supply of such funds left, and 
it has become necessary for the Public 
Works Loan Board to extend help in 
many cases. The British press now car- 
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ries many advertisements from cities 
and various public authorities offering 
interest of up to seven per cent for loans 
for from two to seven years. The city of 
Birmingham, whose credit is first-class, 
was able to float a loan in the London 
money market in May, but there have 
been none since because no financial in- 
stitution wants to underwrite such a loan 
in present disturbed circumstances. 
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Vital Prop to Boom 
Is Weakening 

Ever since the first quarter of 1955, 
capital spending for new plant and 
equipment has shown a steady climb, 
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Slight drop is forecast 


providing a major prop to the economy’s 
boom. 
But, as the chart above shows, the 
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Of particular help 
to Trustees and Bankers 


A thorough and impartial review of any investment 


A review prepared under the direct supervision of 
our Institutional Department... 

A review that reflects the considered opinion of spe- 
cialists in all types of corporate, municipal, and 


Each year now we prepare hundreds of such reviews for trust 
officers throughout the country, have a growing list of banks who 
send along various portfolios for periodic analysis. 

If you feel that such a review might be helpful to you on any 
particular portfolio, we will be happy to provide it. 

There isn’t any charge for this service, just mail the portfolio 
—jin confidence, of course — to — 


R. J. CHVAL, Partner 
INSTITUTIONAL DEPARTMENT K-115 


Merrill Lynch, Pierce, Fenner & Beane 


Members New York Stock Exchange and all other Principal Exchanges 
70 Pine Street, New York 5, N. Y. 
O ffices in 112 Cities 














capital spending splurge has been level- 
ing off in 1957. Based on businessmen’s 
own plans. as reported to the Secuiities 
& Exchange Commission and the De- 
partment of Commerce, this year’s fig- 
ures will be 6 per cent above 1956, 
whereas 1956 expenditures for plant 
and equipment jumped 22 per cent over 
1955. 

Moreover, if advance estimates prove 
realistic the outlook is for a slight drop 
in the last three months of this year. 
The projected decline is only a tiny frac- 
tion of the $37 billion annual rate of 
capital spending, but it raises the ques- 
tion of whether the downward trend will 
continue and what effect this will have 
on the national economy. 
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Stocks. Real Estate 
Gain in Popularity 

While the majority of American fam- 
ilies with incomes of $3,000 or more still 
are inclined to favor putting their money 
in savings accounts and U. S. govern- 
ment savings bonds, a sharp swing to 
stocks and real estate investments has 
been evidenced since 1954, according to 
a recent survey conducted for the Feder- 
al Reserve Board by the University of 
Michigan’s Survey Research Center. 

Comparing survey results of a sam- 
pling this year with a like survey taken 
in 1952, the study revealed that while 
only 16 per cent of those families inter- 
viewed in 1954 favored investments that 
fluctuate in value, this year’s survey re- 
ported that this group now represented 
26 per cent of those questioned. 

The safety of savings accounts and the 
liquidity of government bonds continued 
to be the main reasons for the majority’s 
preference of assets of fixed value. 
Again, the study showed that those per- 
sons with relatively low incomes were 
the ones most likely to favor savings 
bonds and savings accounts, while the 
higher income families leaned more to 
stocks and real estate. 
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Deposit Instability 
Hits Small Banks Hardest 


While deposit fluctuations pose a prob- 
lem for banks of all size, they prove most 
troublesome for the small banks. A re- 
cent sampling of 100 banks of all sizes 
within the Tenth Federal Reserve Dis- 
trict indicated that the smaller banks 
have greater need for liquid assets to 
meet deposit withdrawals. 

The lack of diversification of deposit 
ownership at country banks and the de- 
pendence of these banks upon agricul- 
tural activities are prime reasons for 
the relative instability of deposits in 
these banks. Marketing of farm products 
is highly seasonal and causes seasonal 
deposit swings, the survey revealed. 

The study further showed that the 
larger banks have experienced more 
rapid long-run growth in the post-war 
period, reducing pronounced deposit 
swings. 

According to an article appearing in a 
recent monthly review published by the 
Federal Reserve Bank of Kansas City, 
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Another reason why more and more banks are turning to 
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Dividend Announcement 


Massachusetts 
Investors 


‘Trust 


DECLARES ITS 
132"¢ Consecutive Dividend 


9 cents a_ share, 
from net’ income, 
payable October 25 
to shareholders of 
record September 
30, 1957. 


ROBERT W. LADD, 
Secretary 


200 Berkeley Street, Boston 
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both actual and potential deposit losses 
have an important influence on the lend- 
ing and investment policies of commer- 
cial banks. This is believed to account in 
part for the typical preference of coun- 
try banks for comparatively high liquid- 
ity. 
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Pittsburgh Bank Ads 
Hit Inflation Trend 

In a program aimed at alerting citizens 
of Pittsburgh, Pennsylvania, to the dan- 
gers of inflation, the Peoples First Na- 


| tional Bank and Trust Company has 








*14,000,000,000 


Save one extra 
nickel out of every 
dollar and you'll 
help curb 
inflation 
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Mass savings needed! 


inaugurated a newspaper advertising 
program to tell the story of the lower 
buying power caused by price spiralling, 
and to explain how the public can help 
to combat this trend. 

The first display ad in the series il- 
lustrates the value of saving, in keeping 
prices down and providing money for 
sound financing. Headed by the words, 
“Only a Nickel—But Within a Year it 
Could Mean $14,000,000,000,” the copy 
block explains that this tremendous sum 
could be saved if everyone would save 
just one nickel out of each dollar. 
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Suggestions for 
FHA Improvements 


While seeing a trend in the direction 
of FHA loans, with the VA program now 
practically extinct and the demand still 
existing for liberal terms, a prominent 
mortgage banker suggests some specific 
improvements that should be made in the 
FHA set-up. 

In the opinion of Robert H. Wilson, 
president, Percy Wilson Mortgage & 
Finance Corp., Chicago, FHA _ should 
allow higher maximum loans in locali- 
ties recognized as high cost building 
areas. He believes that it should be pos- 
sible to go above $20,000 on an FHA 
loan in the Chicago area, for example, 


and suggests that a $35,000 maximum 
could be set on homes in the $50,000 to 
$60,000 bracket. 

Delegate responsibilty. Moreover, Mr. 
Wilson calls for some streamlining in 
FHA procedures. “Fundamentally,” he 
says, “the FHA should let more responsi- 
bility fall upon the mortgage corre- 
spondents, especially those with 25 
years of experience in FHA financing. 
Approved mortgagees, operating under 
charters that could be revoked at any 
time, could be trusted to make apprais- 
als and obtain the basic data that FHA 
now has to get for itself. This would help 
cut the time required for appraisals and 
loan approvals, and make FHA loans 
more competitive with conventional 
mortgages from the point of view of 
convenience.”’ 

Mr. Wilson adds that the FHA has 
already taken a step in this direction, 
but he also believes that it could be more 
realistic in its valuations. He contends: 
“Selling prices, particularly of existing 
properties, are now very close to actual 
value from the long-term investor’s 
point of view.”’ 

It is further suggested that FHA per- 
mit greater flexibility in separate valua- 
tions for houses and lots, and give 
blanket approvals to basic models of 
p efabricated homes “which are essen- 
tially the same wherever they may be 
erected.” 

Lender assistance. On the other side 
of the fence, Mr. Wilson advocates 
some things that mortgage bankers and 
institutional investors should do to-help 
realize the full potential of the FHA 
program. Most important, he believes, is 
a streamlining of procedures under 
which mortgage bankers would have the 
authority to commit their investors’ 
funds on the basis of their own judg- 
ment and agreed-upon standards, within 
quota limitations. The present system 
commonly demands that an investor pass 
upon each loan application before a defi- 
nite commitment can be made. 

Also, Mr. Wilson says mortgage bank- 
ers should educate builders and real 
estate brokers in the proper use of FHA. 
His own firm does this through illus- 
trated panel discussions with these two 
groups. 
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Advantage of 
National Bank Charter? 


The superior value of national bank 
charters over State charters for expan- 
sion-minded banks in States which have 
restrictive merger or branch policies 
was demonstrated anew in New York 
last month when Ray M. Gidney, Comp- 
troller of the Currency, permitted a 
cross-county Long Island bank merger 
of the type frowned upon by New York 
State’s Banking Superintendent, George 
A. Mooney. 

In lifting a ban of 22-months standing 
against expansion by merger of Long 
Island’s largest bank, the Franklin Na- 
tional Bank, Mr. Gidney allowed that 
bank to take over on an exchange of 
shares basis the State Bank of Suffolk 
in Bay Shore, giving the Nassau County 
bank several offices in Suffolk County. 
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| JACK BENNY 


on the air... CBS RADIO 
every Sunday evening 7:00-7:30 (E.D.S.T.) 


Yes, The HOME INSURANCE COMPANY 
—a leading protector of American homes and 
the homes of American business and industry— 
is pleased to bring into your home a long-time 


favorite of the airways, Jack Benny! 


And we would like to invite you to join the 
millions of listeners of the ever-popular Jack 
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Benny show. The time: every Sunday evening 


7:00-7:30 (E.D.S.T.) on the CBS Radio 


network. 


* THE HOME * 


FIRE ° AUTOMOBILE ° MARINE 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


THE HOME INDEMNITY COMPANY 
Casualty Insurance « Fidelity and Surety Bonds 








Merger rush foreseen. New York State 
law limits bank expansion to respective 
banking districts, and both Nassau and 
Suffolk County are in one district. Yet 
up to now mergers of banks in these two 
counties have not been approved. The 
Comptroller’s change of mind may open 
up a new Long Island bank merger rush 
in which the State authorities will have 
to safeguard equal rights for State as 
against national banks. At this writing 
the field seems wide open not only for the 
Franklin National but for the second and 
third major Long Island banks — the 
Meadow Brook National of West Hemp- 
stead and the Security National Bank of 
Huntington. 

The Comptroller’s basis for approval 
of the Franklin National’s absorbtion of 
the Suffolk County institution was not 
explained, but it has been assumed that 
previously the national bank supervisor 
had gone along with the State in trying 
to block cross county expansion of banks 
which would result in dominance of the 
banking business in one county by a 
large and integrated commercial bank 
in another county. On this basis the 
State of New York had blocked absorp- 
tion of a bank in Rockland County by a 
dominant State bank in Westchester 
County, although both are in the same 
district. Apparently, if the Long Island 
precedent now established were to ap- 
ply, the Westchester bank could go ahead 
with its plans if it had a national rather 
than a State charter. 

Half-billion dollar bank. Under the 
Long Island merger plan the Franklin 


National Bank of Franklin Square, Long 
Island, will change its name to the 
Franklin National Bank of Long Island. 
If the plan is carried through, resources 
of the Franklin National will reach al- 
most $500 million. 
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Helpful Compass 
on Boat Financing 


For banks and other instalment lend- 
ers who have hesitated to engage in 
pleasure boat financing because it is an 
unfamiliar field, a comprehensive 172- 
page guide to cultivating and handling 
this growing, profitable type of business 
is now available in manual form. 

“Bankers ... A-Way” was originally 
written as a thesis for the A.B.A. Grad- 
uate School of Banking at Rutgers Uun- 
versity by W. S. Graulich, assistant vice- 
president in charge of the instalment 
loan operation at Camden Trust Com- 
pany, Camden, New Jersey. It attracted 
so much interest that the author decided 
to publish the thesis and make it gen- 
erally available. 

Loan techniques. As might be expected, 
the manual describes in some detail the 
various marine finance plans, both direct 
and indirect, retail and wholesale. This 
section covers different types recourse 
plans (the writer favors a repurchase 
agreement), suggests business develop- 
ment methods, discusses rates and collec- 
tions. Since boat financing except in rare 
instances are secured by liens, a full 


chapter is devoted to the instruments 
and the procedures commonly used. 

Beyond this information on loan tech- 
niques, the manual contains valuable 
background data on the applicable Fed- 
eral and state laws and regulations, boat 
construction, and cost of ownership. 
Also, results of a questionnaire are 
cited, telling of the policies and experi- 
ences of 18 banks in this field. 

Objection refuted. According to the 
author, a chief objection to marine fi- 
nancing raised by bankers is that a boat 
is a luxury item and therefore a poor 
risk proposition. The writer disclaims 
this, where the purchaser has a good 
credit rating and is buying in the price 
range he can afford. It is suspected that 
underlying this objection is a reticence 
on the part of lenders to engage in a new 
field which on the surface appears com- 
plicated. The manual asserts: ‘“Ap- 
proached with care and common sense, 
boat financing should develop into a very 
profitable field with few losses and little 
complication.” 

Copies may be obtained from Mr. 
Graulich, P.O. Box 975, East Camden 
Station, Camden 5. The charge: $5 per 
single copy, $4 a copy for orders of three 
or more. 
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Stockholder Relations 
Workshop Planned 

Early next year the Midwest Stock 
Exchange plans to stage something new 
—a clinic on stockholder relations. 














_our latest offering list. 


TAX-EXEMPT BONDS 
A broad selection for bank investing 


During the past ten years alone, as sole underwriter or as manager or co- 
manager of underwriting accounts, we have purchased more than 1,500 tax- 
exempt issues totaling close to $7 billions. 

Through our extensive marketing activity, we make available to banks an 


exceptional diversity of tax-exempt obligations. Send without obligation for 


HALSEY, STUART & CO. INc. 


123 SOUTH LASALLE STREET, CHICAGO 90 @ 


AND OTHER PRINCIPAL CITIES 


35 WALL STREET, NEW YORK § 
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Its objective, according to Harry A. 
Baum, chairman of the public relations 
committee of the exchange, will be to 
“throw the spotlight on the best prac- 
tices and techniques used by industry in 
this fast growing area of the financial 
field. 

Tentative arrangements call for a 
workshop on such aspects of stockholder 
relations as annual reports, correspond- 
ence, proxy contests, financial press re- 
lations, and financial advertising. 

Participants are expected to be drawn 
from the press, top executives of listed 
corporations, exchange members, secur- 
ity analysts, and representatives of pub- 
lic relations organizations. 

As an added feature, it is planned to 
display exhibits of stockholder relations 
programs developed by leading compan- 
ies listed on the Midwest exchange. 
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Corporate Profits Study 


Postwar corporate profits as reported 
by business have been grossly overstated, 
the excess averaging more than 30 per 
cent for the decade, according to a 
recent study by the Machinery and 
Allied Products Institute, Washington 
D.C. 

Its findings are published in a 27-page 
report, entitled ‘“‘Corporate Profits in 
the Decade 1947-56,” prepared by 
George Terborgh, research director of 
the Institute. It compares profits over 
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Sharp scrutiny suggested 


the past 10 years with those of the 
period 1923-1929, the most recent pe- 
riod of sustained prosperity. 

After appropriate adjustments, the 
study adds, postwar profits have repre- 
sented a far lower ratio to sales, in- 
‘ome produced, or compensation of em- 
oloyees, than did the adjusted profits of 
he 1920’s, the reduction of these ratios 
seing in the vicinity of 40 per cent. 

Overpaying taxes. Meantime, it notes, 

verstatement of postwar corporate 
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SECURITY 


Over and above a loan officer’s basic concern for proper 
protection against loss from accidental physical dam- 
age to the financed mobile home, is his need to preserve 
his bank’s interests in the event of loss resulting from 
acts of dishonesty. 


Foremost answers this need by incorporating in its 
specialized mobile home policy a provision protecting 
the mortgagee’s chattel interest for the full time there 
is an outstanding balance on the mobile home. Ven- 
dor’s Single Interest Coverage (V.S.I.) assures the 
loan officer full protection against loan impairment 
resulting from single-interest collision or upset, or that 
occasioned by conversion, embezzlement or secretion 
of the mobile home. This includes of course, impair- 
ment that results from a purchaser's “forgetfulness” 
to make proper notification of sudden changes in loca- 
tion . . . as well as outright attempts to illegally escape 
the existing obligation. 


Speedy action in the event of such problems means 
even greater security for the mortgagee. And it is good 
to know that immediate service is available on a na- 
tionwide basis . . . from strategically located Field 
Offices, the Bank Services Department, and Foremost’s 
own staff of claims experts who specialize exclusively 
in the mobile home field. 


Complete information on the many benefits of 
Foremost Protection is available by return mail 
«++ simply write us, wire or phone. 





GRAND RAPIDS 3, MICHIGAN 
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Insurance Company 
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profits has caused effective corporate in- 
come tax rates to exceed stated rates by 
an average of ne-rly seven percentage 
points, Postwar corporate net savings, 
after correction, has been only 55 per 
cent of the reported totals, and some 25 
per cent below the like figures for the 
pre-depression period. 

“Many corporate officials are keenly 
aware of the illusory character of the 
p-ofits they have reported in recent 
years,’’ the study states. “On the other 
hand, many have taken them at face 
value. In so doing, they are fooling not 
only labor, political leaders, and the 
public generally, but themselves as well. 
They are the victims of their own myth. 
It is impossible to believe that this self- 
deception has been harmless. For man- 
agement can arrive at sound decisions 





on policy only when correctly informed 
of the facts. If its accounting yields the 
distorted version of the facts so prev- 
alent in the postwar era, its judgment is 
necessarily handicapped.” 

Copies of the analysis can be obtained 
by writing to the Machinery and Allied 
Products Institute, 1200 Eighteenth 
Street, N.W., Washington 6, D.C. 
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The Opportunity in 
Mobilehome Paper 

Out of the 13,000 commercial banks 
in the United States engaged in consumer 
lending, only an estimated 1,800 of them 
are handling mobilehome paper, but they 
frequently testify that it is the most 
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“One Stop Banking” has really caught on, and no wonder. The benefits 


to customer and banker are obvious. 


And these same benefits apply to “One Stop Insurance”’. It’s convenient .. , 
saves bankers time and effort. It’s comprehensive . . . protects against the 
increasing variety and number of bank losses. 


Moreover, “One Stop Insurance” focuses responsibility. And what better 
focal point than American Surety—with more than 70 years of experience 


in serving banks. 


American Surety protection is truly complete. For example, one of our 
Bank Specialists will review your protection program and bank layout, 
point out weak spots and suggest methods of eliminating them. His valuable 
services cost you nothing and you can arrange for them simply by calling 


your American Surety Agent, or writing our Bank Division. 


Serving Banks for over 70 Years 
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E. M. SULLIVAN 


“Many banks missing a bet’’ 


profitable item in their credit portfolio. 

This statement made by E. M. Sulli- 
van, vice-president of the Mobilehome 
Dealers National Association, in address- 
ing Iowa bankers last month, infers that 


| a majority of the banks are missing a bet 


in shying away from this field. 
Admittedly, not all banks are in a po- 
sition to engage in mobilehome finance, 


| he conceded. Small banks, for example, 


are handicapped by the sizable loan 
amounts involved and the lack of re- 
sponsible dealers. A $500,000 portfolio 
objective and a limited number of deal- 
ers to begin with were recommended 
as a reasonable start, in view of the fast 


| build-up of such paper. 


Precautions suggested. The credit tech- 
niques involved were said to be similar 
to those used in other forms of instal- 


' ment lending, but Mr. Sullivan empha- 


sized that there is greater need in mo- 
financing to be _ unusually 


less of whether the paper is acquired 
with recourse. “A dealer’s endorsement 
of a note cannot of itself be considered 


sufficient protection,” he noted, “since 


such dealerships are normally marginal 
businesses with financial strength in 
moderate or limited amount.” 

Fewer moves made. However, one ad- 
verse factor that has kept some banks 
out of the field—the mobility of the 
chattel—was said to be steadily dimin- 
ishing in importance. Mr. Sullivan cited 
industry studies showing that the aver- 
age move by a mobilehome owner is now 
once in two years, compared with an 
average of one move every six months as 
recently as six years ago. 

With the trend toward larger and 
more costly units, there has been a 
trend toward longer terms, up to five 
years for new mobilehomes. Down pay- 
ments generally range from 20 per cent 
on new units to 40 per cent on used. Mr. 
Sullivan advised banks to make it a 
practice to obtain manufacturers’ in- 
voices covering units to be financed as 
a precaution against fictitiously inflated 
sales prices, and also as a guide in lim- 
iting individual contracts below dealer 
cost on the respective models. 
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to help your customers obtain 
more working capital... 


Consult 
COMMERCIAL 


CREDIT 





Commercial Credit’s accounts receivable and inventory financing offers you an ideal way 
to help your customers who have need for additional working cash, yet whose 
regular lines of credit do not warrant further extension within your own opera- 
tion. Our method does not interfere with your own service. On the contrary, 


it will function as a perfect complement to your service. 


We have had 45 years’ experience handling this type of financing for thousands of 
companies involving billions of dollars. Any office of COMMERCIAL CREDIT 
CORPORATION below will gladly furnish complete information to you. Or, 


through you, to any of your customers. 


Commercial Credit Building, BALTIMorE 2 222 West Adams Street, CHICAGO 6 
722 South Spring Street, Los ANGELES 14 100 East 42nd Street, NEw York 17 


112 Pine Street, SAN FRANCISCO 6 


A service offered through subsidiaries of COMMERCIAL CREDIT COMPANY 


Capital and Surplus 


over $200,000,000 
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America’s 





largest 


automotive companies 
use Peoples First 
banking services 


in Pittsburgh 


America’s leading automotive 
companies together with practi- 
cally every other major industry 
and business have important busi- 
ness activities here. Most of them 
rely on Peoples First for the wide 
range of banking and corporate 
trust services we offer. As your 
Pittsburgh correspondent, our 
knowledge and experience in this 
area can be of benefit to you. 


For complete information about 
the correspondent services we of- 
fer, write for a free copy of our 
new booklet, ‘‘Correspondent 
Service in Pittsburgh.” 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST 
COMPANY 
Pittsburgh 30, Pa. 
Member F.D.I.C. 
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The Stretceh-Out in Farm Credit Terms 
By Harry W. Schaller 


President, Citizens First National Bank, Storm Lake, Iowa, and Chairman, 
Agricultural Commission, American Bankers Association 














Hidden among the sweeping changes 
in banking methods and policies since 
the War is one that has gone almost 
unnoticed. Yet, this change is an evolu- 
tionary—if not revolutionary—shift in 
bank lending emphasis which affects the 
economics of thousands of farm families 
across the nation. It is the growing use 
by banks of longer repayment terms—in 
short, the growth of intermediate term 
credit. 

Not too many years ago, a typical 
farm credit program was a_ seasonal 
crop loan, a long term real estate loan, 
or a combination of the two. The ordi- 
nary farmer borrowed from his bank to 
finance production of his crop and then 
repaid the loan when the crop was har- 
vested. If he needed a loan for longer 
than that, he asked for a renewal. Inter- 
mediate term loans—that is, loans with 
planned repayment periods of longer 
than one year but shorter than a tradi- 
tional mortgage—were practically un- 
known. 

Responsible factors. But farming be- 
gan to change. Capital requirements for 
farming started to soar along with oper- 
ating expenses, sharp price and income 
fluctuations occurred, and altered con- 
sumption habits on the part of Ameri- 
can families caused less emphasis on 
cash crops and more on cattle and other 
livestock. Bankers saw unplanned and 
unexpected renewals of short term 
notes become more frequent and began 
to wonder if the old lending methods 
still served the needs. Some thought 
they did not, and the practice of pro- 
viding credit on a planned intermediate- 
term repayment basis was born. 

The “revolution” in farming has con- 
tinued to pick up steam, and intermediate 
term credit has expanded along with it. 
On June 30 of this year, of the total of 
$5 billion in farm loans held by banks, an 
estimated $1.7 billion carried an inter- 
mediate-length repayment period. 

Reflects modern farming. The shift to 
longer repayment terms is only a reflec- 
tion, of course, of the basic changes that 
have taken place in farming in the past 
decade. Again and again, we read and 
hear that farming today is a “business.” 
To the country banker that means that 
the modern farmer must purchase more 
and more of the things he needs off the 
farm. In 1956, farmers spent six times 
as much for fertilizer and lime as they 
did in 1940; they operated four times as 
many motor vehicles; and the main- 
tenance of their buildings, machinery, 
and equipment was five times as high. 
Bank service is based on the needs of 
the customer, and it’s hard to buy new 
machinery with a seasonal loan. 


Supervisory approval. Not that every 


banker has rushed headlong into inter- 
mediate-term credit. It is still a new area 
of lending, with problems and pitfalls. 
Some don’t want to begin, others don’t 


know how. But an increasing number of 
banks are taking the plunge. 

For several years one of the major 
concerns was the fear that supervisory 
agencies disapproved of this type of 
loan on the bank’s books. Then in 1955, 
the officials of the Federal Reserve an- 
nounced that that agency did not dis- 
approve of intermediate-term loans as 
such. They stated that these loans 
should be evaluated on their own char- 
acteristics: risk involved, financial re- 
sponsibility of the borrower, feasibility 
and probability of orderly liquidation, 
etc. 

The heads of the Federal Reserve 
System and F.D.I.C., along with the 
Comptroller of the Currency, have since 
gone on to say that it is their belief that 
“intermediate-term credit by commercial 
banks on a sound and prudent basis con- 
tributes greatly to the growth and 
strength of American agriculture.” Be- 
yond that, it is no secret that officials 
of the Department of Agriculture and 
the Agricultural Commission of the 
American Bankers Association have been 
encouraging banks to consider inter- 
mediate-term credit. 

Several methods used. It is, of course, 
a complex field deserving careful study. 
To begin with, the words “intermediate 
term” embrace a number of lending 
methods. Annual or shorter notes on a 
planned renewal basis is one; non-real 
estate notes of from 2 to 7 years is an- 
other; and real estate loans for inter- 
mediate loan type investment is a third. 
All have their advantages. There is no 
“right way,” and the method used must 
be the result of insight into the bank’s 
trade area and the circumstances of the 
individual agricultural customer. 


Case histories are given 
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Whether the customer’s 
C AS a inventory consists of bird 
aw _ seed or burlap, it can be 


panaurr | used as collateral for a bank 
L0 CKED loan. 


' Under the Douglas- 
U p | fe : ~ Guardian Plan of ‘Traveling 
: _¥ Credit,” field warehouse 





Mr. Schaller discusses shift 


The comparative increase of outstand- 
ings of farm real estate loans in com- 
parison with non-real estate indicates 
that probably the intermediate-term 
real estate loan is growing in popularity, 
but it is difficult to estimate what per- 
centage of the non-real estate outstand- 
ings have terms of longer than one year. 

Manual prepared. To aid bankers in 
considering intermediate-term loan pro- 
grams, the Agricultural Commission of 
the A.B.A. has just published a new 
manual on the subject. The manual, 
called “Intermediate-Term Bank Credit 


for Farmers,” is now available to all | 


A.B.A. member banks for $1. 

The book is intended to give the banker 
a comprehensive look at intermediate- 
term lending from every angle. The 
“whys and wherefores” are explained, 
and each of the three lending methods is 
analyzed for its comparative advantages 
and disadvantages. 

Case histories. But the most important 
parts of the new manual are three case 
histories published in complete detail, 
including even the forms used in making 
and servicing the loans. The cases are 
a machinery loan to a cotton farmer; a 
poultry-dairy case; and a tenant dairy 
case. Every aspect of these loans is dis- 
cussed in step-by-step order, so that the 
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receipts are issued on the 
inventory, right where it is 
located —at the factory 
where it is manufactured, 
or on the distributor’s 
premises where it is held 
for resale. These receipts — 
backed by our experience, 


reputation, integrity, and 


the actual merchandise— 
are sound security for the 
loan you make. 

More than 500 different 
types of inventory have 
been successfully field 
warehoused by Douglas- 
Guardian—everything from 
aprons to zarfs. For further 
details about field ware- 
housing inventories located 
in the immediate vicinity of 
your bank, write or phone at 





reader can see for himself how inter- 


, . our expense the nearest 
mediate-term loans work in _ actual ‘ . 
practice. office of Douglas-Guardian. 


The three cases are then taken to- 
gether for a comparative study to de- 


rib ; -of-thumb k 
may find ‘useful in this field. ‘The book DOUGLAS-GUARDIAN 


warns, however, against firm rules in WAREHOUSE CORPORATION 
lending to farmers. FIELD WAREHOUSING —COAST TO COAST 
Also included in the manual are lists 
may be helpful to the banker embarking New Orleans 1, Louisiana 
a the area of intermediate-term lend- ATLANTA 3, Ga., Hurt Building NEW YORK 4, N.Y, 50 Broad St. 
“Intermediate-Term Bank Credit for BOISE, Idaho, Continental Bank Bida. PHILADELPHIA 2, Pa., Girard Trust Bldg. 
Farmers” is an attempt to put this type CHICAGO 2, Ill., 173 W. Madison St. PORTLAND, Ore., U.S. Nat‘! Bank Bidg. 
of lending into sharper focus for the DALLAS |, Texas, Tower Petroleum Bidg. SAN FRANCISCO a Calif., 785 Market St. 
banker who must every day face the DETROIT 26, Mich., Penobscot Bidg. SPRINGFIELD, Mo.,P.O. Box 1457 S.S.5S. 
redit needs of his farm customer. It LOS ANGELES 15, Calif., 1110 W. Olympic Blvd. | TAMPA 2, Fla., 416 Tampa St. 


ecognizes that there are many ways of 
etting the job done, but that the im- 
ortant thing is the willingness of bank- 
's to do it. 


MEMPHIS 3, Tenn., Porter Bidg. 17 other convenient offices 
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The ART of correspondent 


An expert can identify a painting by the technique of the artist. 
A banker can tell the difference in the banks he deals with by their 
personality and service. 


Chase Manhattan’s philosophy of correspondent banking might be 
summed up this way— 


To provide complete and modern facilities; 
To apply them to serve your needs; 
And to serve always in a friendly, helpful way. 


Why not talk to the people at Chase Manhattan? 
THE 


CHASE MANHATTAN BANK 


HEAD OFFICE: 18 Pine Street, N. Y. 15 


Member Federal Deposit Insurance Corporation 





banking 








Service to Correspondents 


Analyses of investment portfolios 
Around-the-clock mail pick-up 
Quick collection of items 
Dealers in State and Municipal Bonds 
Execution of security orders 
Credit information * Full foreign services 
Safekeeping of securities 
Many personal services 
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BANKING NEWS 








Higher Interest, “*Fringe 
Beneilits.”°”’ Lure Savings 


A higher rate of interest is the top 
inducement being used by the nation’s 
banks, both commercial and savings, to 
attract new savings accounts. This ag- 
gressive search for the saver’s dollar is 
being supplemented by such inducements 
as so-called “fringe benefits,’ and inten- 
sive advertising and promotion pro- 
grams. These facts were brought out in 
a survey just completed by the Savings 
Management and Operations Committee 
of the Savings and Mortgage Division, 
American Bankers Association. 

Rates up. More than 50 per cent of 
the banks responding to the question- 
naires, 1,429 commercial banks and 363 
mutual savings banks, reported interest 
rate increases in the past 17 months. 

Three per cent appears to be the most 
common mutual savings bank interest 
rate, as this was the figure reported by 
69 per cent of the answering mutuals. 
Two per cent is the most common rate 
for commercial banks, as reported by 43 
per cent of those replying. Most accounts 
receive interest semi-annually. 

The replies indicate, too, that the peak 
of the move toward higher interest rates 
is apparently past at this time. 

Added inducements. The growing list 
of “fringe benefits’ embraces such meth- 
ods of computing interest as give the 
saver the best break, more days of grace 
in which the interest is “free,” starting 
interest earnings at an earlier date, and 
crediting interest more frequently. 

Bankers welcome small savings de- 
posits. Most mutuals accept a minimum 
starting balance of less than $10 and a 
majority of commercial banks accept an 










INTEREST RATES AS A FACTOR IN 
GETTING NEW SAVINGS ACCOUNTS 


A Report from the Research Committee of 
the Financial Public Relations Association 


ROBERT E. McLAUGHLIN 
Assistant Treasurer 
New Hampshire Savings Bank 
Concord, New Hampshire 


Franca. Posuic Recarions Association 
231 South La Salle Street, Chicago 4, Illinois 
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Bank experience analyzed 


opening balance of less than $25. 

F.P.R.A, report. Meantime, another re- 
port published by the Research Commit- 
tee of the Financial Public Relations As- 
sociation states that higher interest rates 
will attract savings money only when 
accompanied by real promotion. 

Entitled “Interest Rates as a Factor 
in Getting New Savings,” the report was 
written by Robert McLaughlin, assistant 
treasurer, New Hampshire Savings 
Bank, Concord, New Hampshire. 

For the most part, the study adds, 
money moving to higher rates is the 
transient, investment type, rather than 


true savings. Other factors, such as con- 
venience, prestige, and the general char- 
acter of the institution loom larger in 
the mind of the regular, long term saver. 

Comprehensive study. Mr. McLaugh- 
lin’s study of five New Hampshire sav- 
ings banks covers the years 1938-1956, 
during which these competing banks of- 
fered varied and fluctuating rates. In- 
creases and decreases in the number of 
depositors, he concluded, seemed to be 
more closely related to the promotional 
zeal of the banks than to their interest 
rates. 

Charts are included in the study to 
show the relationship between the inter- 
est rate and the number of depositors 
for each of the five banks studied. 

Copies of the report, at $1 each, can 
be obtained from the Financial Public 
Relations Association, 231 S. LaSalle 
Street, Chicago 4,*Illinois. 
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Special Children’s Door 


The Wichita Federal Savings and 
Loan Association, Wichita, Kansas, 
which already has 2,280 youngsters’ 
accounts, has installed a special depart- 
ment and entrance to attract more young 
savers. 

A pint-sized revolving door to the 
“lollipop - to - pigtail” department is 
matched by furnishings in scale in every 
respect. The teller stations in this area 
are 32 inches high with deal plates 26 
inches from the floor. 

Designed by The International Steel 
Company of Evansville, Indiana, the 
miniature revolving door, which flanks 
the regular door for adults, is four foot, 


Pint-sized customers receive preferential treatment in a rapidly-expanding junior savings department 


Miniature door leads to specially-equipped quarters 
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Steps ensure face-to-face contact 
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For/\| | your Florida 





carvefifineama 


There are 27 member banks 
in the Florida National 
Group of Banks, located 
throughout the state; both in 
metropolitan areas and ac- 
tive smaller communities. For 
information on fast, depend- 


able correspondent services 





in any part of Florida write to: 


Correspondent Department, 


Florida National Group, Box 


720, Jacksonville, Forida. 
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the NEED for 
ahivaa buatianicjma@el:: 


Since 1940, the cost of attending college 1 A Coliege Club account is opened in 
has doubled. Today, a $6,000 investment your name and will show the name of 
is required for the average four-year the child. 

college period. 


Even scholarships and campus assist- 
"ghee programs will not cover a student's 
full coats. An investment on your part 
necessary to provide the complete 
education your child deserves. 


Citizens College Club has been created 


to fill this need. It is a systematic 
savings plan which provides for the 
regular deposits of fixed amounts of 
money. This money goes into a special 


form of savings account which bears 
Citizens’ regular rate of interest. 


How 


CITIZENS COLLEGE CLUB 


works 




























You —and when possible your child — 
make regular deposits in this College 
Club aecount. 


Your child receives a special member- 
ship card as an incentive to increase 
his participation in the program. 


2 8 N 


Your College Club account is a special 
form of savings account which bears 
the regular rate of Citizens interest. 
Thus, your account enjoys both bank 





























interest and safety. 
By opening a College Club account, you if 
will have the satisfaction and pride of 5 The amount of money you deposit reg- 
A SYSTEMATIC knowing that you are taking a vitally ularly depends on (1) your total goal, 
important atep toward your child's {2) the present age of your child, and 
SAVINGS PLAN future well-being. Also, by encouraging (3) your own financial requirements. 
your child’s active participation in the 
Provide program, you will be able to impress 
To upon him (or her}, the desirability of {7 \ 
For Your Child’s saving and thrift as lifelong habits ) 
. AN EXAMPLE of How 
College Education Citizens College Club Works — 
Assume you wish to save $6,000 (aver- 
age cost today for four-year course at 
public college) over a ten-year period — 
DID YOU KNOW — By putting $43.28 per month in a 
CITIZENS NATIONAL .. that the overoge college graduate earns College Club Account (where it earns 
‘é teuSt & Savines 88% more than the overage high schoo! compound interest at the current rate of 
groduote during o lifetime” 3°7 per annum) you will reach this goal 
OF LOS ANGELES There is no more necessary or desirable 
goot toward which you can plan than a college ——) 
education for your child. 































Monthly instalments to meet future educational needs 


eight inches high. The cantilevered over- 
hang, which juts out over the door en- 
closure, bears the embossed inscription: 
“Dedicated to the citizens of tomorrow 
who save for their future today.” 
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New Savings Clubs 


An increasing number of banks are 
utilizing savings clubs and special ac- 
counts to attract more savers to their in- 
stitutions. 

Higher education. The Citizens Col- 
lege Club, for example, is a new kind of 
plan to help parents save systematically 
for the education of their children. It 
was recently launched by the Citizens 
National Trust and Savings Bank of Los 
Angeles. 

Under the plan, parents and children 
may make monthly deposits in a special 
College Club account at a regular com- 
pounded rate of interest, according to 
Roy Britt, president of the institution. 
The plan went into effect in all Citizens’ 
branches throughout Southern California 
on September 4. 

The amount of money a parent de- 
posits monthly depends on the total goal, 
i.e., one to four years of college for one 
or more children, and the family’s finan- 
cial ability. 

In this connection, it is estimated by 
Harry Petersen, bank vice-president and 
director of advertising, that the average 
yearly cost of sending a boy or girl to 
college is $1,500 in state schools and 
$2,000 in private colleges. This would 
put the U.S. educational bill for this 
purpose at over $500 million annually. 

Huge enrollments. Mr. Petersen said 
the plan is being launched by Citizens 
at a time when colleges are expecting 
the largest enrollments in history, with 
further increases coming in the next two 
years from the crop of “war babies.” 
To promote the College Club, Citizens has 


prepared a complete kit. It includes a 
colorful folder for distribution at bank 
counters, a counter display card, a large 
lobby display card, a special passbook, 
membership card for the child, and a but- 
ton signifying membership in the club. 

The club also will be advertised in 
metropolitan Los Angeles papers and 
made available for use in other com- 
munities served by individual branches 
of the bank. 

Free checking. Another new type of 
incentive plan to stimulate the growth 
of savings deposits has been introduced 
by The First National City Bank of New 
York City. It will remain in effect 
through October 14. 

Known as the “Twin Accounts Plan,” 
it will reward new savings depositors 
who also open special checking accounts 
with 20 free checks and the waiver of 
the customary 50 cent maintenance 
charge for a period of three months. 
The special checking privileges will go 
into effect on all initial savings deposits 
of $10 or more. 

At the same time, the benefits will be 
extended to existing special checking 
customers who also open a savings ac- 
count with an initial deposit of $10 or 
more. 

Manufacturers Trust Company and 
Chemical Corn Exchange Bank, New 
York City, have similar plans. 

Manufacturers Trust, for a limited 
time, is offering $4 in free special check- 
ing account services to anyone opening a 
$10 savings account or starting a special 
checking account service with an initial 
balance of $1. 

Chemical Corn has matched its Man- 
hattan rivals by providing new special 
checking account depositors with a $4 
premium of 40 special checks. 

Special clubs. Fidelity Trust Company, 
Pittsburgh, Pennsylvania, meantime, has 
introduced the first in a series of savings 
clubs which will combine specific de- 
positors’ goals with a maximum of con- 


Burroughs Clearing House 








7 








Extend 





























your facilities around the globe 


Offer your customers the complete service of 


the Midwest's oldest, largest Foreign Banking Dept. 


NCREASED travel and growing markets overseas are 
I making Foreign Banking an important service in 
cities and towns of all sizes. Through our facilities, 
correspondents of The First National Bank of Chicago 
can provide that service in a way that impresses regu- 
lar customers and wins new ones. The advantages of 
our Foreign Banking Department are readily available. 


Travelers letters of credit, commercial letters of 
credit and acceptances, fast foreign remittances, up-to- 
date credit information on foreign firms—these are 


a few of the valuable services our Foreign Department 
renders. Experienced officers make available to you 
the facilities of our vast network of correspondent 
banks abroad—a network that has grown steadily for 
90 years and extends into every corner of the globe. 


Foreign Banking is just one of the many services 
of The First. If you’d like to discuss the advantages 
of a correspondent relationship with us, write or wire 
us today. A man from The First will be happy to call 
on you at your convenience. 


‘St: The First National Bank of Chicago 


Dearborn, Monroe and Clark Streets Building with Chicago since 1863 
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venience, according to John A. Byerly, 
president. 

First in the series will be the Fidelity 
College Club. It will be advertised in all 
communication media, as will the other 
clubs, which will be introduced in coming 
months. They include: retirement, special 
purpose, travel and vacation, new home, 
and home improvement clubs. 

The clubs, designed to make savings 
for a specific purpose “almost effortless 
routine,” are a project of the bank’s 
business development department, which 
is headed by Vice-President A. M. Mc- 
Nickle. 

Club members will receive special pass- 
books, and envelopes for mailing periodic 
deposits where desired. Once each month, 
or other designated savings period, the 
club member will receive a prompting 


notice from the bank that the next 
deposit is “due.” 

All club programs will pay 2% per 
cent compound interest to club members 
and each account will be insured up to 
$10,000. 

Special campaign. A Pittsburgh adver- 
tising agency, J. Edward Connelly, has 
introduced an original direct mail cam- 
paign called “Treasure Days.” It is said 
to be working effectively for several 
banks and savings and loan association 
across the country. 

The program bases its appeal on the 
offer of a foreign coin collection with a 
world map coin receptacle. Presented as 
a packaged unit, it includes an unusual 
mailing piece, consisting of an attractive 
folder, postage-saver envelope and two 
miniature folded Treasure Chests. Also 











about that Boston business, 


call Shawmut at LA fayette 
3-6800. You'll get prompt 
service. Correspondent 
banking is our 
business. 





The National 


Shawmut Bank 
of “Boston 


Member Federal Deposit Insurance Corporation 
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America, England, France, 


Complete International Banking Service 


HEAD OFFICE: LONDON, ENGLAND 
New York Agency: 34 Wall Street 


In South and Central 


Portugal and Spain 





































Low cost savings lure 


included in the package are window 
display banners, newspaper ad mats, 
radio and television commercials, a pub- 
licity release, a briefing for personnel, 
colorful travel posters and a list of help- 
ful hints for the campaign’s successful 
operation. 

The complete program has been engi- 
neered for low-cost use even by institu- 
tions working with very limited budgets. 

The campaign is concentrated basically 


| upon lists of present customers, as the 


best source of business. Using this 
method it is said that more than one 
bank or savings and loan association in 


| the same area may conduct such a cam- 


paign with no overlap in audience. 

“Treasure Days” is available on a na- 
tional basis to banks and savings insti- 
tutions. Please direct inquiries to the 
J. Edward Connelly Agency, 335 Fifth 
Avenue, Pittsburgh 22, Pa. 
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Outstanding Examples 
of Em ployee Suggestions 


Several award-winning employee sug- 
gestions for improvement of banking 
operations have been received since pub- 
lication of an article on “Bank Sug- 
gestion Plans” in the August, 1957, 
issue of Burroughs Clearing House. 

Of these, three are from The First 
National City Bank of New York City, 
one is from the Bank of America, San 
Francisco, and two involve modification 
of forms at Irving Trust Company, New 
York City. 

F.O.B. items. At First National City, 
John E. Cowan, of the foreign outward 
bills department, won $2,500 for an idea 
which resulted in a major change in 
handling of F.O.B. items. Checks of less 
than $1,000 drawn on Alaska, Canada, 
Canal Zone, Guam, Hawaii, and Puerto 
Rico are now handled on a cash basis 
by the check processing department. 

The move enabled the F.O.B. depart- 
ment to reduce its staff. The five em- 
ployees involved were absorbed elsewhere 
in the bank. The check processing de- 
partment, meantime, added one _indi- 
vidual and one machine to handle the 


_ operation. 


The change has also reduced the note 
teller’s work load in domestic offices and 


| oversea branches, particularly San Juan. 


Customer relations have been im- 
proved, too. The Riggs Bank of Washing- 
ton, D.C., for example, has agreed to 
have First National City handle Riggs 
F.0O.B. items as cash. An average of 
1,200 checks a month had been processed 
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before the move. There are many other 
residual savings in other departments 
brought about by the change, such as in 
stationery, warehousing and audits. 

Direct line. John J. McBride, of First | 
National City’s telegraph and cable de- 
partment, received $500 for a suggestion 
that the bank install a direct private 
wire to Chicago. This eliminated use of 
the bank wire to Chicago and reduced 
charges on the telemeter. Annual savings 
from the idea are expected to approxi- | 
mate $4,300. 

An idea submitted by William H. 
Niebler and Edmund J. Russell of the 
bond cage earned them $300. They noted 
that interest accrual and amortization | 
were computed monthly on all holdings, 
even when the figures did not change from 
month to month. They suggested that 
the computations be placed on a perma- 
nent card, from which the monthly post- 
ings on the bond department ledgers 
could be made. Therefore, the only com- | 
putations made now are for special situa- 
tions where the interest accrual or 
amortization changes. This idea has 


saved the bond cage approximately 800 makes copies 
bet: wr-T ered eke C_) 


in 4 seneads 





»»--SO simple you’ll copy statements, 
trust records, financial reports 
| with new ease and low cost 





Here’s the simplest way to make a copy. Simple because you copy by 








electricity alone . . . no chemicals or negatives needed. Fast, too, 
John E. Cowan (center) top award winner because it’s All-Electric. You make clean, dry copies of important 
Converts thoughts into dollars | business papers in 4 quick seconds for as little as 5¢ per copy. You get 


this exclusive dry process, copying efficiency only ina THERMO-FAX 
hours, a good portion of which was over- “Secretary” Copying Machine. Try it soon in your own office. You’ll 
time, plus intangible value of smoother find h — f lost Coll 
operation and reduction of pressure in nd no other method is so easy, so fast, so economical. Call your 


meeting deadlines. dealer now, or send coupon below for more information. 
Change of address. Bank of America | 

recently gave an employee a cash award 

for suggesting an improved method to 


: ® 
facilitate prompt changes of addresses "Secretary" Copying Machine Th -F 
on the bank’s listing of more than 200,- -- - copies legal or letterhead ermo aX 
‘ size papers in just 4 seconds. sean 
000 stockholders. WY copyinc Propucts 


The bank’s dividend checks are now a 
mailed quarterly and enclosed in a folded 
dividend notice printed in two colors. It | 
carries a message from President S. | 
Clark Beise and usually includes some 
timely reminder about specific customer’ 
services. 

Under the former method, the reverse 
side was used for a change of address | 
notice. This portion of the form was not ‘ 
verforated; stockholders had to tear it | 
off, address an envelope and pay the | 
postage. | 

The improved procedure still uses the | 
folded dividend notice but includes a | 
eparate business reply card, addressed | 
‘o the bank. The back of the card has | | 
oom for the old and new addresses, | 
together with the stockholder’s signature I 
ind date. All the stockholder has to do 

| 
| 
! 
1 
| 
= 
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The terms THERMO-FAX and SECRETARY 
are trademarks of Minnesota Mining & 
Mfg. Co., St. Paul 6, Minn. 


Minnesota Mining & 
Manufacturing Company 
Dept. KR-107, St. Paul 6, 
Minnesota 





Send details on the time and money-saving THERMO-FAX “Secretary” Copying Machine. 


Name 





fill in the card and drop it in the 
nearest mailbox; the bank pays the 
ostage. 

Response from the quarterly mailings 


Bank. 





—_ 


Address. 





has been substantial. It was obvious 
from the returns that many stockholders 
had moved and overlooked sending in 
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NOBODY GIVES YOU 





FASTER TRANSIT SERVICE THAN 


FIRST NATIONAL CITy 


The FIRST NATIONAL CITY BANK of New York 


HEAD OFFICE: 55 WALL STREET. NEW YORK 


71 OVERSEAS BRANCHES, OFFICES AND AFFILIATES ¢ 75 OFFICES IN NEW YORK 


Around-the-clock Transit Service ¢« Collections ¢ Credit Information * Bond Portfolio Analysis * Complete 
Securities Handling Facilities ¢ Dealers in State and Municipal Bonds « Participation in Local Loans 
Personalized Service * World-Wide Banking Facilities * Complete Metropolitan New York Office Coverage 


Member Federal Deposit insurance Corporation Fist im World Wide Banking 
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3 speed... 


end The First National City Bank of New York 

















Burroughs Clearing House 


Our booklet, 
“Speed”, describes 
the many ways 
First National City’s 
check collection 
service can help you. 
We will be pleased 
to send you a copy 
free on request. 
































Robot-controlled gate minimizes parking lot’s maintenance costs 


their change of address. This procedure 
has proved so successful that some of 
the companies for which Bank of Amer- 
ica acts as a transfer agent are now 
using the idea to keep their stockholder 
lists up to date. 

New forms. Employee suggestions have 
resulted in new forms to handle records 
formerly kept on separate forms at 
Irving Trust Company. One _ involves 
security exchange transactions, while the 
other has eliminated much of the paper 
work in revising letters of credit. In the 
past, when securities were withdrawn 
from a custody account or trust account 
to be exchanged for other securities at 
Irving Trust, it was customary to pre- 
pare two manifold forms. One of the 
forms was for withdrawal of securities 
from the vault, the other for new 
securities received for the vault. The 
new combined form permits the inclusion 
of all the information required for both 
sides of the transaction, and provides 
for carbon copies to all parties con- 
cerned by the transfer of securities. 

The new form for letter of credit con- 
firmation amendments eliminates the 
need for a separate letter of amendment 
regarding a new beneficiary, and obso- 
letes the liability ticket and the com- 
mission entry set previously used. These 
elements are all included in the new 
form. 
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Automatic Gates Aid 
Customer Parking 


A “robot-controlled” parking gate has 
largely solved the policing problem of 
operating a parking lot in a crowded 
downtown area for the Wilshire Federal 
Savings and Loan Association, Los An- 
geles, California. 

As a customer’s car approaches the 
ntrance gate an underground electric 
mpulse raises the gate, and the car auto- 

1atically closes the gate behind it when 

passes over a treadle just inside the 
iot. Once a customer finishes his busi- 
hess at Wilshire Federal, he is given a 
t-ken which activates the exit gate. A 
p -nalty of $1.25 is charged for unauthor- 
ized use of the lot and employees are 
provided with keys that control the gate 
tc eliminate any promiscuous use of 
the parking lot tokens. 


October, 1957 


Cost of the gate installations amounted 
to some $2,750. The gates, according to 
Walter D. Smyth, executive vice-presi- 
dent, are expected to pay for themselves 
in less than a year as they eliminate 
the cost of an attendant. 

The accompanying photograph shows 
the gate to the landscaped, 27,000 square 
foot lot. 
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Banker Asks Review 
Of Savings Rate Curb 


A protest against the regulations lim- 
iting the interest rate commercial banks 
can pay on savings has been raised by 
Charles L. Perkins, president, Industrial 
Savings Bank of Fort Lauderdale, Flor- 
ida. He has made his opinions known 
about this “discrimination,” as he sees 
it, in letters to the Federal Deposit In- 
surance Corporation, U. S. Representa- 
tive Paul G. Rogers, and the American 
Bankers Association. In his correspond- 
ence, Mr. Perkins points to the fact that 
banks are losing depositors through the 
higher rates paid by other financial in- 
stitutions, and suggests that higher rates 
be allowed commercial banks on certif- 
icates of deposit so that these banks can 
avail themselves of the higher yield, long 
term obligations. 

Stating that permanent investment 
funds are being attracted to competitive 
financial institutions, he said that only 
the demand deposits are being left in 
the commercial banks, thus forcing these 
banks to make low yield short term in- 
vestments. 

Mr. Perkins is asking for a review of 
the interest rate limitation placed on 
certificates of savings in the commercial 
banks in hopes that these rates will be 
raised to the amounts paid by other 
agencies and “increase earnings for both 
the investors and the banks.” 
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FPRA Training Film 


The Financial Public Relations Asso- 
ciation has produced a new training film 
aimed at teaching bank employees the 
value of salesmanship in obtaining new 
business. 

Entitled “Ask for the Business,” the 











At Home 
Or In 


The Outfield 
Nothing 





Can Be Safer 
Than... 
FIRST 
NATIONAL 
CITY BANK 
TRAVELERS 
CHECKS! 





Safe—yes, completely safe 
everywhere. At home or abroad First 
National City Bank Travelers Checks 
are spendable like cash everywhere 
—for everything. Come in handy 
denominations of $10, $20, $50 and 
$100. Promptly refunded if lost or 


stolen. Cost only $1 per $100; good 
until used. 


SELL FIRST NATIONAL CITY BANK 
TRAVELERS CHECKS—YOU KEEP 90% 
OF THE SELLING COMMISSION— 
AND REMIT 10% TO US! 


Member Federal Deposit Insurance Corporation 
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sound slidefilm combines pictures and 


narration, with an original musical 
score, to push home its major themes, 
“Ask for their business” and “Ask for 
new business.” 

These messages are developed and in- 
tensified by the musical score. In the 
selling sequences, for example, the music 
is developed happily, as the sales situa- 
tion progresses, in anticipation of the 
final sale. But, wherever the sales situa- 
tion is broken off before the culmination, 
the music turns sour and dissonant. 

Music develops themes. The music, 


along with the narrator’s comments, and 
the facial expressions of the bank em- 
ployees and customers as seen on the 
screen combine to produce a strong im- 
pact. This threefold enforcement is in- 
tended to produce longer and more vivid 





retention of the film’s message and the 
technique it demonstrates. 

The story of the film is expressed in 
a few words of the narrator: “Anybody 
who comes into a bank wants something, 
needs something. You make them glad 
they come to you, and you find out who 
they are and what they need.” 

“One banking service suggests an- 
other,” the narrator continues. “Ask for 
new business. After all a check cashed 
suggests a checking account and savings 
account. .. . Each service you sell sug- 
gests other services which the customer 
may not even know about.” 

Supplementary manual. The film is 
supplemented by a_ professionally-pre- 
pared leader’s manual. It provides back- 
ground information needed to conduct a 
successful meeting. It also offers sug- 











DURA-GRIP’ 


HERE ARE 
3 WAYS TO 
4 SAVE ON CHECKS 


THE CHECKBOOK COVER WITH THE SLIDE-IN CLIP 


on check filler costs. Dura-Grip’s 
patented clip does away with 
cardboard tongue, eliminates one 
complete binding operation. 
Every check filler costs you less. 


SAVES 


with ROYAL VINYL, the newly de- 
veloped material that adds to 
our cover’s life expectancy. 
hether moist or dry, hot or 
cold, ROYAL VINYL stays the 
same...rich and flexible. 


CHOOSE FROM DURA-GRIP’S 
FIVE DISTINCTIVE COLORS 


SAVES 


Call the DURA-GRIP distributor in 


your area or write 


foal soo COVER CO. 


Serving banks for 40 years 


thru one-piece construction. 
Nothing to tear apart. No card- 
board backing. Dura-Grip Covers 


give longer life—reduce replace- 
ment costs. 


these customer advantages: (1) 

PLUS Fillers go in easy, stay firmly in 
place (2) Checkbook is slim and 
neat (3) Has convenient pocket 
for passbook or teller receipts 
(4) Rich appearance adds to bank 
prestige (5) Lends itself to hand- 
some embossing, gold or silver 
stamping. 


DURA-GRIP NOW MADE IN 


ROYAL 
VINYL 


®U.S. Patent No. 2,488,823 





830 Traction Avenue « Los Angeles 54, California 





gestions on introducing the film to the 
audience and on reviewing its message 
after the showing. 

“Ask for the Business” sells for $45, 
including the film and leader’s manual. 
Orders should be sent to the Financial 
Public Relations Association, 231 South 
La Salle Street, Chicago 4, Illinois. 
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**Forced Savings”? Plan 


Use of instalment credit to help in- 
dividuals achieve specific savings goals 
is a relatively new “wrinkle” in Ameri- 
can banking. 

The idea has been adopted by Mellon 
National Bank and Trust Company, 
Pittsburgh, through the introduction of 
a Thrift-Save Plan which works as fol- 
lows: 

The customer determines how large a 
nest-egg he wants to accumulate during 
the next two or three years. After he 
makes an initial deposit, the bank lends 
him the entire amount of his savings 
goal at a special reduced rate. The 
money is deposited in his Thrift-Save ac- 
count, and the total sum earns the bank’s 
regular 2% per cent interest. The de- 
positor makes regular monthly payments 
on his loan, and through the entire pay- 
ment period group life insurance covers 
the unpaid portion so that the savings 
goal is protected. 

Two plans are available, one for 24 
months with a minimum of $500, and 
another for 36 months with a $1,000 
minimum goal, although the objectives 
in both cases can be increased in multi- 
ples of $100 to as much as $5,000. De- 
spite the insurance feature, there is no 
age limit and no physical examination is 
required. 

Participants may make any additional 
deposits to the Thrift-Save account be- 
yond the stipulated monthly sum. Ar- 
rangements can be made to have 
payments automatically deducted from 
Mellon checking accounts. 
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Customer Conveyor Belt 


When doors open to the new building 
of the Aurora (Illinois) Savings and 
Loan Association, customers will be 
transported from the two-level parking 
lot to the main lobby via a passenger 
conveyor belt. Believed to be one of the 
first installations of a moving belt con- 
veyor in a savings and loan building, the 
speedramp will carry customers at the 
rate of 100 feet per minute up an incline 
of 13% degrees. The device is a product 
of the Stephens-Adamson Manufactur- 
ing Company in Aurora. 

The Illinois association’s new quarters 
are expected to be completed by next 
summer, 
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Defraying Parking Costs 


Banks without parking lots may want 
to consider a plan now in use at the 
Pomona, California, branch of the Secu- 
rity-First National Bank of Los Angeles. 
Its tellers are presenting customers with 
pennies in a small glassine envelope to 
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Packaged pennies for parking 


pay the cost of parking in an adjoining 
civic-owned lot. 

Inside the unprinted envelope is a 
printed card used as a stiffener. It ad- 
vertises a bank service, such as savings 
accounts or safe deposit boxes, and ex- 
plains the reason for the three pennies 
in each envelope. 

“Customers like the plan,” according 
to Alton Allen, vice-president and man- 
ager of the branch. “We are liberal in 
the distribution of pennies, hoping that 
each customer will accumulate a small 
supply in his glove compartment.” 

With no opportunity for free parking 
adjoining the bank, Mr. Allen, shown 
above, feels that the plan serves as an 
adequate alternative. The cost, he adds, 
is only a fraction of what it would cost 
to own and maintain a parking lot. 
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Accent on the Unusual 
In Bank Promotion 


Gaining wide attention in Arizona is 
a clever program developed by the Valley 
National Bank to promote its “pre-paid” 
vacation club savings plan. Working 
with the Italian consulate in Los An- 
geles the bank arranged to have 100,000 
letters, signed by President Carl A. Bim- 
son, mailed from six cities in Italy to the 
Valley National’s checking account cus- 
tomers in the United States. 

The envelopes, postmarked abroad, are 
boldly imprinted, “Italy Calling You.” 
The letters carry the theme, “Don’t you 
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APARTMENT CONSTRUCTION AT 
RECORD LEVEL IN LOS ANGELES AREA 


During the past two years, while the building of tract homes in 
the Los Angeles area has been cut in half, the building of apart- 
ments and other multiple-family structures has climbed to an 
all-time high. Although the shift from single dwellings to apart- 
ments was clearly evident in 1956 the real upsurge in the 
construction of multiples has come in the current year. 

During the first seven months of 1957, permits were issued 
in the Los Angeles-Long Beach Metropolitan Area for 23,891 
dwelling units in multiple-family structures. That represented an 
increase of 51% over the corresponding period last year. 

Units in multiples have accounted for a steadily rising per- 
centage of total dwelling units authorized in the metropolitan 
area—climbing from 22.3% in the first quarter of 1956 to 
43.0% in the first quarter of 1957, 46.9% in the second quarter 
of 1957, and 54.2% in July. 

The “typical” apartment building currently being erected in 
the Los Angeles area is a 2-story, walk-up, frame and stucco struc- 
ture with about 10 to 16 units. Many have swimming pools. 
A fair number of cooperative (“own-your-own”) apartments 
have been built recently. At this writing there is no indication 
that the apartment boom has passed its crest. 











wish you were posting a letter in Sunny 
Italy to your friends back in _ the 
States?” An enclosed folder describes 
the workings of the bank’s vacation club 
plan, and urges customers to begin sav- 
ing immediately for that holiday trip 
1ext year. The promotion idea was con- 
ceived by J. W. Pitts, assistant vice- 
president in the business development 
cepartment. 

Another ingenious “gimmick” was de- 
veloped in conjunction with Valley Na- 
tonal’s television film spot commercials. 
The series features a “24-inch man” who 
peps out of toasters and like places to 
acvise people how to solve banking or 
financial problems, relating to car pur- 
chases, home improvements, etc. The 


MONTHLY SUMMARY OF BUSINESS CONDITIONS IN SOUTHERN CALIFORNIA, 
from which this material was taken, is published regularly for friends and customers 
of Security-First National Bank by our Research Department. If you would like to 
receive it free of charge regularly, write Bank and Customer Relations Department. 


RESOURCES OVER 2 BILLION DOLLARS 


ECURITY-FIRST NATIONAL 


BANK OF LOS ANGELES 


FOUNDED 1871 





MEMBER FEDERAL RESERVE SYSTEM © MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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VERIFICATION 
TYING 
YOU 
UP? 


Let Curtis VERIFICATION 
MAILERS set you free from 
extra work, 
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SAVES TIME 
Four-in-one unit combines... 





1. Outgoing Envelope 
2. Auditors’ message 
3. Verification Form 
4. Return Envelope 


No collating or stuffing of 
separate forms. 


Delivered folded and sealed 
—ready for addressing. 


Cutts LOO0 ue. 


150 VANDERBILT AVE. * WEST HARTFORD, CONN. 


Please send free Verification kit. 





NAME 





BANK 





ADDRESS 
Clip this coupon to your letterhead 
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_ Starting this month, we are sending you 


this “Reconcil-Velope” with your state- 
ment. We felt we ought to try, at least, to 
reduce the work and time it takes you to 
keep your checkbook records in balance 
with the bank statement. Even for people 
who like bookkeeping, it’s a chore. 


Please take a good look at the Re- 
concilement Form. The suggested pro- 
cedure may be slightly different from 
the method you have been using — but 
you will see that it is both simple and 
easy to apply. We felt, too, that the en- 
velope itself might prove heipful in your 


form file of monthly statements and 
paid checks. 


In addition, this new service provides 
an advantage to you and to us. it offersa 
means by which we can suggest other 
banking services we perform whith may 
help you better to meet your daily needs 
and objectives. 


“We are constantly looking for new 
ways to assist our valued customers for 
we enjoy heiping you build construc- 
tively and securely for the future. We 


would greatly appreciate receiving your 


record keeping, and in building a uni- comments on this added service. 


For Greater Convenience in Keeping Your Personal Records 





-. ANOTHER FIRST NATIONAL CITY “FIRST” | 
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For Convenient Reconcilement of Your Checkbook Records With the Bank Statement 
FOLLOW THIS SIMPLE PROCEDURE: 











“ CHECKS OUTSTANDING i RECONCILEMENT FORM 
Check off ( } on the bank statement the entries which cor- 
@ Sessapeon ween ete| SHOUTS) Hist tecor bene | AMOURT BS) 
Amonge the pald checks in numerical erie les by dete He. or Sete =. 
Se mee fre ce TOTAL Brought BALANCE SHOWN BY STATEMENT 
Mark off (with @ large V7.) eoch checkbook stub entry thet forward ‘ / 
7 tes at close of Period { ie Ee 








ADD DEPOSITS ond other Credits 
Mode AFTER Close of Period $ 






































Pp Torat or 


Carried Forward 


















































Copyrighted envelope provides speedy account verification 


bank’s regular TV announcer was used 
in these commercials, and his stature 
was reduced by means of mirrors and 
trick photography. 

The “spot” series won a first place 
award in the annual competition of the 
Affiliated Advertising Agencies Network, 
along with Valley National’s annual re- 
port and a consumer booklet. M. G. 
Reade is the bank’s advertising director, 
and the agency is Jennings & Thompson 
of Phoenix. 
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New Envelope Speeds 
Account Reeonciliation 


To aid personal checking account cus- 
tomers in reconciling their monthly state- 
ments, The First National City Bank of 
New York City has adopted a specially 
designed and copyrighted envelope known 
as the “Reconcil-Velope.” 

By providing columns for the descrip- 


tion and amounts of outstanding checks 
and space for the subtraction of this sum 
from the statement balance as well as 
entering deposits and other credits made 
after the close of the period, the customer 
ean quickly verify his current account 
balance. 

First National City first tested the 
envelopes on a cross-section of their 
accounts before adopting the service on 
all accounts. The accompanying illustra- 
tion shows the design of the new rec- 
oncilement form. 
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Sidewalk Superintendents 
Help Build Bank Structures 


Personalized peepholes and certificates 
for sidewalk engineers are being used 
by two midwestern banks to create good 
will while their new headquarters are 
being constructed. 

The Idaho Bank and Trust Company, 


Special openings permit ready appraisal of building’s progress 
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Dr. Nadler on: 
INFLATION 


lin Menace of Inflation— 


the informative new booklet 
written by Marcus Nadler, 
consulting economist to The 
Hanover Bank—discusses the 
causes of inflation, its impact 
on our economy, what tomor- 


row may bring. 


You will want to read and 


keep in your library this 32- 
NADLER 


onomist to 


page, attractively illustrated 
Consulting Ec study of what inflation can 
mean to America. Be sure to 


write for your copy today. 








THE HANOVER BANK 


70 BROADWAY, NEW YORK 15, N. Y. 


Member Federal Deposit Insurance Corporation 
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She’s saving you 4 days 


HOW? She’s proving and sorting checks. 


LET’S SAY yow’re one of our correspondents. 
YOU'VE SENT checks to us for clearing. 

WE PROVE totals, sort by city and banks... 
USING the most modern equipment available. 
YOUR CHECKS leave our bank the same day. 
WE AIR MAIL clearances to you direct. 

YOU SAVE time. Up to 4 days. 

OUR correspondent family is nation-wide. 
WE'LL BE GLAD fo give you complete details. 
JUST ASK one of our officers to drop by. 

OR VISIT our main office, 15th and Chestnut Sts. 


Banking since 1782 


The First Pennsylvania 


BANKING AND TRUST COMPANY 


30 offices— Serving more people more ways than any other Philadelphia bank 


Member Federal Deposit Insurance Corporation 











Working members of fraternity 


Pocatello, Idaho, has enclosed the site 
for its new $550,000 building with a 
gaily decorated, cartoon-type fence. The 
restraining wall has special peepholes 
for stray dogs, small fry, and husbands 
and wives. 

Special niches have also been reserved 
for various members of the community, 
including the police chief, fire chief, big 
wheels, little wheels, retired sailors, and 
vice-presidents of the bank. 

The colorful fence, shown above and 
on page 24, is the brain-child of Execu- 
tive Vice-President J. Grant Bickmore 
and Vice-President Robert Montgomery, 
who retained an artist and instructed 
him to provide personalized peepholes for 
everyone. 

The bank posted special instructions 
on the fence to help folks with their 
sidewalk engineering. The instructions 
are gags, but, smart cracks or not, the 
people in Pocatello are enjoying the 
building program. The bank, meantime, 
is winning a lot of new friends. 

Sidewalk superintendents have also re- 
ceived recognition in Chicago, where the 
Beverly State Savings Bank has issued 
2,000 certificates to its “Association of 
Sidewalk Engineers.” 

The certificates, signed by Senior Engi- 
neer Donald L. Morton, vice-president 
and cashier, and Chief Inspector Clar- 
ence Yonker, executive vice-president, 
are replete with official seal. 

The customers and friends of the bank 
have accepted the new “engineering as- 
sociation” in the spirit intended, giving 
the bank an excellent public relations 
tool. 
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Advertising Instant Money 


Some alert, fast work on the part of 
the First National Bank and Trust Co. 
and its advertising agency in Tulsa, Okla- 
homa, resulted in an unusual advertise- 
ment linked with the previous day’s 
Blondie comic strip published in the 
Tulsa World. 

In that strip, Blondie commented on the 
instant food products in a supermarket, 
and Dagwood bemoaned the fact that 


Burroughs Clearing House 
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no one had invented “instant money” 
for husbands. 

It so happens that for nearly a year 
the bank had been featuring “Instant 
Money” in conjunction with its Check- 
Loan plan of revolving credit. The same 
morning that the comic strip appeared, 
an ad was prepared and cleared which 





















rane | “6 
— 
| b 
wun | «6. We've GOT It!!! 
Dagwood is s0-0-0-0-right! That’ You have your own checks . . 
why we int 1 “INSTANT You repay at low, low, bank 
MONEY” rly a year ago rates. NO charge for opening 
This soothing balm for aching a First Check-Loan account 
budgets is exclusively at FIRST. known as "INSTANT MONEY.” 
It's simple...it’s easy... HERE'S No charge for spoiled or unused 
THE WAY IT WORKS:—You checks! Truly, Dagwood, it is 
ad that INSTANT MONEY.” Come in 
+ tanh etgene NOW, before fall bills start. and 
s “INSTANT arrange for Instant Money! 


So-o-0-othing, S’wonderful 

Budyet-pain relieving cures 
ONLY on th 
NOT on 





amount you usé money-jitters See you 

your total line of credit Instant-ly 

Pay those Vacation Bills, Back-to- 

School Expenses with So-o-thing 
“INSTANT MONEY”... Easy/.. 


Think... 








STH and BOSTON 


























Quick followup gains attention 


reproduced the panel along with this 
headline: “We’ve Got It, Dagwood... 
We’ve Got It! ... Instant Money.” 

The copy went on to explain how the 
plan involved setting up a line of credit, 
rather than a loan, with the customer 
being able to write checks against this 
account and paying interest only on the 
amount used. 

The promotion was so timely that the 
newspaper waived its usual 48 hour dead- 
line and the ad appeared the next morn- 
ing. 

Credit for this nimble merchandising 
footwork goes to J. W. McLean, vice- 
president and chairman of the advertis- 
ing committee at First of Tulsa, Richard 
C. Bray, advertising manager, and Ben- 
ton Ferguson and Associates, the bank’s 
public relations and advertising counsel. 
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Savings Account Analysis 


An individualized low-cost savings ac- 
count analysis, designed to help banks 
build bigger volume, develop more profit- 
able accounts and reduce operating costs, 
is being offered by the Savings and 
Mortgage Division of the American 
Bankers Association. 

Essential information of the analysis 
comes to banks in usable form, the 
A.B.A. stresses, not merely as statistics, 
nut “a carefully prepared report of 
¢own-to-earth information that will help 
you get the most out of your savings 
accounts, and indicate how and where 
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WHAT’S IN HIS BOW 
THAT MAKES 
YOUR LETTERS 
REACH THE MARK? 


What do you find in the finest bows? 
Hardwood. What’s the secret of making 
finer bond paper? Hardwood, if you can 
find how to use it. And Hammermill has 
—with an exclusive hardwood pulp called 
Neutracel® that makes fine paper finer. 

With Neutracel, Hammermill is now 
making finer paper than was ever possible 
with softwood alone. Blending Neutracel 
with other quality pulps knits al] the 
fibers together more closely to give 
Hammermill Bond the smoother, more 
uniform surface you need for better-look- 
ing business letters. See the picture at the 
right. There’s less of the show-through 
that distracts readers. Greater bulk — for 
that important snap and feel. A better 





typing surface to please your secretary. 
You'll find Hammermill Bond scores 
higher on every count. Next time you 
order letterheads or business forms, be 
sure you get Hammermill Bond. 
Hammermill Paper Co., Erie, Pa. 


Printers everywhere use Hammermill 
papers. Many display this shield. 











Ask your printer for 


MMERM, 
wP’sonn 


with Neutracel’s finer fibers 


27 











This “Silent Salesman” 
Puts Your Message 
In Their Hands! 


@ Scripto pens and mechanical 
pencils keep your sales story at the 
fingertips of your prospects! 


@ Adgif offers you 40 fabulous 
models — ball pens with famed Rx* 
ink...pencils...sets—complete line! 


@ Eleven sparkling barrel colors... 
two tones... nine contrasting sales 
message inks! 


@ Perfect as “‘calling cards”... for 
grand openings...conventions... 
sales campaigns...gifts for visitors 
... to win jobber salesman and 
retail clerk cooperation. 





j @ You can afford to use Scripto. 




















y Send this coupon now! 
> an mp een a ee ee ee Dea, 
| ADGIF COMPANY 1 
| A Division of Scripto, Inc. { 
P.O. Box 4847, Atlanta 2, Georgia | 
RUSH FACTS about using Scripto pens | 
and pencils in my sales promotion acti- 1 
| vities. Please include prices. 1 under- j 
stand there is no obligation. | 
NAME | 
TITLE ! 
| COMPANY NAME i 
l COMPANY ADDRESS | 
| city. STATE Bc-2 | 
| The World's Largest Selling Line! Over ! 
| 70 Million Pens, Pencils Sold in 1956! | 
itt ieee —— eee eee nw NE Labacdaiaiieee 


ADVERTISING SPECIALTY SALESMEN! A few U.S. terri- 
tories are still available. Direct sales only (no jobbing)... 


rotected accounts . . . firm selling prices . . . 80% repeat 


usiness. Write in confidence to box number in coupon, 
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Low-cost 


SAVINGS ACCOUNT 
ANALYSIS WILL HELP 
YOUR BANK... 








... Build Bigger Volume 


.,. Reduce Operating Costs 


Samage sont Mecigoge Dovoren 
AMERICAN BANKERS ASSOCIATION 
22 bow’ Trurty Sich Street, Seve York 1887 





Describes analysis program 


to remedy the faults, if analysis shows 
that there are any.” 

The analysis is intended to help answer 
the following questions: 

Are the savings accounts of a type that 
assures sound and profitable growth? 
Do the savings accounts represent a 
continuously new group of savers, par- 
ticularly young people, coming to the 
bank? What proportion of the deposit 
liability is in large accounts, small ac- 
counts? What proportion of deposits are 
owned by persons over 60 years of age 
and how does this compare with the 
accounts of other age groups as to size, 
number and withdrawal activity? Where 
is the greatest amount of activity? Does 
the bank’s advertising program reflect 
the needs of the bank as to age groups, 
deposit trends, volume of activity, or 
size of accounts? Is the ratio of growth, 
considering the present size of the deposit 
liability, keeping pace with that of the 
past year? What accounts are best for 
us? What depositor habits need changing 








to justify present interest rates? Should 
we change our interest rate policies? 

A special form is furnished partici- 
pating banks for easy recording of neces- 
sary information, involving six items 
from the ledger and seven from the his- 
tory (signature) card, drawn from a 
sampling of the savings accounts. 

A brochure describing savings account 
analysis and full information and forms 
are available on request to The Savings 
and Mortgage Division, American Bank- 
ers Association, 12 East 36th Street, 
New York 16, New York. 
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Exterior Bank Lobby 


“Sidewalk banking” is the newest in- 
novation that the Marine National 
Exchange Bank of Milwaukee, Wisconsin, 
has provided for the convenience and 
time-saving service of its customers, at 
111 East Wisconsin Avenue. 

Two teller windows, set approximately 
10 feet back from the sidewalk and per- 
pendicular to the street, face an open 
lobby area on Wisconsin Avenue, the 
main downtown street of Milwaukee. 
Customers can walk up to the teller 
windows and make deposits, withdrawals, 
cash checks, or buy money orders with- 
out having to go through a door. The 
two tellers on duty from 8:30 a.m. till 
5:30 p.m. on Monday through Thursday, 
and until 6:30 P.M. on Friday, act in 
the capacity of paying, receiving, and 
savings tellers. 

Closed circuit television connects the 
sidewalk teller area with the savings de- 
partment in the main bank lobby so that 
the tellers can check signature cards 
and balances. 

To the rear of this sidewalk banking 
lobby is an attractive glass-fronted 
waiting room for opening new accounts, 
and two conference rooms used by cus- 
tomers wishing to make application for 
instalment loans. The instalment loan 
department itself is located around the 
corner. 

The modernistic front has received 
enthusiastic support from customers and 
the neighboring shopkeepers. 


New sidewalk units speed service, ease lobby traffic 
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LEADING BANKER TELLS... 


“Why we felt our first 9 Mosler Drive-In 
Windows still weren’t enough...” 





1."This is Number 10... or Number 18, counting our 8 
Mosler Walk-Up Windows. Why so many for 7 offices? 
It helps business, tremendously. Simple as that. We’ve 
found that people go out of their way to enjoy modern 
banking conveniences, and our customers especially like 
the Mosler features: the window’s open, friendly look, the 
fact that it’s low enough for the new model cars.” 





2."And our tellers like the extra large counter space, the me- 
chanical dependability of the deposit unit, the fact that it’s 
wind-resistant and hasaclear-view lid that keeps the money 
alwaysinthecustomer’ssight. The fine speaker system makes 
voices sound natural, too. Our first few Mosler Drive-Ins 


Elwood F. Kirkman, President of The Boardwalk National ERE Se OS WS Ue OR ng eee See 


Bank, Atlantic City, checks the firm’s 10th Mosler Drive-In 
Window, recently installed at its Downtown Branch. 








For more reasons why the Mosler Picture Window is 
America’s finest, send coupon for free brochure today... 


THE MOSLER SAFE COMPANY, DEPT. BCH-251 
320 Fifth Avenue, New York 1, N.Y. 


Please send me your new full-color brochure outlining all the features of 
Mosler Picture Windows for Drive-In Banking. 


MOSCER 


banking 1 together 
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NAME POSITION 
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| 
| 
| 
| 
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BANK 
The Mosler Safe Company « Since 1848 
World’s largest builders of safes and bank vaults ADDRESS 
CITY ZONE STATE 
RE ee ee ee ee eee ee — er ree i ere i ee— otal 
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| Spaciousness, Beauty Featured in New Bank Interiors 


Colorful decor, attractive furnishings combine to invite customers inside 
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Grand Rapids, Mich. Striking tellers cages and a complete- 
ly-illuminated ceiling are features of the newly-remodeled 
Cherry-Diamond branch of the Old Kent Bank and Mich- 
igan Trust Company. Glass spans form two walls | 
Webster City, Iowa. Celebrating 100 years of banking, the 
Farmers National Bank recently opened a new building 
which features this attractive banking lobby. Note studio 
ceiling, hanging lamps and spacious teller area 
~_ 





Cuneen Company 

Phoenixville, Pa. An adjoining store was acquired by the 
Farmers and Mechanics National Bank and converted to 
form an additional wing to the banking lobby. Convenient 
check writing desks are provided in the expanded customer » 
area. Private interview offices were included 








Bank Building Corporation of America 
Hopkinsville, Ky. Another example of incorporating the 
massive vault door into interior design is seen in this view 
of the modernized Planters Bank and Trust Company. 
Plastic wall covering and finished walnut add contrast 


























Bank Building Corporation of America 


Minot, N. D. Dramatic lines and contrasting colors combine Oakland, Calif. Tellers counters arranged on a sweeping 
to present a look of modern efficiency to the new building curve and backed by a wall-length mural are eye-catching 
of the American State Bank. Note use of lighting, raised features of this new Bank of California branch. Added 
floor section at rear and unique check writing desks work space is provided in the balcony area at the rear ~ 
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ONE 
home of 


your man 
at the 


STREET 





e Sometimes being an expert is as simple as 
‘ knowing how to get just the information 
i} you need at the moment you need it. 
{ That is exactly what your man at the 
~ Irving can do for you. For through the 

Irving Trust Company there flows a con- 
~ stant stream of information gathered from 

i a world-wide banking system. 











The sources of information are many 
and varied. The bank wire, broad tape 
ticker, credit files, and quotations from 
the trading tables daily measure the pulse 
of business. Add to this an intimate and 
timely knowledge of economic health in 
foreign countries gained through a global 
network of bank correspondents and you 
have a rich resource on which you or 
your customers can draw. 


eee 





WOO LT 
am —- PIII OME LS . 
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The specific facts you want and need 
can be as near as your telephone. Look 
j upon your man at the Irving as a member 
4 of your own staff and consult him freely. 





Through your man at the Irving: Fast 
Transit Service. World-wide Collections. 
Credit Information. Portfolio Analysis. 
-~- Experienced Consultation. Safe Keeping 
of Securities. 





— 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $125,000,000 Total Assets over $1,500,000,000 
Ricuarp H. West, Chairman of the Board Grorce A. Murpny, President 
Domestic Banking Division—No.Lan Harrican, Senior Vice President in Charge 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Muscogee, Okla. This lobby scene shows a portion of the 
three-floor remodeling recently completed at The First 
National Bank and Trust Company. Modern, low counters 
and wood furnishings highlight the functional lobby ahs 
Seattle, Wash. The new Burien branch of the Seattle-First 
National Bank provides complete banking service. The 
way opp oor gea rs oe rong os a Jefferson, Texas. Mahogany flexwood paneling and brown 
. ee a a a a terrazo tile blend smartly in the lobby of the new First 
National Bank. Exposed beams highlight ceiling 
te 
on 
Bank Building Corporation of p eron Bank Building Corporation of America 
Beatrice, Neb. Light and airy is the lobby of the new First New Haven, Conn. Clean, contemporary design is featured 
National Bank. Shown at the rear is the exit to the parking in the lobby of the Tradesmens’ National Bank. Vault 
lot. For children only is the specially-designed ramp that door is enhanced by exposed brick wall and lighting is 
can be seen by the teller counter at the right a combination of cove lights and recessed spots 
me 
New York, N. Y. Marble, steel and wood have been teamed to offer simplicity and warmness in the Fifty-Ninth Street 
office of The New York Trust Company. The spacious lobby is equipped with both stand-up and sit-down check writ- 
ing desks. The huge cove fixtures bathe the customer area in light. A total of 19,300 square feet has been provided 1 
32 Burroughs Clearing House 
































~» 
~» 
man-on-the-spot ~*~ 
4% 
You can be in more than one place at the same " TRC 
time — by dealing through Bank of America’s world- un B euru 
wide International Department. 





With overseas branches, traveling representatives, 
and correspondents in every important center of 


world trade, Bank of America can offer you on-the- Pank ot Am Pri ra 


spot service wherever you do business. NATIONAL IRYSTAX® ASSOCIATION 


If expert local opinion and information would MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
make a difference in your foreign trade operation, 
why not put our Bank of America men-on-the-spot 
to work for you? 


‘ 


San Francisco 20 * Los Angeles 54 
Bank of America (International)—New York City 5 


OVERSEAS BRANCHES: London ® Manila ¢ Tokyo ® Yokohama ® Kobe ® Osaka ® Bangkok © Guam REPRESENTATIVE OFFICES: New York ® Mexico City © Milan © Zurich ® Paris 
New Delhi © Havana ® Rio de Janeiro © Beirut BANK of AMERICA — International: (a wholly owned subsidiary) New York @ Duesseldorf © Singapore ® Paris © Beirut ® Guatemala City 
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making a 


grand slam 


last 


night... 





Continental Illinois’ night staff processed 


4,500 cash items 


If you’re particularly adroit at bridge (and 
discarded correctly), you might have played 
and made this seven hearts bid in about 
nine minutes. 


In the nine minutes you were pleasing your 
partner, we were pleasing our correspond- 
ent banks by processing over 4,500 cash 
items. Such speed and volume at the 
Continental Illinois means many of their 


checks mailed to us in the afternoon become 
available funds the following morning. 


This valuable service by our night staff has 
won the Continental Illinois hundreds of 
enthusiastic correspondents from coast-to- 
coast. If you would like to enjoy such im- 
portant advantages, too, call on us any- 
time—or we’ll be glad to discuss it with you 
in your Office. 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 
Lock Box H, Chicago 90 


Member Federal Deposit Insurance Corporation 
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President Erle Cocke presiding at the second general session of the convention 


FROM ATLANTIC CITY 





News Report: \.B.A. (OWENTION 


Delegates hear a diversified program, with inflation 
problems drawing a marked share of speaker attention 


NNOUNCEMENT of reorganiza- 
tion plans for the American 
Bankers Association and the rec- 

ommendation of a national advertising 
program for banking claimed a share 
of the limelight at the 83rd annual 
convention, along with featured talks 
by luminaries in government, indus- 
try, education and finance. 

Labeled as a move to add depth to 
the A.B.A. executive team was the 
establishment of a six-man Manage- 
ment Committee, which will serve 
under the policies and direction of the 
Administrative Committee. 

The new Management Committee 
will consist of the following: the 
A.B.A. president, who will serve as 
‘hairman and be the chief executive 
officer of the association; the A.B.A. 
‘ice-president, who will be the com- 
nittee vice-chairman; the treasurer; 
he executive vice-president, a _ re- 

reated post formerly occupied by Dr. 
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By 
THE EDITORS 


Harold Stonier, and now to be held 
by Merle E. Selecman as chief staff 
officer; the executive manager, a new 
appointee to be named soon, who will 
be chief administrative officer in 
charge of operations and personnel; 
and a senior vice-president, with the 
occupant of this newly created post to 
have charge of the association’s ex- 
panded Washington office. 

It was also announced that the 
A.B.A. members would be polled soon, 
to learn whether they would want to 
support a national advertising cam- 
paign by voluntary contributions. 





SEE COVER: President Wel- 

man is at the right in the 

cover photo, Vice-President 
Miller is at the left. 





Meanwhile, it has been decided to dis- 
continue the joint participation with 
the Association of Reserve City 
Bankers in a public relations program, 
and to make it the sole responsibility 
of the A.B.A., with a budget not to 
exceed $200,000 for the coming year. 
The association and the retiring 
president, Erle Cocke, were honored 
for leadership in the promotion of 
United States Savings Bonds, when 
Secretary of the Treasury Robert B. 
Anderson at the second general session 
presented Mr. Cocke with the new flag 
of the Savings Bonds program, for 
display at the A.B.A.’s New York 
headquarters. Secretary Anderson 
also presented the incoming president, 
Joseph C. Welman, with a “Certificate 
of Appointment” naming him Good 
Will Ambassador for the Savings 
Bonds Program. Mr. Welman is presi- 
dent, Bank of Kennett (Missouri). 
Treasury Secretary Anderson, in 
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Virtually a capacity crowd thronged the big Convention Hall room to hear the addresses 


his brief remarks, also expressed sup- 
port of an anti-inflation resolution 
adopted at the convention. In this con- 
nection he asserted: “There is no rea- 
son why we can’t have prosperity and 
maintain the stability of the dollar.” 
The A.B.A. resolution urged monetary 
authorities to resist pressures from 
particular groups for easy money and 
credit, at the first signs of a slacken- 
ing in their segment of the economy. 
However, it also recognized that the 
problem was beyond the scope of mone- 
tary policy alone, and noted that 
appropriate fiscal policy, productivity 
improvement and capital accumulation 


were needed for economic stability and . 


growth. 

Along with the change in the presi- 
dential mantle, a new vice-president 
was installed: Lee P. Miller, president, 
Citizens Fidelity Bank and Trust 
Company, Louisville, Kentucky. The 
new treasurer is Elwood F. Kirkman, 
president, Boardwalk National Bank, 
Atlantic City, New Jersey. 

The following were elected division 
vice-presidents: National Bank Divi- 
sion, William M. Lockwood, president, 
Howard National Bank and Trust 
Company, Burlington, Vermont; State 
Bank Division, Ben C. Corlett, vice- 
president, American Trust Company, 
San Francisco, California; Savings 
and Mortgage Division, John Adikes, 
president, Jamaica Savings Bank, 
Jamaica, New York; Trust Division, 
Walter Kennedy, president, First Na- 
tional Bank of Montgomery, Mont- 
gomery, Alabama. New president of 
the State Association Section is Frank 
N. Gans, executive manager, West 
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Virginia Bankers Association, Charl- 
eston, West Virginia. 

Following are some selected high- 
lights from the convention addresses. 


Five Challenges to Banks 
ERLE COCKE 
President, American Bankers Association, 
and Vice-Chairman of the Board, 
The Fulton National Bank, Atlanta, Georgia 
I would like to leave you with my 
observations on a few of the major 
developments in banking which hold 
real promise for the future, or which 
embody a challenge that will put us 
to the test. 
First, there is the area of functional 
competition with other institutions. 
Economic growth will mean a larger 


financial system, but the environment 
is likely to be one in which most of 
the time the demand for funds will 
continue to press hard against the 
supply of savings. There will be keen 
competition to obtain those savings 
and put them to work in loans and 
investments. Banking must be pre- 
pared to meet this competition on all 
fronts. Our markets will not be as- 
sured. This is a fact we should never 
forget. 

Second, there is the area of operat- 
ing efficiency. We must progress in 
the adaptation of modern technology 
to bank operations. Electronics hold 
particular promise in this respect. 

Third, there is the matter of gov- 
ernmental relations. Over the years 
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Prominent spokesmen from government and industry were among the program highlights 


ahead, banks and bankers will have to 
continue to develop in legislative halls 
a better understanding of their func- 
tions and responsibilities. We must 
always be alert to the dangers that 
might tend to undermine the vitality 
and independence of the existing 
chartered banking systems. We can 
expect a continued drive for govern- 
ment loan credit in sheltered markets, 
strong efforts of certain other financial 
institutions to gain competitive advan- 
tage by using the influence of mass 
appeal, and increasing resistance to 
stabilizing policies on the part of 
groups who falsely believe they are 
benefited by creeping inflation. 
Fourth, there is the matter of public 
relations. As individual banks and as 
an association, we are hard at work 
at this job of telling our story to the 
public. The American Bankers Asso- 
ciation program has been greatly ex- 
panded. But the finest techniques and 
broadest media will prove of little 
value if the bank customer does not 
receive fair and proper treatment. 
Banking has a great opportunity to 
serve a growing market, and to serve 
it well. Sound public relations—mean- 
ing action not words—will go a long 
way toward meeting that challenge. It 
is my view that national advertising, 
in coordination with and in addition 
to individual actions of local banks, 
could be the spark needed to give the 
proper glow to our embers of effort 
toward producing both the desire and 
appreciation of people toward doing 
business with their “own” bank. 
Finally, there is the challenge of 
management. We shall have to con- 
tinue to explore ways of bringing to 
banking the caliber and type of man- 
igement that modern scientific busi- 
ness methods demand. We shall have 
to place more emphasis on technicians 
if we are to become increasingly 
mechanized. We shall have to give 
nore attention to salesmanship and 
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market analysis if we are to tap grow- 
ing areas and segments of a rising 
population. And in many other ways, 
we shall be required to blend the 
human equation of management and 
personnel with the physical equation 
of facilities and machines. 


Program to Halt Inflation 
A. WILLIS ROBERTSON 
U.S. Senator from Virginia, 

Washington, D.C. 

Few public issues, over so long a 
period of time, have generated more 
bitter political animosities than the 
issue of money and its value. I can 
find no reference in history, at home 
or abroad, to control of money which 
has been wholly free from political 
interference nor any instance in which 
any currency that was not gold minted 
coins or paper money anchored to gold 
was not subsequently debased. 

The purpose of all our greenback 
and all silver legislation has been to 
make the country more prosperous by 
making money more plentiful or to 
promote the sale of silver. In 1933, 


the purpose was to help the farmer. 
The Agriculture Committee report 
said the dollar was a 200-cent dollar 
and added: “Agriculture does not de- 
mand a 50-cent dollar or an unsound 
dollar.” 

We now have a 48-cent dollar and 
the highest volume in history in cir- 
culation, but the price of farm prod- 
ucts is still depressed. On the other 
hand, the cost of living is at an all- 
time high. For 11 consecutive months 
that index has advanced. 

I would list as major factors in the 
current price inflation the following: 

1. Deficit financing and especially 
the sale of Government Bonds to com- 
mercial banks. 

2. Unprecedented peacetime spend- 
ing by all government agencies—na- 
tional, state, and local. 

3. Unprecedented credit expansion, 
including the government’s program 
of underwriting mortgages. 

4. Monopolistic price controls in 
which big business and big labor 
unions have been silent partners. 

It is vital, of course, that the up- 
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ward pressure on prices be checked. 
To that end, I suggest the following 
program: 

1. Maintain the independence of the 
Federal Reserve Board. In the man- 
agement of currency it may make 
some mistakes, but it will be as free 
of partisan politics as we can hope 
to get. 

2. Urge industry and labor to unite 
on a price stabilization program. 

3. Encourage savings as a source 
of new expansion money. 

4. Cut federal spending by $10- 
billion and taxes by $8-billion. 


The British Program 

PETER THORNEYCROFT 

Chancellor of the Exchequer, 
London, England 

Before I left England I made a 
statement about my own government’s 
policy upon the problem of inflation. 
I would like just to say a few words 
about how they are tackling it in the 
United Kingdom. I think the key to 
it is contained in this quotation: 

“There can be no remedy for infla- 
tion and the steadily rising prices 
which go with it which does not in- 
clude, and indeed is not founded upon, 
a control of money supply. So long as 
it is generally believed that the gov- 
ernment are prepared to see the neces- 
sary finance produced to match the 
upward spiral of costs, inflation will 
continue and prices will go up.” 

I believe profoundly that it is the 
duty of government to see that it will 
not be a party to underwriting these 
inflationary forces. 

In my country I announced four 
sets of measures: 

First, we placed a strict limit on 
government current expenditure. It is 
not easy to limit government current 
expenditure, particularly in times of 
an inflation. 

Secondly, we sought to bring in- 
vestment under control. In my coun- 
try, government controls one-half of 
all fixed investments, and during the 
next two years we have fixed the 
money terms at the same level as the 
last 12 months. 

Thirdly, we have taken comparable 
action in the private sector by holding 
bank advances during the next 12 
months at the average level of the 
past 12 months. 

Fourthly, we have increased the 
bank rate, which corresponds roughly 
to your re-discount rate, from five per 
cent to seven per cent. 

The combination of these measures 
—and they must be looked at together 
—is designed to make money more 
expensive and more difficult to get. 
It will not bring our development to 
a standstill. It simply means that we 
have been travelling at 50 miles per 
hour, and we have thought of acceler- 
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Over 2,000 attended the ladies’ luncheon and fashion show 


ating to 60 miles per hour, but we 
have decided to go on at 50 miles per 
hour around this particular corner. 

But the crucial point of this policy 
is to insure that if people seek to take 
more out of the economy than is in 
fact put in, the resultant strain should 
be placed not upon the value of the 
currency but upon the levels of indus- 
trial activity. If you are going to 
have a feud in the economy we don’t 
wish the particular feud to be the 
pound Sterling and we are going to 
see that it is not put in that position. 

In any event, these policies are 
preferable to a decline in the value of 
the pound, and it is against this back- 
ground that yesterday I was able to 
state, and state with confidence, that 
we intend to maintain the present 
parity of $2.80 and not to widen the 
margins. 

There are really two methods of 
approaching a problem of this char- 
acter. Control at the center, which 
envisages control of the money supply, 
or control at the circumference. We 
have chosen the first. We believe that 
effective control of the money supply 
is far preferable to the constant inter- 
ference in detail with thousands of 
commercial decisions taken every day, 
far better to limit the amount of 
money that a banker can lend than to 
tell him in detail who he is to lend it 
to. 

The opportunities for dealing with 
the inflation which are afforded to a 
creditor are quite different from those 
which are afforded to a debtor. If, you 
were to pursue in the United States 


the sort of policies which I have been 
outlining for the United Kingdom, you 
might not do yourselves much good 
and you would certainly probably do 
the world a good deal of harm. If 
prices rise in a creditor country—I 
am not talking only of the United 
States—Germany is another example 
—there is at least one remedy which 
occurs to the debtors outside, and that 
is by importing more freely you would 
both lower prices and at the same time 
powerfully sustain the reserves of the 
free world outside your shores. 


Inflation Alternative 
ROGER M. BLOUGH 


Chairman, Board of Directors, United States 
Steel Corporation, New York, New York 


The question simply is: What can 
labor and business and all of the rest 
of the American people, in their col- 
lective wisdom and their individual 
activities, do about inflation? And the 
mere statement of the problem itself 
seems to suggest two possible an- 
proaches in addition to those money 
and credit policies which have lately 
received so much attention: 

The first—and most desirable ap- 
proach—would be to increase produc- 
tivity to the greatest possible degree 
in order that the inflationary gap be- 
tween the too-rapid rise in wages and 
the laggard improvement in produc- 
tivity may be narrowed or eliminated. 

The second, and most difficult ap- 
proach, would be to avoid future wage 
increases to levels not clearly support- 
able by rising productivity. And pre- 
sumably the final and only practical 
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answer will be found in a combination 
of these two approaches. 

Now a national effort to increase 
productivity is a task that will com- 
mand the most diligent and intelligent 
efforts of all of us—labor, manage- 
ment, bankers and Government. That 
labor, if it approaches the problem 
with real enthusiasm, can—through 
its own, on-the-job efforts—still con- 
tribute greatly to improved produc- 
tivity, I do not doubt; but the greatest 
part of the task will necessarily fall 
upon management, for it largely de- 
pends upon the willingness and the 
financial ability of industrial enter- 
prise to risk vast sums of money on 
the development and installation of 
better and more efficient tools of pro- 
duction. 

But if these large capital sums are 
to be gathered and spent without, in 
themselves, contributing to the forces 
of inflation, the total supply of savings 
in this country must be expanded con- 
siderably. And here, I think, is where 
Congress can wisely and fruitfully 
serve the welfare of all by acting to 
encourage saving on the part of our 
people, and by acting to protect and 
enlarge the incentive to invest these 
savings in productive enterprise. For 
if existing and prospective legislation 
were to be examined carefully with 
this point in mind, I am sure that Con- 
gress would find many opportunities 
to make a real contribution to increas- 
ing productivity. 


Economics of Defense Spending 
FRANK PACE, JR. 
President, General Dynamics Corporation, 
New York, New York 

I should like to examine the role of 
defense spending on our economy quite 
apart from its contribution to our na- 
tional safety and our capacity to pur- 
sue a worthwhile foreign policy. 

















Dean Myers, Cornell University, spoke at Agricultural Breakfast 


If there is, as I suspect there is, a 
direct relation between the stimulus 
of large defense spending and a sub- 
stantially increased rate of growth of 
gross national product, it quite simply 
follows that defense spending per se 
might be countenanced on economic 
grounds alone as a stimulator of the 
national metabolism. 

Yet such extrapolations and con- 
clusions with respect to defense spend- 
ing can, in my judgment, be mislead- 
ing. Any massive monetary injection 
into our nation’s overall economic 
function would have an appreciable 
impact on the gross national product. 
Quite obviously on economic grounds 
alone, spending for roads, schools, etc., 
would make a more valuable contribu- 
tion to the gross national product. 
However, since defense spending is a 
part of our national program of sur- 
vival, the real point at issue, I think, 
is not whether massive injections of 
defense dollars may currently stimu- 


Division presidents of the association for the coming year 


From left: Walter Kennedy, William M. Lockwood, Ben C. Corlett, Frank N. Gans, and 
John Adikes 
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late economic growth (as any large 
sum might do) but whether or not the 
quality or character or nature of de- 
fense spending, as distinguished from 
its volume, results in the accession to 
our society of economic, scientific, and 
cultural benefits of enduring and non- 
military value. 

On balance the answer is strongly 
in the affirmative, and in two cate- 
gories: first, in the enduring benefits 
accruing from conservation of human 
resources and their development—the 
planned increase and preservation of 
national manpower and man - skills. 
The difficulty which our armed forces 
are experiencing in holding their 
skilled manpower is but one indication 
of this contribution; second, in the 
enduring benefits accruing from the 
immense range of present national 
programs of scientific research and 
technological development. 

The tremendous scientific and tech- 
nological advances brought to fruition 
by our defense spending — nuclear 
fission and fusion, astronautics, new 
aerodynamic and hydrodynamic forms, 
electronic computation, communication 
and automation—have already spilled 
into industrial, commercial, and con- 
sumer fields, and will continue to do 
so with increasing effect. 


Credit Allocation 
MALCOLM BRYAN 
President, Federal Reserve Bank of Atlanta, 
Atlanta, Georgia 

We are now spending about $40- 
billion a year on capital investment. 
A distinguished writer on economic 
subjects has recently estimated that 
by 1965 we will need to be spending 
$65-billion a year, and 20 years from 
now, $100-billion. 

It is going to require not only fan- 
tastic absolute amounts but probably 
an increased percentage of saving in 
proportion to the national income. It 

See A.B.A. CONVENTION REPORT—Page 88 
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More than 3.000 banks now have such facilities, 


but here is believed to be the first 
comprehensive poll of... 


What Customers Think About 
DRIVE-IN BANKING 


OW do bank customers actually 

feel about drive-in banking? 

Are they enthusiastic or merely 
lukewarm about this service to 
America-on-wheels ? 

To get impartial answers to these 
and similar questions, a survey. was 
recently conducted by Wayne State 
University of Detroit among cus- 
tomers of three Michigan banks, at 
four carefully selected locations pro- 
viding a good cross-section of varying 
situations. The result was a wealth of 


By 
ROBERT L. SCHUTT 


Regional Sales Manager, Diebold, Inc., 
Detroit, Michigan 


informative data, applicable to vir- 
tually all banks, on the public’s re- 
action to motor banking. 

For example, 99 per cent of the 
surveyed customers using drive-in 
banking said they would insist on this 
service were they to make another 
banking connection. 





Moreover, 99 per cent said they find 
this service preferable to adjacent 
parking. 

In an average drive-in bank, ap- 
proximately one-third of the total 
activity originates at drive-in win- 
dows. Correlating that figure with the 
survey percentage results just quoted, 
it would appear that better than three 
out of ten of the American banking 
public would choose motor banking 
if given the opportunity. 

A decade ago the drive-in window 


Answers indicated customer interest in survey. Some of the ideas advanced have been adopted 
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herd on them while I stand in line. 


+o 


period when parking is at a premium. 


a 


. 


every hour of the day produce. 


and sharp turns should be done away with. 


* 


Customer Comments 
It saves me at least 15 to 20 minutes on each trip. 


preferred to standing in line inside the bank. 


I do not have to dress in other than a housedress or jeans. I am 
able to put the kids in the back seat. No baby sitter and no riding 


It saves hunting a parking place and carrying heavy change. 


Customer Suggestions 
There should be tellers windows on both sides of the driveway 


A Sampling of Customer Viewpoints Disclosed by Motor Banking Survey 


I don’t think they should allow people collecting all checks in an 


have to wait in line. 


Fast service. No parking problems. This eliminates ‘over the 
shoulder snooping” by the person in line whom you might know! 


The convenience of sitting in a car and listening to the radio is 


office and letting one fellow cash them. It’s not fair to those who 


¢ 


You might make up a list of accommodations your customers can 
avail themselves to in your drive-in service. 


* 


Have more windows open, especially on the 10th, 15th, 16th, 
20th, the last day of the month and the first day of the month. 


Convenient, regardless of weather conditions. One is able to keep 
warm, cool, or dry. No parking problem. As a rule it is faster. 


. 


Have the bank open an extra night a week, if that is possible. 


e 


Larger approach runways or more space to get cars off the street 
when banking is heavy. 


* 


A separate window for those who do a large volume of business. 


Because my place of business is just outside of town, drive-in 
banking was the only solution as it could be done during the lunch 


+ 


Extend portico for better protection from the rain. 


° 


Location poor due to the fact that no more than three cars can 


instead of suckers. 


A valuable service to the small business man who has to make 


be in line without being in the street. Give our youngsters balloons 


o 


It would be nice to be able to pay bills that way. 


° 


Use at least two windows at the noon hours to help us who do 
most of our banking during our lunch period. 


aa 


Supply deposit slips at drive entrance. Provide a separate en- 





There should be a light system of some sort to show us what win- 
dow is vacant or available for use. Sometimes cars line up at the 
first window because they do not know when others are available. 


trance for south side of the building. Provide a bevelled curb to 
position cars for delivery box. Use a better quality of paper for 
your checks, deposit slips, etc. 
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Drive-in tellers, such as this one at Wayne Oakland Bank branch 
in Royal Oak, Michigan, passed out questionnaire forms 








parking? 





SURVEY ON DRIVE-IN BANKING 








lyearorless 2 (3) 4 


5. Was the drive-in a factor in opening or k 
(Please check one) 


Yes, it was a factor 


No, it didn't make any difference 
Do not have an account 


Yes £— 
9. What is your sex? 


1. How often do you use drive-in banking? (Please check one) 


Once a month __Once a week 
Twice a month 


Twice a week Oftener 


2. What do you like about drive-in banking? 


be aeres 
and 


3. How many years have you 


a : ' jolact 
ked here? (Please circle one) 


Sor more 


4. How many miles do you drive to bank here? (Please circle one) 


1/2 or less Q@) 2 $3 4or more 


t here? 





ping your 


wen 





6. If you moved, would you want this service at your next bank? 


Yes 4 


7. What is your occupation? 


No 


shee bsepreeGr 


8. Do you find drive-in banking more convenient than the use of adjacent 


No 





Male s£—~ Female 


10, Who are you banking for on this particular trip? (Please check one) 


Family or self pt 


Employer 


Friend 
Other 





11. What suggestions do you have on improving drive-in banking? 


0 would Lhe 
toteeh, sunrvalecets BAe 


(Use reverse side for additional comments) 





The survey was scientifically planned to obtain an authentic cross-section of customer response 


was regarded as more or less of a 
novelty, whereas according to recent 
studies by the American Bankers 
Association there are now in excess of 
3,000 banks with such facilities. 

The idea of a survey was prompted 
by the fact that, to the best of my 
knowledge, there had been no compre- 
hensive study of the reaction of bank 
customers to drive-in service despite 
the marked trend toward it in the past 
few years. A discussion of this with 
Officials of three Michigan banks— 
The Manufacturers National Bank of 
Detroit, The Wayne Oakland Bank 
with headquarters in suburban Royal 
Oak, and the outstate Bank of 
Lenawee County in Adrian—led to 
their cooperation on a research test. 

The subject was then broached to 
Dr. F. P. Mauser, head of the depart- 
ment of marketing at Wayne State 
University, and he wholeheartedly 
added his technical know-how to the 
project. After several “test runs” the 
questionnaire reproduced above on 
this page, and an accompanying letter, 
were evolved. These were passed out to 
customers by the drive-in tellers, and 
the filled-in questionnaires were di- 
rected to the university marketing 
lepartment. 

An example of the care used in plan- 
ning the survey is shown in the selec- 
tion of the four drive-in installations 
at which the questionnaires were dis- 
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tributed. Four different type areas 
were chosen: suburban, primarily new 
residential; outer city, or a balanced 
area of established homes and com- 
mercial activity; mid-city, a highly 
congested area consisting primarily of 
businesses with a small percentage of 
residences; and small city, represented 
by a county seat town in a largely 
agricultural area with some manu- 


facturing. The four locations varied 
from excellent to almost impossible 
as to accessibility, ease of operation, 
ability to handle peak loads, etc. 

A cross-section was also obtained as 
to type of installation, i.e., one was an 
island drive-up, two were “in-line” 
windows, and a fourth was a single 
window. The _ operations likewise 

See DRIVE-IN BANKING SURVEY—Page 100 


Analyzing replies to the questions on motor banking service 


Left to right around the table: Dr. F. P. Mauser, Wayne State University, Detroit; J. P. 

Schutt (author’s father), president, Valley State Bank, Rock Valley, Iowa; E. P. Fisher, 

president, Bank of Lenawee County, Adrian, Michigan; R. L. Schutt; W. A. Howe, senior 

vice-president, Manufacturers National Bank of Detroit; J. F. McCarthy, assistant sales 

manager, Diebold, Inc.; H. F. Leach, senior vice-president, Wayne Oakland Bank, Royal 

Oak, Michigan; R. K. Doherty, Diebold, Inc., Detroit; F. C. Brydges, assistant cashier, 
Manufacturers National Bank of Detroit 
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Results on this large-scale operation involving 
post-to-check bear out advance predictions 
of savings. accuracy, simplification 


Keducing Costs on 
SPECIAL CHECKING ACCOUNTS 


ANK operating men have always 
been faced with the problem of 
attaining greater accuracy, sim- 

plification of procedures and lower 
operating costs. In these days of spi- 
raling costs, an obvious remedy would 
be the increase of monthly charges or 
minimum balance requirements. In- 
tense competition for accounts, how- 
ever, makes this undesirable. To re- 
duce operating costs seems_ the 
happiest solution, and for us the 
post-to-check method of bookkeeping 
accomplishes this far beyond our 
expectations. 

Early in 1956, a committee of opera- 
ting men was formed to study possible 
streamlining and economizing in 


By PAUL A. REMMELL 


Vice-President, Operations Coordinator, 
Manufacturers Trust Company, 
New York, New York 


checking account methods. What they 
sought, actually, were the same work- 
simplification techniques that had been 
so successfully used in industry. The 
large number of accounts in our con- 
stantly expanding special checking 
department seemed an excellent area 
for making a practical test of their 
ideas. 

The committee found that special 
checking accounts, with standard size 
checks and deposit tickets, and almost 
uniform activity, lent themselves well 


This compact bookkeeping department handles over 42,000 





to post-to-check. Accordingly, a pro- 
posal was made that we adapt the 
post-to-check plan to our particular 
requirements and a pilot installation 
of 5,000 accounts was initiated at our 
central bookkeeping Bronx unit. This 
small beginning provided us with an 
excellent means of observing the ac- 
tual operation of the plan, resolving its 
development problems, and substantia- 
ting the forecast costs. The first 5,000 
accounts were serviced without inci- 
dent, and within three months we were 
convinced of the efficiency of the pro- 
gram. The installation was expanded 
over the next eight months, until all 
42,000 special checking accounts in the 
Bronx area were absorbed. 


special checking accounts 





Burroughs Clearing House 





4 



































Operations men confer, from left: Assistant Vice-President William J. Maguire, 


Vice-President Paul A. 


Remmell and Assistant Secretary John C. Wedekind 


Review new system after a year’s operation, like the benefits 


Conversion from our machine-pay 
bookkeeping method, with its double 
posting, to post-to-check provided im- 
mediate advantages. Bookkeepers who 
formerly handled 1,000 accounts were 
able under the new system to service 
2,500. A _ statement-biller and a 
checker were then necessary to pre- 
pare and prove the statements for 550 
accounts daily. This realignment of 
the working force resulted in a reduc- 
tion of 50 per cent in bookkeeping 
machine requirements and 20 per cent 
in personnel. 

The assembly of all checks, signa- 
ture cards, and records pertinent to 
the account in the depositor’s trans- 


parent file jacket resulted in an ever- 
current status of each account. The 
posting of a small history card simul- 
taneously with the statement billing 
provided us with cycle-ending balances 
of an account for a one year period. 

Under post-to-check the bookkeeper 
posts to the actual item as she pays 
it. The daily posting to a ledger sheet 
is eliminated. The system includes 
another innovation in that the book- 
keeper is responsible for signature 
verification. She now has the signa- 
ture card and before she pays the item 
she is able to verify both the account 
signature and the account selection 
in one operation. This eliminates the 


need for a signature clerk for these 
accounts, and there is also a collateral 
protection against misposts. 

As soon as the bookkeeper posts the 
item, she files it, and the entire paying 
procedure is complete. 

Deposits are handled in the same 
manner, the ticket being posted and 
filed. 

Monthly statements are prepared 
on a cycle basis, eliminating peak 
operational loads formerly experienced 
at the end of the statement period. The 
full month’s statement is run in one 
operation by simply billing all debits 
and credits and showing one final bal- 
ance. Before the statement is mailed, 
all the items of the account are veri- 


fied, and statement and checks are 
microfilmed. 
There is yet another important 


advantage in this simplified system, 
in that it is comparatively easy to 
train personnel in its operation. The 
specialization that is required for 
traditional bookkeeping procedures is 
eliminated under post-to-check. In its 
place, we have a simplification which 
reduces fatigue; efficiency therefore 
increases. Errors in statements have 
been virtually eliminated. 

The reaction of our depositors has 
been most favorable. The simple for- 
mat of the new statement, resembling 
as it does the familiar department 
store bill, seems to appeal to the de- 
positor. The system has enabled us to 
render monthly statements, and re- 
quests for current balances have de- 
creased. 

Post-to-check has been for us a most 
successful innovation. It has solved an 
immediate problem, and provided ex- 
perience in centralization which will 
pay future dividends when electronic 
bookkeeping becomes a reality. On the 
basis of our year’s operation, it ap- 
pears that post-to-check provides the 
greatest service to our depositor at 
the lowest cost to the bank. 


Simplified statement-history card posting from check provides speed, retains accuracy 
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Profile of the new A.B.A. president 


JOSEPH (. WELMA 





Champion of Small Banks 


By 
NORMAN E. DOUGLAS 


Associate Editor 
Burroughs Clearing House 


N Joseph C. Welman, incoming 

president of the American Bankers 

Association, the organization will 
have an outstanding country banker 
whose imagination and initiative are 
reflected in the progressive community 
in which his bank has played so impor- 
tant a part. Here is a man who not 
only successfully represents the single 
unit state banker, but is also im- 
mensely interested in the most ad- 
vanced principles of modern day bank- 
ing affecting the large city banks. 
Here is a man whose past and future 
objectives mark him as being highly 
acceptable to both the large and small 
banker. 

The 49-year-old president of the 
Bank of Kennett, Kennett, Missouri, 
and long-time worker for the various 


Some facets in the life of one of America’s busiest and best-liked bankers. The new A.B.A. president 


A tireless association worker 


arms of the A. B. A., regards his 
newly-won Office as an excellent oppor- 
tunity to woo the country’s smaller 
bankers into greater participation in 
A. B. A. affairs. 

Pointing to the more than 12,000 
banks in the country with individual 
assets of less than $7,500,000, he de- 
scribes these institutions as “the hard 
core of our free, independent, dual 
banking system and the real bulwark 
in the never-ending struggle to pre- 
serve and maintain our present sys- 
tem.” Speaking before several banking 
conventions, Mr. Welman has further 
stated that “whether we represent a 
large bank or a small bank, a single 
unit bank, a bank with branches, a 
chain bank, a holding company bank, 
or a bank with any other type of or- 
ganization, we all have a great stake 
in maintaining a substantial number 
of small banks spread over this entire 
country. This sizable number of small 
banks is the grass roots strength upon 
which rests the public and political ac- 


Workaday banker at his desk 
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Under Mr. Welman’s leadership 


ceptance of private enterprise in the 
banking field.” 

He humbly denies that as A. B. A. 
president he will be able to suggest 
complete answers to the problems of 
modern banking, but certainly the 


In the field with farm representative 


stres 
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In his own country bank Mr. Welman applies modern operating and public relations principles 


force of his convictions on such mat- 
ters as inflation, bank employee re- 
cruitment and public relations are 
sure to attract the attention of all 
bankers throughout the country during 
the coming year. And, he is expected to 
prod members into more active use of 
the materials and services offered by 
the A. B. A., while championing an 
expanding participation in programs 
of the American Institute of Banking 
and the Graduate School. 

He is dedicated to the belief that one 
of banking’s most serious responsibili- 
ties lies in educating the country’s 
consumers to the very real threat of 


inflation. While professing to be no 
economist he promises to urge fellow 
bankers to make their customers aware 
of the shrinking dollar and encourage 
more careful buying habits. 

As another of his major interests, 
Mr. Welman, during the past year as 
A. B. A. vice-president, actively 
pressed for greater efforts in bank em- 
ployee recruiting and training among 
country bankers, in addresses before 
state banking associations. In the 
dearth of qualified personnel to assume 
top management positions in the 
smaller banks, he sees a serious opera- 
tional threat to the continued success 


of these banks. While greater demands 
are being made of executive time by 
both management problems and civic 
undertakings, Mr. Welman observes, 
little is being done either to attract 
employees of management caliber or to 
train present employees to assume the 
top banking positions. 

This problem is particularly acute 
among the smaller banks, he asserts, 
where efficient management is ex- 
tremely important to hold the bank in 
competition with other financial insti- 
tutions. He has urged bankers on all 
levels to seek competent employees 
from the colleges by educating school 


iden} stresses the great importance of smaller banks, urges them to follow progressive policies 


Loan committee session, with younger officers included as part of management training At home with Mrs. Welman, son Joseph, 
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Typical small town courthouse square scene, with Bank of Kennett at street’s end 


Kennett, population 9,000, is in good farm area which the bank has done much to foster 


placement bureaus and businss and fi- 
nance professors to the needs of banks 
and to the attractiveness of banking as 
a career. To attract and hold young 
men and women to banking, Mr. Wel- 
man has continually stressed the im- 
portance of raising salaries, providing 
effective training programs and estab- 
lishing employee benefits that will 
spell security, financial reward and ad- 
vancement opportunities. 

In his own words, he sees this per- 
sonnel problem as a “great need to 
create within our small banks an en- 
vironment which will aid in attacting 
and maintaining proper personnel, in 
which they can live happily and con- 
tentedly with reasonable remunera- 
tion, in which they can progress satis- 
factorily, in which management per- 
sonnel can have the badly needed time 
for thinking, planning, and commu- 
nity activities, and in which the life 
expectancy of the present management 
personnel can be prolonged.” 

The importance of a concerted train- 
ing program is especially helpful in 
loan work, he advises. He has sug- 
gested that all small banks include jun- 
ior officers on their loan committees to 
familiarize these younger people with 
the proper management of the loan 
department. 

His insistence upon improved public 
relations on the national as well as the 
local bank level is reflected in Mr. Wel- 
man’s own efforts to promote banking 
among all income classes. He has taken 
an active part in planning nation-wide 
programs aimed at taking banking’s 
message to the people via newspapers, 
magazines, film strips and television 
shorts. However, he also comments 
that there is still a great deal to be 
done in promoting the local bank on 
the community level. 

He has repeatedly emphasized the 
benefits small bankers, as well as large 
bankers, can gain from using the re- 
sources of the A. B. A. “Perhaps a 
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small thing to be concerned with is the 
cataloguing of the abundant materials 
the association has gathered for its 
membership,” Mr. Welman states, “but 
such an index in the hands of a banker 
would immediately enable him to find 
the thesis, report, or study containing 
the information that he requires.” He 
also suggests that establishing bank 
libraries would help bank officers and 
offer new employees a chance to study 
up on their chosen fields. 

The new A. B. A. president is well 
qualified to lead the country’s small 
and large bankers through the next 
year. A progressive banker, he has car- 
ried out the most advanced banking 
practices in his own bank and watched 
them succeed. And, on the 20-odd var- 
ious committees and councils he has 
served on for the Missouri Bankers 
Association and the A. B. A., he has 
helped to formulate many of the mod- 
ern day banking principles that have 
been widely adopted. 

His association with the Bank of 
Kennett has been a rewarding one. 
Since taking up the managerial reins 


in 1929, at the age of 21, he has helped 
guide total asset growth from $700,000 
to $12 million. His faith in the banking 
industry and in the future of the City 
of Kennett was well founded. Until 
shortly before Joe Welman joined the 
bank in 1925, the agricultural area it 
served was restricted greatly on the 
east of the city by vast swamps. In the 
early 1920’s, however, farmers joined 
together in one of the South’s largest 
undertakings when they constructed 
four major drainage ditches that lie 
side by side and are nearly 75 miles 
long. This project drained and re- 
claimed hundreds of thousands of acres 
of swamp land. When Mr. Welman be- 
came cashier in 1929, the area was en- 
joying the first rewards of their efforts 
as the new land proved particularly 
fertile for cotton growing. When he 
assumed the bank presidency in 1939, 
the city’s population had doubled since 
1920 and cotton was king. 

The bank has always aimed its serv- 
ices at its farm customers, and half of 
the bank’s $4 million in outstanding 
See CHAMPION OF THE SMALL BANKS - Page 102 


Mr. Welman’s bank pioneered areawise with drive-in 
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Director Clutehbill counteracts 


a modern trend. as... 





erndale National Revives 


a Wd Counter logue 


By 
FRED COPELAND 
Illustrated by Chas. Herzog III 


HERE was standing in the lobby 

of the Ferndale National Bank an 

individual who looked as if he had 
just come in on a stagecoach from 
Europe. As he stared round his 
startled eyes were those of one view- 
ing the corpse after a murder. 

Cashier John Atwood had screwed 
his head sidewise at the wicket and 
was inspecting the strange arrival 
with suspicious hen-like attention. 

“A deplorable change has come over 
this place,” said the stranger as he 
edged warily with a sinister black 
box toward the wicket. 

The silence deepened so that the 
slight crackle of Director Clutchbill’s 
newspaper in the front office was 
somehow important and arresting. 

“How so?” ventured John with a 
number 10 shoe bottom hovering over 
the floor burglar alarm button. 

“Your former high, protective, pipe 
organ counter partition is gone. You 
inviting bandits?” 

John’s eyes suddenly widened. He 
lowered his toe an inch nearer the 
bandit button. 

“This apparently new cafeteria 
counter of yours is asking for any 
stranger to reach over and take any- 
thing that looks good to him.” 

“All banks have them now,” re- 
vealed John. 

“Well, I’ve been sent here by one 
of the biggest bank counter outfits 
in the wor-r-rld because the last we 
knew you were smart enough to keep 
your pipe organ counter. I was to take 
a picture of it.” 

“Send him in here,” boomed Direc- 
‘or Clutchbill’s voice over his lowered 
newspaper. “I want to talk with some- 
0dy who feels the way I do.” 
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In the dark-room Mr. Clutchbill gasped, “Something is coming” 


Reluctantly John took his hovering 
toe away from the bandit alarm but- 
ton and let the stranger into the front 
office. 

“Are you the chief here?” gravely 
inquired the visitor. 

“A shockingly modern board of di- 
rectors has endowed me with that 
questionable position.” 

“Where is that magnificent old black 
walnut counter you had until recently? 
It was unusual. Not the common old- 
fashioned country bank counter, but 
a real gem that went much higher... 
panels had bullet-proof glass.” 

“It’s been carted away and de- 
stroyed, much to my anguish. The 
directors out-voted me, darn ’em—I’ve 
been minded to carry two guns ever 
since.” 

“T’ve been sent here to take a pic- 
ture of it to show what real bank 
protection is like in a policeless coun- 
try village. You were one of the few 
who retained this glory. Have you any 


photograph of the interior showing 
the old counter?” 

“Not so much as a pin-head.” And 
then, suddenly, Mr. Clutchbill jerked 
and grabbed for his grey goatee. 
“There was a picture made. We never 
got it. Hiram Bixby, the old photog- 
rapher, died the evening after he made 
it. It is probably still in his old 
camera.” 

“We can get it, then?” 

“T wonder . .. I wonder,” mused the 
old director with an eager look in his 
old blue eyes. “Might it result in my 
getting back my old _ bandit-proof 
counter—eh, a new one just like it?” 

“It might . . . we have powerful 
arguments for it.” 

“Now that some time has gone by 
since the settlement of the old photog- 
rapher’s estate and the selling of his 
studio, it may run into money to trace 
down that old camera with its hidden 
picture.” 

See DIRECTOR CLUTCHBILL—Page 106 





No word in our economic lexicon has been bandied about 
more often or loosely than “‘inflation.”” Everybody talks 
about inflation, but not enough people seem to do enough 
about it. 


Inflation is so insidious and difficult to correct because 
it arises from the pursuit of three laudable but partly 


contradictory goals: rising wages, stable prices, full 
employment. 


Rising wages should not cause rising prices. Prices 
could remain stable if wages did not rise faster than pro- 
ductivity. Rising wages should not affect full employment, 
either. Again employment falls off when wages outrun 
productivity, making production unprofitable and leaving 
the employer with the sorry choice of charging more or 
producing less. Jn short, wage rises keyed to increased pro 
ductivity would be one step toward control of inflation. 


Many methods for doing this have been proposed, some 
far too drastic, others rather mild. But powerful political 
pressures work constantly against even relatively mild 
corrective measures so that, to date, very little progress 
has been made. 


A more thorny aspect of this pocketbook problem is 
the inherent contradiction in our imperfect, man-made 
society, of full employment and stable money. And this 
is where some well-meaning people say, ““Why not accept 
creeping inflation as a lesser evil and have the government 
inject inflationary stimulants into the economic blood- 
stream to maintain full employment? Let stable prices, to 
some extent, go by the board.” This slick advice at just 
the moment when central banking authorities are striving 
to hold the line against further inflation! This is the mo- 
ment for everyone to support the fight against inflation 





Leaflets, reprints and newspaper mats available at cost 
for publication of this message locally over the signature 
of your bank. Address Publicity Department, Guaranty Trust 
Company of New York, 140 Broadway, New York 15. 
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... not a time to fan inflation’s flame by rationalizing it 
as a legitimate national policy. 


Inflation is like the use ofa drug, requiring larger and 
larger doses to produce desired‘effects. The final outcome 
is economic collapse. Prices dot rise uniformly. This 
year’s creeping inflation may oo year’s runaway. 
Creeping or sprinting, inflation robs*the man who saves, 
and aids speculation. It undermines théigharacter of indi- 
viduals and government. It turns your dellars to dimes, 
your dimes to pennies. Inflation is a m6gal, political, 
social, and economic evil. ‘ 


Solution of this problem of conflicting goalsand the 
inflation itself, will probably come in a a lager > in- 
volving partial achievement and partial sacrifice of all of 
the three destred ends . . . rising wages, stable moriey, 
and full employment. : 


Such a solution will not fully satisfy any segment of 
our diverse economy—but it promises each and every one 
of them a measure of what they want. Moreover, it may 
be the only approach that’s workable in the face of con- 
flicting pressures on a government expected to be all 
things to all men.* 


*Based on material from The Guaranty Survey, published by 
Guaranty Trust Company of New York. 
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WASHINGTON VIEWPOINT 





Wolcott Brings Know-How 
To F.D.1.C. Chairmanship 
Inducted into office September 17, 
on the eve of the New York City 
convention of the National Associa- 
tion of Supervisors of State Banks, 
Jesse P. Wolcott began his 6-year term 





JESSIE P. WOLCOTT 


Important new appointees 


as a director of the Federal Deposit 
Insurance Corporation with a publicly 
expressed hope that unanimity will 
mark the actions of the Board. 

There was no lack of unanimity in 
the F.D.I.C. Board’s first action, which 
was to elect Mr. Wolcott to be Board 
Chairman. The third Board member, 
Erle Cocke, though not at the time 
inducted, made clear his view that the 
chairmanship should go to the former 
House Banking and Currency Com- 
mittee chairman. Comptroller of the 
Currency Ray M. Gidney, ex-officio 
F.D.1.C. Board Vice-Chairman, jok- 
ingly remarked that the first test of 
unanimity would thus be up to the 
Republican, Mr. Wolcott himself. 

With this note of comradeship, the 
new F.D.I.C. Board takes over the 
management of the world’s largest in- 
surance operation. 

Mr. Wolcott’s emphasis on unani- 
mity of Board action is an expression 
of the philosophy and personality of 
the Port Huron, Michigan, lawyer who 


By JOHN DONOGHUE 


Washington Correspondent 


surrender of principle by any member 
of a deliberative group; rather it 
represents democratic action in its 
highest form. 

“T am sure no member of the Board 
will ever be a rubber stamp,” Mr. Wol- 
cott said in his brief remarks follow- 
ing induction by Assistant Secretary 
of the Treasury David W. Kendall. 
“Each Board member will certainly 
fight for his point of view, and out of 
the discussions among us I am con- 
fident that we shall finally resolve our 
problems with unanimity.” 

He has an immense capacity for 
mastering the complex ramifications 
of legislative problems, and then re- 
ducing them to simple terms. Time 
after time, during Committee consid- 
eration of wordy and involved legisla- 
tive measures, Mr. Wolcott would 
retire to his office and produce on one 
or two sheets of paper the complete 
solution. 

The agency which Mr. Wolcott now 





JULIAN B. BAIRD | 





served 25 years in Congress and re- | 


ceived the Collier Award for Distin- 
ruished Congressional Service in 1947. 
Unanimity, he holds, does not entail 
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heads is largely of his own making. 
He was a close collaborator with the 
late Senator Arthur H. Vandenberg in 
pushing to enactment the original 
F.D.1.C. law; he is in fact one of the 
very few surviving persons who took 
part in that memorable struggle. And 
when Congress passed the F.D.I.C. 
Act of 1950, substantially revising the 
original F.D.I.C. law, Mr. Wolcott 
played an important part in working 
out the final terms. 

Bankers may be sure of one thing: 
That the new head of the F.D.I.C. is 
thoroughly prepared for his job. 


- . Sa 


Federal Reserve Clears Stock 
Splits under Regulation Y 
The Bank Holding Company law has 
thrust upon the Federal Reserve 
Board the delicate task of passing 
judgment on corporate actions by 
bank holding companies prior to their 
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4 Lat ips 


Greater 
Operating 
Profits 


1 post-N-FILE 


A variation of Post-To- 
Check adaptable to most 
present posting machines, 
and includes an item- 
posted ledger. This is 


another possibility to im- 
prove customer service 
and cut operating costs 
simultaneously. 
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2 POST-TO-CHECK 


A simplified system for 
handling checking ac- 
counts. Great savings in 
space, time and person- 
nel are assured results. 
Posting accuracy and 
audit control as never 
before. Hundreds of 
banks use it. 


3 POST-ALL 


Simplifies the installment 
loan procedure from appli- 
cation to collection. Spreads 
work load evenly through- 
out the month. Positive 
control of past due ac- 
counts, and automatic trial 
balance for audit control. 


Completely simplifies the | 
savings account procedure. | 
Deposits, withdrawals, post- | 
ing, interest computing, and 
statement operation easier | 
than ever before. Customer 
gets original items, just as 
in checking account systems. 


Complete information 
on all systems available 
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consummation, and the Board is taking 
on the problems one by one. What 
makes the Board’s problem difficult is 
the fact that a reasonably clear-cut 
statement of view in one set of cir- 
cumstances may bring up knotty ad- 
justments or even reversals in cases 
of not-quite similar circumstances. 

In a recent expression of view, the 
Board publicly replied to a hypotheti- 
cal question about a proposed stock- 
split by a bank partially owned by a 
bank holding company. The surround- 
ing facts, the Board explained, were 
that the only change was in the num- 
ber of shares held by the stockholders; 
the total assets of the bank were not 
altered and the proportionate share 
held by the holding company likewise 
remained the same. So there is no 
need, the Board reasoned, for the hold- 
ing company to obtain approval of its 
participation in the stock split. 

However, pressing the question a 
little further, it was asked whether 
the holding company must obtain prior 
approval before exercising its rights 
to acquire shares on a new stock issue 
by a bank in which it already owns 
shares. In this case, the Board said, 
the answer is Yes. This is because the 
proportion of ownership in the bank 
might be changed by such an opera- 
tion, and, moreover, the issue of new 
stock might enlarge the “size and 
extent” of bank holding company op- 
erations by the amount of stock own- 
ership that the holding company would 
thereby acquire. 


e e e 


Treasury Knuckles Under 
$275-Billion Debt Limit 


Julian B. Baird, taking office as 
Undersecretary of the Treasury for 
Monetary Affairs, inherits a promise 
that he did not make but must fulfill. 
During the lean-revenue months ahead 
between now and late January, he is 
required to maintain a minimum op- 
erating cash balance in the Treasury 
till while paying all bills on time and 
still holding the aggregate public debt 
to the Congress-imposed $275-billion 
limit. 

This may entail some fancy fiscal 
figure-skating, but the former board 
chairman of the First National Bank 
of St. Paul, Minnesota, has taken on 
the task with zest, good humor and 
every sign of confidence that it can 
be done. 

There is no minimizing the prob- 
lem. The last debt-management opera- 
tion designed by Dr. W. Randolph 
Burgess before becoming United 
States Ambassador to the North At- 
lantic Treaty Organization was to 
float a mixed issue of Treasury bonds, 
notes and certificates, totaling $3 bil- 
lion, whose effect was to raise cash at 


the cost of pushing the total debt peril- 
ously close to the statutory ceiling. 

Thus fenced in, Mr. Baird under- 
takes to stretch the Treasury’s avail- 
able cash over a period when income 
falls significantly short of outgo. His 
problem is aggravated somewhat by a 
$10-billion refinancing that must be 
surmounted in December, though 
much of this is conveniently held by 
the Federal Reserve. Mr. Baird must 
also reckon with the fact that income 
and outgo tend to zig and zag irregu- 
larly, whereas if the cash balance in 
the Treasury till dips below $3 billion, 
it means that the Treasury holds only 
enough money to operate the Govern- 
ment for ten working days. As former 
Secretary George M. Humphrey once 
pointedly remarked, any corporation 
treasurer who comes within ten days 
of running out of cash would likely 
soon cease to be a corporation treas- 
urer. 

But it is not all grim. If really 
pushed for cash, Mr. Baird has some 
resources to fall back on. The Treas- 
ury holds some $500 million of gold 
not-under-earmark which it can sell to 
the Federal Reserve without altering 
the public debt status. It holds deben- 
tures issued by the Federal National 
Mortgage Association and the Com- 
modity Credit Corporation amounting 
to several billions; a portion of these 
could be sold to banks or other in- 
vestors for cash, also without effect on 
the statutory public debt limit. 

These devices have been used before, 
always with a little bit of reluctance. 
The chief reason for Treasury dislike 
of these forms of asset liquidation is 
that the Treasury thus goes into the 
money market competing against it- 
self. But in a pinch it can, and would, 
be done. 

These are the plus and minus fac- 
tors of the problem which Mr. Baird 
will face in coming months. But an- 
other asset factor must not be over- 
looked. Mr. Baird brings to his new 
job a wealth of background and ex- 
perience closely matching that of Dr. 
Burgess when the latter took over debt 
management five years ago. He has 
the advantage of long service as a 
member of the American Bankers As- 
sociation’s Government Borrowing 
Committee, the Federal Reserve’s Fed- 
eral Advisory Council, and as president 
of the Association of Reserve City 
Bankers. 


° 4 4 


Spending or Saving... 
Which Route to Prosperity? 
President Eisenhower was asked a 
simple but momentous question by a 
reporter early in September. If, as 
the authorities believe, up-creeping 
prices are due to an over-supply of 
money and credit in relation to the 
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Small windows...with a big: view 


for bankers 


Through these windows you can see banking’s 
answer to the growing problems of handling an 
ever-increasing volume of business. The magic of 
automation—punched cards, magnetic tapes and 
electronic data processing—has brought split- 
second accuracy to bank accounting. 

Hardly a day goes by that some visiting corres- 
pondent doesn’t ask to see our automated depart- 
ments, where electronic machines post complex 
trusts and simple installment loans . . . even making 
out the paychecks of the operators who feed them. 
Certainly not to be classed as “machines that 
think” (for which we are thankful), they do 
exercise “judgment” to call attention to any trans- 
action out of the ordinary. The result is accuracy 
with speed that no man could equal. 

It’s easy to understand our visitors’ high interest 
and, of course, we’re proud to show off the fact that, 
as one of the nation’s leading independent banks, 
we are also among the foremost in automation. 
But the question that stumps us regularly is, “How 
big must you be to make it profitable?” 


CAPITAL $60,100,000 


Intensive study of our departmental require- 
ments has brought us to this obvious fact: There 
isn’t any rule to be applied across the board. Every 
bank’s requirement for automation seems to be as 
individual as its president’s shoe size. 

Of this we are certain: Almost every bank can 
improve its operation with modern banking ma- 
chines. The critical decisions revolve around 
which steps require automation, which types of 
equipment could serve best—and the timing. 

While we admit we can’t offer pat answers, 
perhaps we can help with background information 
to make your decisions easier, surer. So don’t 
hesitate to discuss automation with us before you 
decide. We’ll not recommend any brand of equip- 
ment... but there is a wealth of experience here 
which we'll gladly share. 

Do we have a hidden motive, an axe to grind? 
Well, yes. It’s our firm belief that whatever helps 
banking helps Mellon Bank—and that a healthy 
exchange of ideas is an important part of corres- 
pondent bank relationships. 


MELLON NATIONAL BANK AND TRUST COMPANY 


PITTSBURGH 


SURPLUS $180,000,000 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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AUSTRALIA 


nt ae THE CREST 
OF THE WAVE... 


Today more than ever the important markets 
of Australia and New Zealand are attracting 
the attention of U.S. business executives. 


If you are thinking of establishing a branch 
or subsidiary in Australia, you'll find that our 
48 page book “Company Formation in Aus- 
tralia” will give you much difficult-to-find 
information in concise form. 


We will also be pleased to send you A. N. Z. 
Bank Travellers’ Guides which contain useful 
information including maps. There’s one for 
Sydney, Melbourne, Adelaide, Perth, Bris- 
bane, Tasmania, Wellington, Auckland, 
Christchurch and Dunedin. Merely write to: 





The Manager 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
71 Cornhill, London, E. C. 3, England 


General Manager’s Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396, Collins Street, Melbourne, Australia 


Chief Manager’s Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
196 Featherston Street, Wellington, New Zealand 





NEU 
AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 
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_ availability of goods and _ services, 
| would the Administration be consider- 
| ing a restoration of consumer credit 





controls? 

A simple answer “no” would have 
sufficed, probably, but the President 
thought the moment opportune to say 
a few things about prices, inflation, 
and the duties of the public and the 
Government in meeting the problem. 
He dismissed consumer credit controls 
as inappropriate to a free economy, 
but he did urge all purchasers—busi- 
ness as well as individual—to do their 
utmost to defer their demands for 
goods and credit for a while. He did 
not exactly call for a buyers’ strike, 
but he came close to it. 

However, he added, the responsible 
money-handling agencies of the Gov- 
ernment and the Federal Reserve Sys- 
tem recognize that inflation is today 
our major internal economic problem. 
They are giving it their constant at- 
tention, and meetings are held regu- 
larly. 

This last statement generated con- 
siderable interest. What sort 0% 
meetings are being held? By what 
authority, and under whose dominant 
forcefulness? How does it come about 


| that the Federal Reserve submits to 


occupying a seat at the conference 
table, in the light of a life-span of 
experience in what it costs in terms 
of freedom to be snared into a seat 
at an Administration conference 
table? Defenders of the independence 
of the Federal Reserve sprang to the 


| issue. 


A few days later, Secretary of the 
Treasury Robert B. Anderson ex- 
plained what it was all about. “The 
plan to hold these meetings,” he said, 
“has the endorsement of the Chairman 
of the Federal Reserve Board,” in 
addition to that of the President. Thus 
William McC. Martin enters the room 
on equal terms with the President. 

The entire emphasis of the Joint 
Administration-Federal Reserve effort 
is to build savings—savings by peo- 
ple, savings by business, savings by 
Federal, State and local government 
agencies. 

This concept of checking inflation 
through restricted buying and accel- 


| erated savings — wholly voluntary — 
| has not gone unchallenged. It has 


stirred strong reactions among politi- 


| cal opponents of the Administration, 





particularly in organized labor circles. 
The doctrine proclaimed by the “‘lib- 
erals” is that the real need is for 
additional consumer buying power so 
that sales may boom and industry may 
hum at higher pitches than ever. 

Banking’s opinion is divided. While 
“orthodox” banking thought supports 
the Administration - Federal Reserve 
point of view, there are many vigorous 
dissenters. 
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THE PERSONALITY SPOTLIGHT 








ALEX H. ARDREY 


WILLIAM H. MOORE 








FRANCIS S. BAER 


Bankers Trust Company’s top officers confer 


The new chairman of the board of 
directors for the Bankers Trust Com- 
pany, New York City, is 42-year-old 
William H. Moore. The former execu- 
tive vice-president succeeds S. Sloan 
Colt, for the past 27 years chief exec- 
utive of the bank, who has retired. 

Mr. Moore joined Bankers Trust in 
1938 and became executive vice-presi- 
dent and a director in 1956. 

Mr. Colt will continue to serve on 
the bank’s board of directors and as a 
member of the executive and develop- 
ment committees, as will E. Chester 
Gersten, vice-chairman, who has also 
retired. 

Top management of Bankers Trust 
now includes Mr. Moore, Alex- H. 
Ardrey, president, and Francis S. Baer, 
chairman of the executive committee. 

Other members of senior manage- 
ment are: John M. Budinger, vice- 
president and chairman of the advisory 
committee; J. P. Dreibelbis, senior 
vice-president and senior credit officer ; 
Wallis B. Dunckel, administrative vice- 
president; Brian P. Leeb, senior vice- 
president in charge of trust activities; 
John H. Millikin, vice-president in 
charge of personnel relations; and 
Roy L. Reierson, vice-president and 
chief economist. 


° 


Philip L. Ray, director, has been 
elected chairman of the board of the 
‘irst National Bank of St. Paul, Min- 
esota, following the resignation of 
Julian B. Baird as chairman. Mr. Baird 
‘aves to become Under Secretary of 
the Treasury, Washington, D.C. 

The new chairman has served as 
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chairman of the bank’s executive com- 
mittee since 1945. His interest in bank- 
ing stems from his founding of an 
investment banking firm in 1917. He 
later served with the first National 
Bank of Duluth, Minnesota, and be- 
came executive vice-president of the 
consolidated bank when First National 
merged with the American Exchange 
National Bank of Duluth. After a 
short period of work on Wall Street in 
New York City, he returned to St. 
Paul to become president of the First 
Trust Company and later a vice-presi- 
dent of the First National of St. Paul. 
* 

Loring L. Gelbach, president of Cen- 
tral National Bank, Cleveland, Ohio 
has added the responsibility of serving 
as chairman of the board to his duties 


following the recent resignation of 
John C. McHannan. Mr. McHannan, 
who has served with Central National 
for 65 years, was elected honorary 
board chairman and will continue as 
a director and a member of the execu- 
tive committee. 

Employed as a bank messenger at 
Central National in 1892, Mr. McHan- 
nan was elected an assistant cashier in 
1909, joined the board of directors in 
1918 and was named chairman of the 
board in 1939, 

Mr. Gelbach, who will now serve in 
the dual role of board chairman and 
president, has been president of the 
bank since 1945. 


2 


In promotions at the First Western 
Bank and Trust Company’s adminis- 
trative headquar- 
ters in Los An- 
geles, Alexander F. 
Smith has been 
named vice-presi- 
dent in charge of 
installment credit 
loans and David 
W. Holman has 
been made assist- 
ant vice-president 
in the same depart- 
ment. 

Mr. Smith joined First Western in 
1956 and has had over 33 years’ expe- 
rience in business and banking in Cali- 
fornia. Before joining First Western, 
Mr. Holman was associated with The 
First National Bank, Portland, Oregon. 





A. F. SMITH 


° 


Promoted to head all of the “out-of- 
town” groups for The Philadelphia 


New board chairman and his retiring predecessor 


LORING L. GELBACH 


JOHN C. McHANNAN 
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National Bank is E. Chandlee Archer, 
vice-president and a member of Phila- 
delphia National's staff since 1934. 
William Bates, Jr., assistant vice-presi- 
dent, has been named to succeed Mr. 
Archer in handling Philadelphia Na- 
tional business in six middle eastern 
seaboard states. 
~ 


Plans to consolidate three Southern 
California banks to create a combined 
institution with resources near the 
$3 billion mark have been announced. 

Boards of directors of the Security- 
First National Bank of Los Angeles, 
the Citizens National Trust and 
Savings Bank of Riverside, and the 
Security Trust and Savings Bank of 


San Diego have approved the consoli- 
dation into the Security-First National. 
The move will now be presented to 
stockholders of the three institutions 
and supervisory authorities. 

Elden Smith, president of Citizens 
National, is slated to be chairman of 
the executive committee, and Allen J. 
Sutherland, president of Security 
Trust, will be senior vice-president. 


Sd 


The Chase Manhattan Bank has 
named Jack A. Peyman vice-president 
in the branch administration depart- 
ment at the bank’s head office in New 
York City. He joined the bank in 1934. 
Five assistant vice-presidents were 
also appointed. They are Arthur F. 








Airmail Field Pick-up 


From Kansas City’s big municipal airport to 


our banking quarters takes five minutes...or less, 


Commerce Trust combines the speed of the 


airplane with the efficiency of its round-the-clock 


transit department. 


Results ...time saved! Relieve the pressure 
of “tight money”... send direct through the 
“Transit Crossroads of the Nation.” 


Capital Funds Loaned 36 Million Dollars 


KANSAS CITY'S OLDEST AND LARGEST BANK 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Beck; George J. Meara; Arthur J. 
Stead; Henry C. Whitney; and Edwin 
A. Stephenson. 


* 


H. Earl Cook, former chairman of 
the Federal Deposit Insurance Corpo- 
ration, will join 
the E. F. Hutton 
and Company, 
Kansas City, 
Missouri,on No- 
vember 1. E. F. 
Hutton is a na- 
tionwide securi- 
ties investment 
firm. 

Mr. Cook 
served with the 
F.D.1.C. for the 
past 10 years 
and has been chairman of that gov- 
ernmental agency since 1953. Before 
going to Washington, he was superin- 
tendent of banks for Ohio and a former 
president of the Ohio Bankers Asso- 
ciation. 

In his new position he will be man- 
ager of the firm’s bank underwriting 
department. 


H. E. COOK 


° 


Alfred T. Hartwell, Jr., and Robert 
E. Fairfax have been appointed trust 
officers at the Union Bank and Trust 
Company of Los Angeles, California. 

« 


In a major move at the Columbus 
(Georgia) Bank and Trust Company, 
James W. Blan- 
chard has joined 
the bank as pres- 
ident, succeeding 
Jack J. Pease, 
who was named 
vice-chairman of 
the board of di- 
rectors. 

Formerly an 
executive vice- 
president of the 
Citizens and 
Southern Na- 
tional Bank, Atlanta, Georgia, Mr. 
Blanchard has also been named to the 
Columbus Bank and Trust board. Mr. 
Pease, who has served as president of 
the bank for the past ten years, has 
been associated with the Columbus 
bank for 43 years. 














J. W. BLANCHARD 
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In advancements at branches of the 
Federal Reserve Bank of Dallas, B. J. 
Troy and Fredric W. Reed were named 
cashiers and W. C. Hartung, Alvin E. 
Russell and Frederick J. Schmid were 
named assistant cashiers. 


Four major promotions have been 
made in the Macon and Valdosta offices 
of The Citizens & Southern’ National 
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FREE FACTFILE 





Helps you answer 
client’s questions 


BANKERS are playing an ever-increasing part 
in plant site selection. Your expansion-minded 
clients look to you for help because they know 
you will give them the facts. The information you 
supply will be unbiased—complete—and up-to- 
the-minute. 


It answers the questions we are asked every day 
in letters and phone calls from executives and 
their representatives. 


ate, Labor Supply, Markets, Transportation and Distri- 
bution, and Living Conditions. 


Special Reports based on our Industrial Survey supple- 
ment the FACTFILE and Data Sheet Service to furnish 
“pre-plant” surveys of plants and plant sites available. 


You witt wanr several copies of this valuable FAct- 
FILE— which will be sent to you free of cost. Just mail 
the convenient coupon below to MOA headquarters. 


Evena slight examination of the new FACTFILE 
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T. I. DENMARK 














T. C. ASHLEY I. HARRELL 


Gain new administrative posts with Citizens and Southern 


Bank, Atlanta, Georgia. In Macon, 
Ralph Eubanks has been elected execu- 
tive vice-president, and T. Irving Den- 
mark has been made senior vice-presi- 
dent. In Valdosta, Thomas C. Ashley 
gains the executive vice-president’s 
post and Innes Harrell becomes senior 
vice-president. 

Mr. Eubanks, who joined the bank in 
1928, was elected vice-president in 1949. 
Mr. Denmark, with 45 years’ service 
with the bank, has been executive vice- 
president in Macon for the past 10 
years. 

A veteran of 37 years in banking, Mr. 
Ashley joined C & S in 1929, two years 
after Mr. Harrell became a C & § 
staff member. 


a 


The Irving Trust Company of New 
York City has opened a branch office 


at 400 Park Avenue, and has placed 
Lester F. Grieb, vice-president, in 
charge. He will be assisted by G. Robert 
Leslie, Jr., assistant vice-president, and 
James M. Waters, assistant secretary. 
To commemorate the opening, the 
bank is distributing a brochure of the 
history of the site called, “Park Ave- 
nue Panorama.” 
* 


A move to merge two New Haven, 
Connecticut, banks to form the fourth 
largest bank in the state is subject only 
to the approval of stockholders of The 
First National Bank and Trust Com- 
pany and The New Haven Bank, 
N.B.A. 

Joseph H. Allen, president of First 
National, is slated to become chairman 
of the board of the merged bank, while 
president of the New Haven Bank, 
Abbott H. Davis, will serve as president 





of the new bank to be called The First- 
New Haven National Bank. Total as- 
sets of the merged institutions would 
approximate $160 million. 


Elmer J. Gerlach, Othmar J. Roehl 
and Edward I. Van Housen have been 
made vice-presidents in the commercial 
loan department of the Marshall and 
Ilsley Bank, Milwaukee, Wisconsin. 


5 


Reuben D. Beckett has been elected 
a vice-president in the trust depart- 
ment of the Chi- 
cago National 
Bank. He joins the 
bank after serving 
as vice-president 
and trust officer of 
the Mercantile Na- 
tional Bank of Chi- 
cago. 

Before joining 
Mercantile Nation- 
al in 1938, Mr. 
Beckett was a trust 
administrator in the City National 
Bank of Chicago. He is a past presi- 
dent of the Chicago Chapter, American 
Institute of Banking. 





R. D. BECKETT 


e 


Frank X. Overman has been elected 
vice-president at the Northwestern 
Bank, St. Louis, Missouri. At the same 
time, Robert W. Timmerman was ap- 
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AMERICA 








**He says he’ll only accept 


Bank of America Travelers Cheques.”’ 
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BANKERS! Here’s why you should sell Bank of 
America Travelers Cheques... 


POPULARITY ! They’re the world’s best-known 
bank travelers cheques. 


ADVERTISING ? They’re advertised all year ‘round 
in top national magazines. 


PROMOTION! Colorful wallets, blotters, travelers’ 
memo books, lobby cards, leaflets and a complete Seller’s Manual 
give you plenty of sales aid right in your own office. 


CUSTOMER SATISFACTION! Your customers 
will like knowing their cheques are issued by the world’s largest 
bank—and if their cheques are lost or stolen, they'll like our 

fast and liberal claim service. 


COMMISSIONS! You keep 90¢ for every $100 you sell. 


Bank of America 


NATIONAL ZfRYSTA82 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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pointed assistant secretary and treas- 
urer of the bank. Mr. Overman has 
been with the bank for 45 years. 


. 


In changes at the Society for Savings 
and Society National Bank, Cleveland, 
Ohio, six men have 
been promoted. 

At the Society for 
Savings, Lewis E. 
Franckle becomes 
vice-president and 
treasurer and Don- 
ald W. Scherbarth 
has been named as- 
sistant cashier. The ——. 
new vice-president —— 

L. E. FRANCKLE joined Sockets in | QO i. 
1940 and was elected Outdoor Banki 
cashier of the bank in 1956. 

In Society National advancements, 
W. James Vandenberg was made cash- 
ier, G. Earl Nipple was promoted to 








Two of the Sotille Group banks, Florida, 
are using RCA television cameras to 


comptroller, Joseph V. Pojman was link a total of 13 drive-in teller booths 
named auditor, and Frederick W. Kim- with central records. Says Mr. James 
ball was elected assistant cashier. Sotille, Jr., President, ‘In addition to 
. enhancing our reputation as a forward- 

At The Dime Savings Bank of looking organization, TY—the modern 
3rooklyn, New York, Robert W. P. medium for speedier, streamlined bonk- 


Morse has been appointed vice-presi- ing service — produces appreciable 
dent after serving with the bank since 


1933 in the accounting and mortgage 
departments. 
Newly named assistant vice-presi- 


dents are Charles H. Miller and Karl A. 


~.  Super Service Drive-in Banking 
| via RCA Television 


savings in operating costs.” 








of the board of Bank of America in 
1955, has been elected chairman of the 
board of the Consolidated Freight- 
ways, Inc., San Francisco, California. 


P Want to give speedy service to drive-in customers and increase the 
vw efficiency of your banking business? Then install RCA Closed Circuit 

A newly-created officer position, part ; 
that of regional vice-president, will Television. When withdrawal checks are presented, teller can confirm 
be filled by Hey- | signature and bank balance by “teller-vision’”’ without leaving the 


ward T. Denyes at 
The Bank of Vir- 
ginia, Richmond. 
He will be assigned 
to the Tidewater 
cities of Norfolk, 
Portsmouth and 
Newport News, 
Virginia and_ will 
be a member of the 


spot. Result: Faster handling of each customer, improved traffic 
conditions in your driveways, more business! It’s significant that, 
in the progressive financial institutions, the choice of TV equip- 
ment is RCA. 


Find Out How RCA Closed Circuit Television Can Help You. 





RADIO CORPORATION of AMERICA 



































bank’s board in H. T. DENYES BROADCAST AND TELEVISION EQUIPMENT 
e,° pewrrr-= Tm Ly Selieetietietineditedin ty 

each of those cities. j We: CAMDEN, N. J. ‘ 

Mr. Denyes formerly served for 27 | Radio Corporation of America 
vears with the Industrial National Broadcast and Television Equipment : 
Bank of Detroit. Dept. Y-276, Building 15-1, Camden, N.J. ; 

e In Canada: RCA VICTOR’ Company Ltd., Montreal 

Plans are underwav to merge the [_] Please tell me how other financial institutions are making profitable use of RCA 
Reg carte pe is ides Closed Circuit Television. 
Suffolk Savings Bank for Seamen and 
Others and the Franklin Savings Bank NAME TITLE ' 
of Boston, both of Boston, Massachu- COMPANY ' 
setts. If fully approved the new bank ADDRESS 
which is expected to be named the ane aadil ae 
S c F cli 7] cow — ' 
Suffolk Franklin Say ings Bank, w ould Have RCA Television representative call on me. ‘ 
be headed by William B. Snow, chair- H 
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Planters Bank and 
Trust Company, 
Hopkinsville, Kentucky 
















when we plan your new quarters 


you know where you 
stand...before you start! 





Rarely in your business life will you make a more important 
decision than when you decide to build new quarters, or to 
remodel. With that decision, cost becomes a major consideration. The wise banking 
executive will know that a realistic cost estimate is essential to the project’s success. 


When you select Bank Building & Equipment Corporation as your designer, you 
know where you stand before you start. You control the costs from the beginning. 
As part of our preliminary analysis, we submit a guaranteed cost estimate. You'll pay 
no more... and you may pay less. 


One big reason why BB&EC can give you a firm, fixed commitment is experience. 
Another is specialization. Over 3,200 completed financial building projects, in virtually 
every corner of the U. S., are testimonials to our experience and specialization. 

Your project will draw on the biggest team of financial design specialists in the world 
... analysts, designers, engineers, cost consultants, construction and equipment 
experts. They work together, following long-tested planning techniques, to get your 
project completed on schedule . . . and within the limits of a practical budget!. 


Your new or remodeled quarters, when they’re designed by specialists, will produce 
other important benefits, too . . . benefits such as lower operating costs, increased 
employee productivity and morale, new business, new profits! Why not investigate... 
before you invest? 





Southeast Branch 
Fort Wayne National Bank 
Fort Wayne, Indiana 
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First National Bank, Jackson, Mississippi 


Select your designer with care.. 


Check his financial responsibility as well as his 


skill and experience in this highly specialized field! 
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ung eye Don GORD 


(MERLE 


Headquarters: St. Louis, 1130 Hampton Ave. 
Offices in: NEW YORK, 342 Madison Avenue + aTLanta, Western Unior 
Building « sAN FRANCISCO, 275 Post Street « cHicaco, 333 N. Michigar 


Operating Outside Continental U.S. as: Bank Building Corporation, International 
Operating in Mexico as: Edificios Para Bancos ¢ Subsidiary: Design Incorporated 


INVALUABLE AID TO YOUR PLANS GROUP IN DISCUSSING YOUR NEW QUARTERS PROJEC 


— ee ee ee eee ee ee ee ee eee ee oe ee, 


Mr. J. B. Gander, President 
Bank BuiLpING AND EquipMeNT CoRPORATION OF AMERICA 
1130 Hampton Ave., St. Louis, Mo. 


Send my free copy of: “BANKER’S GUIDE TO PROFITABLE NEW QUARTERS” 


On or about we contemplate: 
Send for your 0) NEW BUILDING [J MODERNIZED QUARTERS ([(] NEW FIXTURES 
OO) MODERNIZED FIXTURES 
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View of lobby, Southeast Branch 
Fort Wayne, National Bank copy to day. sis Name. 
Fort Wayne, Indiana yours for the TITLE 
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man of the board, and Maynard L. 
Harris, president. Mr. Snow is now 
president of Suffolk Savings and Mr: 
Harris is president of Franklin Savings. 


So 


Vice-president in charge of person- 
nel is the new title for George E. 
Brewer at the New York Trust Com- 
pany, New York City. 


te 


The First National Bank of Minne- 
apolis, Minnesota, recently had a party, 
and all of the prize winners were 
people from the banking industry. To 
celebrate the bank’s 100th anniversary, 
officers staged a Fin-Tennial fishing 


contest and only bank officers and staff 
members from Minnesota, the Dakotas, 
Iowa, Montana, northern Wisconsin 
and Michigan’s upper peninsula were 
eligible to compete. 

Bank presidents who were among 
the seven winners were A. J. Kane, 
First National Bank, Brewster, Min- 


nesota, and Sharpe Pruetz, Kulm 
(North Dakota) State Bank. R. M. 
Leslie, vice-president of the First 
National Bank, Kalispell, Montana, 
was the third winner. Assistant 
cashiers sharing top honors’ were 
Victor Stein, First National Bank, 


Cold Spring, Minnesota; Mrs. Mary 
Ann Kubesh, Citizens State Bank, 
Winsted, Minnesota; R. Paul Peder- 
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Time-savers on the desk top...and 
with the modern look you want! 
Everybody approves when you 
select desk top equipment designed 
by the Bert M. Morris Co. They’re 
matched in color, style, and utility! 

Include this modern desk top 
equipment in your office planning. 
Available from the Bert M. Morris 
Co. is a 1957 Catalog to help you 
plan wisely. Write for it! 


ESSENTIALS IN 
EVERY OFFICE 

Morris Safe-T-Set 

Beauty with efficiency—large ink 


supply can’t leak, won't spill, is easy 
to fill. 
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IT’S EFFICIENCY WITH 
THE MODERN LOOK! 
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Morris Memo Holders 

Holds standard memo paper. Avail- 
able with ball point pen attached. 
Morris Phone Rest 

Frees both hands. Fits all phones— 
either shoulder. 

Morris Trays—Letter & Legal 
Easy access with rear suspension. 
Stacks to any height. 

Morrisharp Electric 

Pencil Sharpener 

Fast, self-starting. Cutting stops 
when desired point is obtained— 
choice of medium, fine, extra-fine. 
Morris Ash Tray 

HE-MAN size...Perfect for sales 
meetings...removable glass liner... 
matches newest style in steel office 
furniture. 


BERT M. (Morris Co. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd., Montreal. Quebec 
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son, First State Bank, Hope, North 
Dakota; and Paul J. Peterson, Mer- 
chants State Bank, Rhinelander, 
Wisconsin. 

The prizes? A choice of either a 
fibreglass or aluminum 14 foot fishing 
boat. 


° 


The consolidation of the National 
Bank of Topeka and The Central Na- 





J. E. MERRIAM 


Becomes board chairman 


tional Bank and Trust Company to 
form the new First National Bank of 
Topeka joins two of Kansas’ most 
prominent pioneer banks. 

J. E. Merriam, new chairman of the 
board of the consolidated bank, had 
been president of Central National since 
1941. He began his long career with the 
bank in 1920 when the Merriam Mort- 
gage Company merged with the Central 
Trust Company. Central Trust was 
merged with Central National, subse- 
quently, in 1950. The former president 
of the Kansas Bankers Association is 
the third generation of the Merriam 
family to have been involved in mort- 
gage work. 

R. Charles Clevenger, the former 
president of the National Bank of 
Topeka and now president of the con- 
solidated bank, started in banking as 
a messenger in 1931 and represents the 
third generation of his family to be 
connected with the bank. He joined 
National Bank of Topeka in 1936 and 
rose to the presidency in 1950. 


od 


The success story of Ralph H. Bogle, 
president of the Burke and Herbert 
Bank and Trust Company, Alexandria, 
Virginia, was recapped recently in a 
feature article appearing in the Wash- 
ington (D.C.) Post Times Herald. The 
story recounts how the performing of 
a favor for a customer of the New 
York Central ticket office resulted in 
his career as a highly successful manu- 
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Joachimsthaler: great-grandfather of the dollar 


The Counts of Schlick, pos- 
sessors of silver mines in the 
Joachimsthaler (the dale, or 
valley, of Joachim) in Bohe- 
mia, issued a large silver coin 
which won high reputation in 
the 16th century. First called 
joachimsthalers, the coins later 
became known simply as 
*‘thalers .”? With the German 
“th”? usually changed to ‘‘d”’ 
in Scandinavian and English, 
the coins were known as dalers 
and dollars, respectively. 
**Dollar’’ became good English 
in Elizabethan times and was 
applied to other coins of similar 
size and weight, including the 
Spanish piece-of-eight. 





As a correspondent of The Northern 
Trust, you are able to pass on to your 
own customers the advantage of 
having available the broad range 
of services offered by a large city 
bank such as The Northern Trust 
Company. 

For example, with the develop- 
ment of the inland waterway system, 
the facilities of our Foreign Depart- 
ment are of particular importance to 
you and your customers. This depart- 
ment can arrange for the purchase 
and sale of foreign exchange, issue 
commercial and travelers’ letters of 
credit, collect items on overseas 


hee 


NORTHERN 


points, and provide current foreign 
credit information. In addition, a 
world-wide network of banking con- 
nections will serve to provide you 
with financial assistance in almost 
every country. 

Operating facilitiesat The Northern 
Trust reduce float to its minimum... 
our private Post Office box, direct 
plane-to-bank messenger service, and 
night processing of checks save hours, 
often days. 

We will be happy to call on you to 
provide additional information about 
correspondent services. Write or call 
The Northern Trust today. 


RUST 


Box N, Chicago 90 
Telephone Financial 6-S5500 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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facturer of weed killers. Mr. Bogle is 
also president of the Northern Virginia 
Economic Development Corporation. 


Sd 


Fred G. DeLong, comptroller of the 
Mellon National Bank and Trust Com- 





pany, Pittsburgh, 
Pennsylvania, has 
been appointed 


vice-president of 
the bank. 

Mr. DeLong 
started his banking 
career with Bank- 
ers Trust Com- 
pany, New York 
City, in 1933. He 
later served with 
Empire Trust of 
the same city and Union Trust Com- 
pany of Pittsburgh before the bank 
was merged with Mellon Bank. He 
was named comptroller in 1955, 








F. G. DeLONG 


5 


Vice-president in charge of the in- 
stalment loan department, Flint office 
of the Michigan National Bank, is the 
new title for Le Roy E. Sutton. 


+ 


L. R. Murray has been appointed sec- 
retary of the Westminster Bank Lim- 
ited, London, England, succeeding 


W. A. Dry who has retired after 47 
years service with the bank. 


a 


The Grace National Bank of New 
York City has named William J. 
O’Connell vice-president. He was pre- 
viously associated with the legal de- 
partment of the W. R. Grace Company, 


_New York City. 


° 


At The Merchants National Bank, 
Boston, Harry W. Baughman has been 
named a trust officer. 


5 


F. W. Misch, vice-president, finance, 
and a director of the Chrysler Corpor- 
ation, Detroit, has 
been named a direc- 
tor of the National 
Bank of Detroit. 

Employed as a 
cost clerk by the 
firm in 1926, he be- 
came comptroller in 
1946, was elected 
vice-president, or- 
ganization, in 1954 
and was elected 
vice-president, finance, and a director 
in 1956. 





F. W. MISCH 


New vice-president at the Chemical 
Corn Exchange Bank of New York 


City is W. Brewster Winton, a member 
of the bank since 1933. 


5 


William E. Drenner, former vice- 
president and a senior lending officer 


of the First Na- 
tional Bank of 
Memphis, Tennes- 


see, is the new pres- 
ident of the City 
National Bank of 
Fort Smith, Arkan- 
sas. 

Mr. Drenner 
joined the Mem- 
phis bank in 1951 
to organize a spe- 
cial livestock and 
agricultural department to work closely 
with the correspondent banks through- 
out the mid-South. He was in charge 
of the Arkansas and Oklahoma section 
of the bank’s correspondent bank divi- 
sion before leaving for Fort Smith. 








W. E. DRENNER 


+ 
Executive vice-president is the new 
title for William N. Louque at the Na- 
tional American Bank, New Orleans, 
Louisiana. Rodney C. Brower, Jr., and 
William F. La Rose were promoted to 
assistant cashiers. 
oa 


Harvey G. Brown has been made 
vice-president and manager of the 












MODEL 4202-B 


For counting currency 


Shadograph Scales, especially 
designed with extreme sensi- 
tivity, are being used by banks, 
auditing departments, anywhere 
currency is counted or strapped. 
Available in two models— 
Model 4104-B, shown at right, 
and Model 4204-B, not shown. 
Write for details. 





SHADOGRAPH Coin-counting Scale 


Counts any coins or tokens— 
detects errors in seconds! 


Sales and Service 
from Coast to Coast 


This new coin-counting Shadograph has a specially 
marked dial to give you fast, accurate count of coins 
of any denomination or tokens. You simply use a 
pre-counted roll of coins as the counterweight to 
balance each roll of coins to be counted. One coin 
over or under the desired count is immediately 
detected by Shado-edge indication projected by a 
beam of light on the dial. Simple and easy to use, 
anyone can operate the Shadograph. No danger of 
paralax readings. Write for complete information. 


THE EXACT WEIGHT SCALE CO. 
950 W. FIFTH AVE., COLUMBUS 8, OHIO 
In Canada: P.O. Box 179, Station S$, Toronto 18, Ont. 










Find us in 
your local 
‘Yellow Pages’ 

Fe 











Burroughs Clearing House 





ax 


ita 





Eureka branch of the Crocker-Anglo 
National Bank, San Francisco, Cali- 
fornia. 

° 


Named to fill the newly-created post 
of executive vice-president of the First 
Federal Savings and Loan Association, 
West Palm Beach, Florida, is George 
S. Campbell who joined the First 
Federal staff in 1945, 


e 


Joining The South Carolina National 
Bank, Columbia, as vice-president in 
charge of the con- 
sumer credit lend- 
ing division is 
Nolan P. Schuler, 
Jr. He leaves The 
First-Citizens Bank 
and Trust Company 
of North Carolina 
to coordinate South 
Carolina National’s 
consumer credit 
services. N. P. SCHULER 

His experience in 
the financial field dates back to 1937, 
when he joined the Commercial Invest- 
ment Trust Corporation and worked 
for this firm in North and South Caro- 
lina before joining First-Citizens in 
1946, 

[In a second appointment, Thomas E. 
Myers will join South Carolina Na- 
tional October 1 
as vice-president in 
charge of the 
bank’s statewide 
and national cor- 
respondent bank di- 
vision. He comes to 
the bank after serv- 
ing as executive 
vice-president of 
the First National 
Bank of Easley, 
South Carolina. 

He started his banking career with 
the Carolina Savings Bank, Charleston, 
South Carolina, in 1938. In his new job 
he will also be in charge of directing 
bank meetings, conferences, planning 
and scheduling of banking relations 
programs. 

In a third appointment, John W. 
Hyde, vice-president of South Caro- 


























T. E. MYERS 


Given new responsibilities 


R. P. EDMUNDS J. W. HYDE 
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Set in easy to read type 


Designed especially for faster reference work 

Telephone numbers included 

Complete foreign as well as American listings 

Accurately tabulated and designed for } 
easy comparison of statements \ 


THE 


CHASE MANHATT AN BANK 


EW YORK 
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BANKERS DIRECTORY 
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THE NEW BURROUGHS SENSITRONIC... 
THE MOST COMPLETE ELECTRONIC BANK BOOKKEEPING MACHINE! 


It's new and it’s news! From Burroughs electronics: banking’s most complete 
electronic bookkeeping machine. The most complete functionally, too . . . and the 
most fully automatic, most versatile and most compact. Get the detailed story on 
the unmatched speed, efficiency and cost savings that this advanced 

new electronic taskmaster can bring to your operations. Call our 

nearest branch office. Burroughs Division, Burroughs Corporation, Burroughs 


Detroit 32, Michigan. 


Burroughs and Sensitronic are T'M’s, 








TS THE NEW BURROUGHS SENSITRONIC 
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lina National, was made_ regional 
vice-president for the eastern district 
of the state. He succeeds Robert P. 
Edmunds, Jr., who has been promoted 
to vice-president and statewide general 
trust officer. 

Mr. Hyde was formerly with the 
First National Bank of Greenville, 
South Carolina, before that bank was 
merged with South Carolina National. 
Mr. Edmunds joined South Carolina 
National in 1927, 


* 


At the St. Petersburg (Florida) 
Bank, A. B. Edwards, Jr., has been ad- 
vanced to vice-president and comptrol- 
ler and Rutland Rowe named assistant 


cashier. C. C. Fortson and Neil Vander- 
poel have joined the bank as assistant 
vice-presidents. 

7 


Robert S. Scheu has been elected 
vice-president of the Marine Trust 
Company of Western New York, 
Buffalo. He will be administrative head 
of the bank’s investment counseling 
service and will assist in trust invest- 
ment work. 

. 


Honoring his 40 years with The Na- 
tional Bank of Commerce of Houston, 
Texas, R. P. Doherty was recently pre- 
sented with cuff links carrying a dupli- 
cate of the bank’s seal. Mr. Doherty 
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Fast and efficient reference. POLK'S Bank Directory 


keeps all pertinent facts 


together — the horizontal 


rules quickly distinguish each listing. Index tabs for 
cities and states save searching time. 


Detailed, up-to-date helpful information. 


Polk's is 


really three directories in one. It's the one — the only 
bank directory — that fully covers the banking world 
and includes the investment and insurance fields, too! 


ORDER YOUR POLK'S BANK DIRECTORY, TODAY! 


5 YEAR CONTRACT: $25.00 A COPY 
SINGLE ISSUE: $37.50 


R. hn 


OLK & CO. 


AAA AL IN 


Nashville 


3, Tennessee 
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For 40 years work 


started his banking career with the 
First State Bank in Kingsville, Texas, 
and one year later joined Nationa! Bank 
of Commerce. Shown presenting the 
gift in the accompanying picture is 
A. D. Simpson (left), vice-chairman of 
the bank. 

In another bank ceremony, Execu- 
tive Vice-President A. L. Leonard of 
the Glass City office of the Peoples 
Union Bank and Trust Company, Jean- 
nette, Pennsylvania, celebrated his 50th 
year with the bank at a dinner of bank 
employees. J. K. O’Dowd, comptroller 
of The First National Bank of Fort 
Worth, Texas, was also honored at a 
party given to mark his 40th anniver- 
sary with the bank. 


4 


In advancements at The First Na- 
tional Bank of Memphis, Tennessee, 
Edward C. Boldt 
was named vice- 
president and Nor- 
fleet R. Turner was 
made assistant vice- 
president. 

Named ‘“Out- 
standing Young 
Man of the Year” 
by the Memphis 
Junior Chamber of 
Commerce in 1956, 
Mr. Boldt is as- 
signed to the bank’s loan division. Mr. 
Turner also is active in civic undertak- 
ings and is with the loan division. 














E. C. BOLDT 


5 


Named chief administrative officer in 
the trust department of the Mercantile 
National Bank of Chicago is Peter F. 
Kaufman. 


5 


Two senior vice-presidents have been 
elected at the Texas Bank and Trust 
Company, Dallas. They are Jack G. 
Lawrence and Lew C. Sayers. 

Mr. Lawrence, former president of 
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THE EXCITING 
DESIGN IN 

OFFICE FURNITURE 
IS BEING DONE 
WITH WOOD 





You owe it to yourself and your business to see what today’s new 
designs in warm, friendly, quiet wood can do for your office. They can 
give your firm the look of tomorrow—aesthetically and functionally. 
Wood converts your private office into a “living” room—and promotes 
efficiency, morale and good public relations in the general office. 
Whether replacing old desks and chairs, or equipping new space, 

let your office furniture dealer demonstrate 

why it’s “better business to do it with wood.” 

FREE: Helpful new 36-page booklet, “Office 

Planning and Layout,” yours for the asking. 





BETTER OFFICES FOR BETTER BUSINESS 
WITH FRIENDLY WOOD 


Woop OFFICE FURNITURE INSTITUTE 
730 11th STREET N.W., WASHINGTON, D.C. 


‘or better use of wood office furniture these companies contributed to the preparation of this message: Alma Desk Compariy, High Point, N. C. - Boling Chair Company, Siler City, N. C. - Gregson 
Mfg. Company, Liberty, N. C. - Hoosier Desk Company, Jasper, Ind. - Imperial Desk Company, Evansville, Ind. - Indiana Chair Company, Jasper, Ind. - Indiana Desk Company, Jasper, Ind. - Jas- 
ver Chair Company, Jasper, Ind. - Jasper Desk Company, Jasper, Ind. - Jasper Office Furniture Company, Jasper, Ind. - Jasper Seating Company, Jasper, Ind. - The Leopold Company, Burlington, 
lowa + The B. L. Marble Chair Company, Bedford, Ohio- Myrtle Desk Company, High Point, N. C. - The Taylor Chair Company, Bedford, Ohio - Thomas Furniture Company, High Point, N. C. 
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J. G. LAWRENCE 


L. C. SAYERS 


New senior vice-presidents 


Main Bank and Trust Company of San 
Antonio, has served as_ vice-presi- 
dent and senior loan officer of the 
Texas Bank. Mr. Sayers, presently the 





senior loan officer, was formerly a 
loan examiner with the Reconstruction 
Finance Corporation before joining 
Texas Bank five years ago. 


aa 


The First National Bank of Wilkes- 
Barre and The Second National Bank 
of Wilkes-Barre have consolidated to 
‘form The First-Second National Bank 
and Trust Company of Wilkes-Barre, 
Pennsylvania. 

New officers elected 
G. Shennan, 


were Maurice 
president of First Na- 


tional, now chairman of the consoli- 
dated bank, and Thomas H. Kiley, 
Second National president, who is 


president of the new bank. The new 
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Shredmaster Bantam-10 Devours Confidential Papers 
And Obsolete Records Right In Your Own Office 


Are your confidential papers exposed 
to prying eyes? You, too, can have 
SHREDMASTER protection when 
disposing of confidential papers and 
obsolete records. The Bantam-10 
SHREDMASTER assures security 
for your company by turning obsolete 
records into unreadable shreds in a 
matter of seconds. Makes destruction 
of records a simple routine. Learn 
how security-minded companies, 
banks and government agencies safe- 
guard their confidential papers and 
—* records with SHREDMAS- 
ER. 


FREE 10-DAY TRIAL. New illustrated 
folder describes unique Bantam-10, 
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ay 

Portable, quiet, 
clean, the 

_ Bantam-10 is 

| the only paper 

~*| shredding machine 
a 






designed 
for office use. 


gives full “details about Free 10-day 
Trial. Write today for: 

Circular 33 Room 1102 
9 East 40th Street, New York 16, N.Y. 
THE SHREDMASTER CORP. 
A DIVISION OF SELF WINDING CLOCK CO., INC. 


Manufacturers also of the Clipper-14, only heavier 
duty shredding machine suitable for office use. 


Sales and Service in all principal cities in U. $. and Canada 





board chairman joined First National 
in 1933 and has served as president 
since 1944. Mr. Kiley began his bank- 
ing career with the First National City 
Bank, New York City, in 1930, and 
moved to the Ohio Citizens Trust 
Company of Toledo in 1942. He joined 
Second National in 1956 as president 
and director. 


4 


Roland W. Mahood has been ap- 
pointed vice-president and investment 
officer of the Na- 
tional Bank of 
Westchester, White 
Plains, New York. 
He comes to the 
bank after serving 
as supervisor of the 
Marine Midland 
Corporation’s in- 
vestment research 














department. 
R. W. MAHOOD Mr. Mahood has 
had _ several years 
experience in personal trust, pension 


fund, and investment management ac- 
counts and has been active in New 
York City banking circles. 

. 


William G. Brumder, president and 
chairman of the board of the First 
Wisconsin National Bank, Milwaukee, 
has been chosen Wisconsin chairman 
of the Crusade for Freedom. He will 
head a statewide educational and fund 
raising campaign for the organization 
that supports Radio Free Europe and 
Free Europe Press. 

+4 


In advancements at the Industrial 
National Bank of Providence, Rhode 
Island, H. Clinton 
Gadsby has been 
named vice-presi- 
dent, Theodore R. 
Coleman and Fred- 
erick M. Mitchell 
were appointed as- 
sistant cashiers and 
John Van _ Bode- 
gom, Jr., was made 
assistant vice-presi- 
dent. 

Mr. Gadsby joined 
Industrial National in 1923 and became 
assistant vice-president in 1954. In his 
new position he will continue to direct 
the activities of the mortgage, savings 
and safe deposit departments. 

. 4 














H. C. GADSBY 


W. Kenneth Regan has been elected 
executive vice-president of the Valley 
Stream (New York) National Bank 
and Trust Company. He has been with 
the bank for 20 years. 

5 


Joining the ranks of city banks em- 
ploying agricultural representatives, 
the City National Bank and Trust 
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PALISADES TRUST COMPANY OF 





ENGLEWOOD, NEW JERSEY, USES 
MODEL 250 
BRANDT AUTOMATIC CASHIER ALL TYPES OF BRANDTS 


Delivery chute type. Coins delivered di- 
rect to customer upon depression of a 
single key. 





MODEL 150 
BRANDT AUTOMATIC CASHIER 


Trap door type. Coins delivered to cus- 
tomer by operator following depression 
of a single key. 
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4 > 
MODEL CHM — BRANDT 
COIN COUNTER AND PACKAGER Interior view of Palisades Trust Company showing several Brandt Machines. 
Motor driven. Handles all coins from 
pennies to silver dollars, inclusive. 
Mechanical improvements make for 
speedier packaging of coins with less 
effort. Hand operated machine is also 
available. : - 
The Palisades Trust Company has a complete installation 
of Brandt coin handling equipment in order that it may 
serve its customers with speed and absolute accuracy. 
The Brandts in use by this institution consist of nine Auto- 
matic Cashiers, two Coin Counters and Packagers and a 
' Coin Sorter and Counter. 
e 
is 
t MODEL SL — BRANDT 
Ss COIN SORTER AND COUNTER 
: Motor driven. Sorts and counts mixed 
coins, pennies to half dollars, inclusive. 
Features new ‘‘quick take-apart’’ con- 
struction permitting quick, easy access 
d to many of the working parts. 
y 
ik 
h BRANDT AUTOMATIC CAS HIER Cc *O. 
WATERTOWN Established 1890 WISCONSIN 
“Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 
. 
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Choose 
JACKSON 
DESKS 





for sturdy construction 


All Jackson Desks are the result of 
master-crafted construction for en- 
durance and satisfaction ... with no 
sacrifice in design or style... re- 
sulting in less initial cost — very 


low maintenance 


cost. 


* DOVETAILED DRAWERS 


are dove- 
and back 
. . + bottoms framed on 
four sides and well glue- 
blocked . . . solidly con- 
structed for rigidity and 
Strength . . makes 
drawer amuning and clos- 
ing smooth and easy even 
after years of service. 


All drawers 
tailed front 


* CABINET GLUES 


All cabinet glues are 
polyvinyl resin, inor- 
ganic and _bacteria- 
proof ... will not 
crystallize . . . fur- 
nish strength and su- 
perior holding power, 
assuring years of sat- 
isfactory service. 


* BONDED PLYWOOD 























All plywood used _ is 
bonded in hot plate 
presses under extreme 
pressure. An example of 
the custom-crafting which 
is standard in all Jack- 
son Desks . . . with fea- 
tures ordinarily found 
only in office furniture 


4 selling for much more. 


* 5-PLY DRAWER FRONTS 


also prevents 
sticking, makes for 
smoother drawer op- 
eration. It is such at- 
tention to  construc- 
tion detail which 
gives the extra utility 
and satisfaction found 
in Jackson 


WARPING 


Write for the name of your 
nearest Jackson Desk dealer. 


JASPER 


OFFICE FURNITURE CO. 


Jasper 
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Company, Kansas City, Missouri has 
created the farm post in its bank and 
named Galen Morley to fill the posi- 
tion. A former assistant county agent, 
Mr. Morley was recently farm repre- 
sentative for the First National Bank 
of Thayer, Kansas. 


e 


The Main Bank and Trust of San 
Antonio, Texas, has elected Charles B. 
Cooney president. 
The former execu- 
tive vice-president 
started his banking 
career with the 
National. Bank of 
Commerce, Hous- 
ton, Texas, in 1951. 

He resigned his 
post as loan officer 
with National Bank 
of Commerce in 
1955 to help  or- 
ganize the Main Bank and Trust. The 
33-year-old native of Pennsylvania has 
been active in civic undertakings in the 
San Antonio area. 


C. B. COONEY 


° 


Vice-President John F. Murphy has 
been named senior loan officer at the 
First National Bank and Trust Com- 
pany, Scranton, Pennsylvania. In 
addition to his duties in charge of the 
collateral and mortgage loan depart- 
ment, he will now be in charge of the 
credit department. 


6 


That the banking industry repre- 
sents an attractive and sound invest- 
ment seems to be borne out by recent 
purchases of a wealthy Texas family. 

The Murmanill Corporation of 
Dallas, Texas, a firm that lists as one 
of its largest stockholders Clint W. 
Murchison, recently bought into the 
shares of both the Chicago City Bank 
and Trust Company and The Mutual 
National Bank of Chicago. 

In a second move, John and Clint 
Murchison, Jr., teamed with Ralph 
Wann of Canon City, Colorado, to 
become owners of about eight per cent 
of the stock in the First National 
Bank and International Trust Com- 
pany of Denver, Colorado. 

* 

New president of The Montclair 
(New Jersey) Savings Bank is Angelo 
J. Spinelli. He succeeds the late T. Phil- 
ip Reitinger. Mr. Spinelli has been with 
the bank since 1918 and was named 
vice-president in 1948. 


5 


Wendell J. Miscoll has been made 
vice-president of the First National 
Bank of Wisconsin Rapids, Wisconsin, 
succeeding Henry C. Demitz who has 
retired. In other promotions, Ray- 
mond L. Anderson moves to the 
newly-created post of controller and 





Darwin A. Blanke becomes assistant to 
the president. 


4 


Banco Nacional de Cuba’s first office 
outside of Cuba has been opened on 
Wall Street in New York City. The 
U.S. branch office will be headed by 
Daniel A. del Rio who recently retired 
after 32 years’ service with The Han- 
over Bank, New York City, as vice- 
president in charge of Latin American 
operations. 


+ 


The Plymouth Savings and Loan 
Association, Newark, New Jersey, has 
elected Herbert E. Goldberg president. 
He succeeds Samuel E. Sofman, who 
becomes chairman of the board of 
directors. 

° 


New vice-president and cashier of the 
Central Bank, Grand Rapids, Michigan, 
is Benjamin C. Nanninga. He succeeds 
the late William T. Hakken. 


4 


Walker White, Jr., formerly an ex- 
aminer with the Federal Deposit In- 
surance Corporation, has joined the 
Capital Bank and Trust Company, 
Baton Rouge, Louisiana, as vice-presi- 
dent in the bank’s business develop- 
ment department. 


Sd 


Sterett R. Prevost, Jr. has joined the 
Central Home Trust Company of 
Elizabeth, New Jersey, as assistant to 
the president. 


e 


Charles H. Franklin has retired as 
assistant chief national bank examiner 
in the office of the 
Comptroller of the 
Currency, Washing- 
ton, D.C. and has 
joined the County 
National Bank and 
Trust Company of 
Santa Barbara, Cali- 
fornia, as vice- 
president. 

Mr. Franklin will 
head the trust de- 
partment, succeed- 
ing R. E. Bixby who has retired. The 
new vice-president served as a trust ex- 
aminer in the Twelfth Federal Reserve 
District before going to Washington 
six years ago. 














C. H. FRANKLIN 
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In major advancements at the First 
Citizens Bank and Trust Company, 
Smithfield, North Carolina, Robert P. 
Holding, Jr. has been named chairman 
of the board and Lewis R. Holding be- 
comes president. Both men are sons of 
the late president, Robert P. Holding. 
Robert Holding has been executive 
vice-president of the Bank of Fuquay 
Springs, North Carolina, and Lewis 
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AMERICAN NATIONAL BANK, CHICAGO, ILL. 


MODERNIZE, COMFORTIZE 
and...minimize overhead 


INVEST IN AN INTERNATIONAL REVOLVING DOOR ENTRANCE! 


Send name of your maintenance 
supervisor for your free copy of 
Modern Entrance Maintenance 
— packed with tips on tested 
ways to save time, work, and 
costs! The nationwide Interna- 
tional Service organization is 
available to you for the asking. 


ettAlo 


Cectober, 1957 


“Always open” to welcome all who enter 
your place of business . .. yet “always 
closed” to all unwelcome drafts, dirt, and 
wintry discomfort ... only revolving doors 
insure the constant interior comfort that to- 
day’s competition demands. 

However cold the weather and heavy the 
in-and-out traffic, these doors will cut your 
heating costs as much as 25%... minimize 
your decorating and maintenance costs ... 


AND make all floor space comfortably and 
profitably usable right up to the entrance. 

Framed in stainless steel, bronze or alu- 
minum that defy wear and weather, afford- 
ing fullest visibility, business always looks 
better through an always-modern Interna- 
tional Revolving Door Entrance! 

If you have entrance problems which cost 
you money — you are already paying for 
revolving doors. Write for proof, right now! 


Revolving Door Entrance Division 


INTERNATIONAL STEEL COMPANY 


1339 Edgar Street ° 


Evansville 7, Indiana 


OR WRITE FOR COPY 
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ELECTRICALLY OPERATED 


Speeds Service 
Saves Time 
Saves Effort 


No more lost time 
no more lost papers. 
Lift-o-matic doubles 
efficiency in handling 
inter-floor business. 
Carries correspond- 
ence, parts, supplies, 
complete accounting 
trays up and down. 

. Let the Lift-o-matic 
do your running! 

Endorsed by safety 
commissions, leading 
banking firms and sup- 
ply houses. 

Lift-o-matic can be 
installed in old or new 
construction, located 





TWO FLOORS? ~ 


INSTALL A SUDENGA 
“LIFT-O-MATIC” 


Correspondence Lift 


any place that provides maximum effi- 
ciency. 100 pound capacity. Tray size 


17x25”. 


Built to any height, the di- 


mensions can be altered to fit your 
needs. Up and down push button oper- 
ation. Chimes available to tell you posi- 
tion of lift. Up and down control limit 


and safety clutch. 


WRITE FOR LITERATURE AND 
BLUEPRINT FOR INSTALLATION 








aA 


Dept. B-3 


F.0.B. Dest. 
INDUSTRIES 

ESTABLISHED IN 1888 

GEORGE, IOWA 


with chimes 


$800 








DO YOU 


NEED- 





Mail-EEZ Style 


passbooks and envelopes 


FOR SAVE BY MAIL 


WILLIAM EXLINE INC. 


1270 Ontario Street ¢ 
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Cleveland 13, Ohio 
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| Park National Bank, 


Holding has served as vice-president of 
the Raleigh, North Carolina, office of 
First Citizens. 

. 


John K. Ruff, president of the Ran- 
dallstown (Maryland) Bank since 1934, 
has been elected chairman of the board 
of directors. G. Roland Price, who also 
joined the bank in 1934, was named 
president. 

. 


In promotions at the El Paso 
(Texas) National Bank, Harold P. 
Browning becomes vice-president in 
charge of the credit department; Jose 
M. Moreno, vice-president in charge of 
the Mexican department; George W. 
Hogan, assistant vice-president; and 
Clayton A. McDonald, cashier. 


5 


Newly-elected president of the 
Wynnewood State Bank, Dallas, Texas, 
is Ralph Kindel, Jr. Alfred B. Donnell 
has been named vice-president, James 
A. Sargeant becomes vice-president and 
cashier and Warren D. Green is now 
assistant vice-president. 

we 


H. Ciremba Amick has been elected 
president of the Bank of Orangeburg, 
Orangeburg, South Carolina. He 
joined the bank in 1956 as assistant 
president and later in the year was 
advanced to executive vice-president. 


In promotions at the First National 
Bank and Trust Company of Racine, 
Wisconsin, Philip B. Korzilius has 
been made vice-president and _ trust 
officer. Robert A. Davis has joined the 
bank as a trust officer. 

4 


Carl A. Bowman, formerly secretary 
of the Kansas Bankers Association, has 
joined The Columbian Securities Cor- 
poration, Topeka, Kansas, as a vice- 
president. 

So 


Filling the newly-created 
director of 
the Security 
ington, New 
Lange. 


post of 
business development at 
National Bank of Hunt- 

York, is Kenneth B. 


a 


At the First National Bank, York, 
Nebraska, Ralph E. Misko has been 
elected president. He will succeed 
J. R. McCloud, who becomes chairman 
of the board of directors. 

a 


Will H. Kelley has joined the Del 
Rio (Texas) National Bank as presi- 
dent. He comes to the Del Rio bank 
after serving as president of the Fair 
Dallas, Texas. 
So 


Succeeding the late L. A. Falvey as 


president of the First lowa _ State 





Bank, Albia, is John W. Griffin, execu- 
tive vice-president of the bank since 


1954. 


° 


Henry N. Furnald has been elected 
vice-president and cashier of the 
Merchants Nation- 
al Bank, Manches- 
ter, New Hamp- 
shire. He comes to 
the bank from the 
overseas division of 
the First National 
City Bank of New 
York. He has been 
with First National 
City for 17 years. 

Mr. Furnald suc- 
ceeds H. Morrison 
Radcliffe, who resigned his post to be- 
come president of the Industrial City 


H. N. 


FURNALD 


Bank and Banking Company of 
Worcester, Massachusetts. 
. 


Reuben A. Connor has been elected 
president of the Auburndale (Wiscon- 
sin) State Bank. He has been active in 
Auburndale banking for 50 years. 


5 


J. R. Tucker has been appointed pres- 
ident of the Parker Bank and Trust 
Company, Cullman, Alabama. He suc- 
ceeds D. C. Fuller who has resigned. 


. 
Arthur Lindley fills 
created post of division 
the Herring-Hall-Marvin 

pany, New York City. 


* 


the recently- 
manager at 
Safe Com- 


In promotions at the Bank of Ha- 
waii, Francis J. Moore has been elected 
vice-president in charge of business 
development and Charles R. Klenske 
becomes assistant vice-president in 
charge of the head office operations. 

» 
The president of the Arkansas 


Bankers Association, Thomas G. 
Wilson, has been named president of 


the First State Bank, Conway, Arkan- 
sas. He has been executive  vice- 
president of the bank since 1946. 

. 


In addition to his duties as cashier 
and trust officer, E. Clifton Lancaster 
has been named vice-president of the 
Piedmont National Bank, Spartanburg, 
South Carolina. Mr. Lancaster was one 
of the organizers of the bank, which 
was founded in 1947. 

o 


At the Labette County Bank, Alta- 
mont, Kansas, Colene McCarty has 
been named president to succeed the 
the late A. H. McCarty. 

. 

New cashier at the Florida National 

Bank at Vero Beach is Carl L. Hasty. 
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TAKE A LONG LOOK AHEAD 


when you decide upon the vault entrance for your new, 
modern bank, and your natural choice will be Herring: 
Hall- Marvin’s “Five Star Constellation”. 


Here, and here alone, you will find the straight-line 
look—characteristic of modern design—applied to a 
vault entrance of dramatic, unequalled beauty, truly 


NEW BROCHURE ON REQUEST 


Profusely illustrated in full color. Embodies 
complete specifications and detailed dimen- 
sions for the guidance of your architect. 
Write for it—today ! 


October, 1957 





forecasting the pattern of equipment which will match 
tomorrow’s bank architecture. 


Here, and here alone, you will find electro-hydraulic 
push-button control, a floor-level entrance that obso- 
letes the foot bridge, and new, added protection for 
the combination lock and timelock against attack. 





HERRING - HALL - MARVIN SAFE COMPANY, Hamilton, Ohio 
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A HEALTHY PLACE FOR PEOPLE AND DOLLARS TO LIVE IN 


With life expectancy among the highest, and the death 
rate one of the lowest in the world today—Canada offers 
rich /iving rewards to people of any age. They include 
a land of vast and varied recreational opportunity, a 
dynamic industrial economy and natural resources of 
amazing wealth and diversity. 


With a population now exceeding 16 millions and a 
yearly gross national product approaching 30 billions, 
Canada has attracted thousands of U. S. firms, large and 
small. Our country is not merely a rich source of supply 
of raw materials and finished goods but an expanding 
market for a wide range of U. S. products not grown 
or made in Canada. 


Our goal as one of Canada’s largest banks is to promote 
the prosperity of U. S.-Canadian commerce. We wel- 


come inquiries from U. S. bankers who recognize the 
desirability of creating larger American markets for 
Canada’s products and services as the super-highway to 
heavier Canadian orders for America’s manufactures. We 
invite Opportunities to assist any of your own customers 
who seek to develop their potentialities in our country. 
Write to our Business Development Division, Head 
Office, Toronto 1, Canada. 


THE CANADIAN BANK 
OF COMMERCE_ 


Head Office—Toronto 1, Canada 


New York « San Francisco * Los Angeles * Seattle 
Portland, Ore. 


Resident Representative—Chicago and more 
than 765 branches across Canada 
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Mortgage Money 


The Canadian government late in 
August made available about $150- 
million for loans on low-cost houses 
through approved lending agencies, 
including chartered banks, to stimu- 
late the house-building industry. 
There was a 23 per cent decline in new 
housing starts in the first half of 1957 
compared with the same 1956 period. 

The loans will be available to house- 
owner applicants, builders and rental 
investors in all parts of Canada at 
offices of approved lending institutions 
working through the government’s 
Central Mortgage and Housing Cor- 
poration. Approved lenders include the 
banks, trust and loan companies, and 
insurance companies. Rental investors 
covers builders of duplexes and apart- 
ment houses who qualify under Na- 
tional Housing Act regulations. 

The $150-million addition boosts 
total government low-cost housing 
loans to $250,000,000. 

Premier John Diefenbaker stated 
that the government funds are in- 
tended to supplement rather than cur- 
tail existing mortgage lending pro- 
grams by approved lending agencies. 
The loans are being made at 6 per 
cent, the prevailing National Housing 
Act rate. 


° ¢ ¢ 


Title Insurance 


The second company to enter the 
Canadian market for title insurance in 
recent months is the Title Insurance 
Company of Minnesota, which has 
opened an office at Toronto. The new 
company follows the move of Lawyers 
Title Insurance Company of Virginia, 


By JAMES MONTAGNES 


which opened offices at Toronto and 
Montreal, and last December became 
the first company to offer title insur- 
ance in Canada. 

Title Insurance Co. of Minnesota 
received its Canadian charter in July 
and its Ontario provincial charter in 
August. It plans to open offices else- 
where in Canada. 
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Canadian Bond Issue 


The 12th series of Canada Savings 
Bonds go on sale through banks and 
other financial institutions on October 
15 at 314 per cent interest for the 
first two years and 4%4 per cent for 
the remaining 11 years. 

Finance Minister Donald Fleming 
stated that average interest yield to 
maturity of the 13 year bonds is 4.46 
per cent per year. The limit for indi- 
vidual holdings has been doubled from 
$5,000 to $10,000. Bonds will be issued 
in denominations from $50 to $5,000. 
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Novel Counter Design 


Applied psychology is an integral 
part of the teller counter design in 
the new branch of the Canadian Bank 
of Commerce at Dufferin Plaza, a 
Toronto shopping center. 

Vacant stations, whether in teller 
cages or in open teller counter instal- 
lations, irritate customers on busy 
days. The new counter installation at 
the Dufferin Plaza branch uses mobile 
teller units, so that the branch can 
eliminate a teller’s position as soon as 
she goes off duty. The counter, which 
will accommodate nine tellers at peak 


load, can be rearranged for normal 
business days so that whether two, 
four or five tellers are on duty, their 
stations are evenly spaced along it. 

The key item in the new equipment 
is the mobile cash cart, which can be 
stowed beneath a counter when not in 
use. It can be moved to any part of the 
counter, where a teller can remove 
her cash anc other equipment, set 
them out beneath the counter and be 
open for business in a matter of 
seconds. She can be relieved just as 
simply, for she has only to close up 
her cash, replace it on the cart, and 
make way for the relieving teller. 

Under this arrangement, maximum 
flexibility is allowed for counter opera- 
tion, and the customer never sees an 
unmanned position. The “next wicket” 
and “closed” signs are eliminated. 
This is particularly important when a 
very large deposit, containing bundles 
of checks, bills and coins, comes in at 
a busy period. Such a transaction may 
tie up a teller, with consequent irrita- 
tion to waiting customers. With the 
mobile cash units, it is possible to send 
in a special teller to handle the big 
deposit and keep the existing lines 
open. 


o ° * 


Historical Mural 


A new branch of the Canadian Bank 
of Commerce at 2055 Peel Street, 
Montreal, has a mural 24 feet long de- 
picting life in the pioneer settlement 
of Montreal in 1806. The mural, along 
the major portion of one wall of the 
new branch, shows sailing boats and 
rafts in the St. Lawrence River. The 
traffic in the scene indicates that even 


Picturesque historical mural and mobile teller stations are among novel features at new branches 


Peel Street branch, Canadian Bank of Commerce, Montreal 





Dufferin Plaza branch, Canadian Bank of Commerce, Toronto 
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Since 1900 


landard 


WHEREVER MONEY IS WRAPPED 


Block-Style Gummed Straps 


Instant 
Color 
Recognition 


For fast bundle 
f counting, every color 
' different. Imprinted on 
55-lb. golden brown 
Kraft. New long-life 
dextrine sealing gum. 


THE 400 SERIES 
#401—$25 (Orange) #425—$250. (Green) 
£405—$50 (Lt. Blue) #450—$500 (Red) 
#410—$100 (Brown) #460—$1000 (Dk. Blue) 
#420—$200 (Black) #470—$2000 (Cerise) 
Size is 114” x.134” 


ee New Colorful Catalog 


bd Write today for free cata- 
a - log and price list. Save 3 
ae ways on all money wrap- 

; | ping supplies. 
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Taridard paver cons 


MANUFACTURING COMPANY 
WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 
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| 150 years ago the port of Montreal 


was a busy one. 

The branch uses three diagonal in- 
set teller wickets with fluted glass 
partitions. Woodwork in the branch 
is light oak, lighting is fluorescent, 
and light colored linoleum tile is used 
on the floor. It is the 26th branch 
opened by the bank in the Montreal 
area. 
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Timely Booklets 
The Bank of Montreal has issued a 


1957 edition of its booklet “Taxation 
in Canada” and also “A Guide for Oil 


, and Gas Operators in Canada.” The 


| 40-page taxation booklet deals with 





latest data on business and individual 
income tax in Canada, conventions for 
taxation with other countries, and 
other taxes than income and corpora- 
tion taxes. The booklet also has tables 
of comparison of individual income 
taxes in Canada, United States and 
Great Britain. 

In its 40 pages, the oil and gas book- 
let gives complete data on ownership, 
disposition and operation of petroleum 
and natural gas rights in Canada’s 
various provinces. It also deals with 
Canadian company formation, immi- 
gration and customs regulations and 
gives data on where oil and gas devel- 
opments are taking place in Canada. 





BANK OF MONTREAL . 
> Gamasta's Porst Cank Crart-to- Coast 
eso au 19 
——Halltga, Toronto, Winaipng, Colgory and Vencouore 
WEA OFFICE, MONTREAL 








Authoritative analysis 


It was prepared by the special oil and 
gas information office which the Bank 
of Montreal maintains at Calgary, 
Alberta. 

The bank has also released a small 
folder on “How to teach your young- 
sters to save.” The folder points out 



































Develops savings habit 


the advantages of teaching the savings 
habit and presents parents with ideas 
on educating children. The bank 
points out it has special savings pass- 
books for children to aid in the sav- 
ings lesson. 
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Banking Anniversary 


On August 29 The Bank of Nova 
Scotia celebrated its 125th birthday 
On that day in 1832 the bank opened 
its first office in the John Romans 
Building on Granville Street, Halifax. 
On the anniversary date there were 
520 branches in operation through- 
out Canada, the West Indies, at New 
York, Chicago, and London, England. 

From the beginning the Bank of 
Nova Scotia has had an agent at New 
York City, for most of the business of 
the Atlantic coast colonies was then 
between the United States Atlantic 
coast area and the West Indies. For 
the first sixty years the bank remained 
primarily a regional bank, opening 
branches in various parts of Nova 
Scotia, then a British colony. After 
the various colonies united in 1876 to 
form the Dominion of Canada, the 
bank’s expansion began. 

The Bank of Nova Scotia opened its 
first offices in the Caribbean at Kings- 
ton, Jamaica, in 1889, and in the next 
few years opened offices in Newfound- 
land, Montreal and Toronto. Earlier 
it had opened a branch at Winnipeg 
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and followed it with an office at 
Minneapolis, which was transferred 
to Chicago in 1892. Business expan- 
sion in Canada was so rapid that in 
1900 the bank decided to transfer its 
headquarters to Toronto. 

In the early years of this century 
the bank expanded its operations to 
western Canada. In 1913 it merged 
with the Bank of New Brunswick, 
which was established in 1820. The 
following year it absorbed the Metro- 
politan Bank at Toronto. In 1919 the 
Bank of Ottawa was merged with the 
Bank of Nova Scotia. 

Starting with a capital of £100,000 
(then about $500,000), the Bank of 
Nova Scotia in its last annual state- 
ment reported assets of $1,270,142,472. 

The Bank of Nova Scotia claims it 
was the first in Canada to set up a 
clearing house at Halifax in 1887, the 
first to import gold direct from Lon- 
don to Chicago during the financial 
panic of 1893, the first to introduce a 
savings program guaranteed by life 
insurance, the first in North America 
to install vaults in its general office 
capable of withstanding an atomic 
blast, and the first Canadian bank to 
have its own houseflag. 
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Personnel Advancements 


J. Scholes has been appointed cor- 
respondent of the Royal Bank of 
Canada at Chicago, succeeding 
Norman C. Allingham, who has moved 
to the New York agency of the bank. 

Mr. Scholes has been associated 
with the Chicago office since 1955, 
prior to which he had been assistant 
manager of the main branch of the 
bank at Montreal. He has occupied a 
variety of posts with the Royal Bank 
throughout Canada, Central and South 
America. 


od 


James T. Hunter has been named 
chief accountant of the Imperial Bank 
of Canada at the Toronto headoffice. 
He joined the bank in 1927, was moved 
to the liability and security depart- 
ment after service in various branches. 
Following service with the Royal 
Canadian Air Force during World 
War II, he became assistant chief ac- 
countant in 1948. He succeeds W. E. 
Lewis, who has retired. 


5 


John F. Bridges has been appointed 
director of group sales and service in 
the Toronto office for the Prudential 
Insurance Company of America. He 
oined the organization in its western 
home office, Los Angeles, in 1948, and 
has served as district group sales 
Supervisor in the Seattle, Washington, 
fice since 1955. 
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If you are, or if you are planning any kind of 
business in Canada, we suggest you contact 
Imperial Bank of Canada. With branches coast 
to coast, Imperial Bank is in a position to pro- 
vide you with up-to-the-minute information on 
trends, developments and business opportunities 
in Canada. You can readily obtain such infor- 
mation from Imperial Bank of Canada, Head 


Office, Toronto, Canada. 


IMPERIAL 


BAN K OF CANADA 


BRANCHES COAST TO COAST IN CANADA, AND 
CORRESPONDENTS THROUGHOUT THE WORLD 














MT WANN 


CANADA’S 
FIRST 
BANK 





COAST-TO - COAST 





Bank or MonrTREAL 


New York--64 Wall Street San Francigco--333 California Street 
Chicago: Special Representative’s Office, 141 West Jackson Bivd. 


700 BRANCHES ACROSS CANADA @ £RESOURCES EXCEED $2,700,000,000 
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may Soon appear in banks 


With the coming of automation, the title “Electronics Director” may appear 
along with “Vice President,” “Cashier” and other key officers. But one thing not 
likely to change too much is the bank’s check. Coding with magnetic ink 

will adapt it to the new electronic machines. Meanwhile, protection 

against fraud and the safety customers have enjoyed for generations 

will be provided by La Monte Safety Paper. 


Sea er 


THE WAVY LINES ® ARE 
A LA MONTE TRADE-MARK 





GEORGE LA MONTE & SON, NUTLEY 10, N EW JERSEY 
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THE BOOKLET COUNTER 








Personnel Policies : . . This 62- 
page guide to the development of a 
modern personnel program has been 
published, in book form, by one of 
New York City’s large insurance firms. 
It is a “how-to” manual covering all 
of the important phases of personnel 
administration. It is comprised of ex- 
periences the firm has had in its own 
personnel work, and also incorporates 
material gained from analyses of other 
programs. Such general discussion 
points as employee services, griev- 
ances, benefits, holidays, performance 
ratings, salary and training are cov- 
ered in separate chapters as are many 
other aspects of operating a success- 
ful personnel administration program. 


Commercial Bank Farm Loans... 
A series of articles reporting the find- 
ings of the Agricultural Loan Survey 
made by the Federal Reserve System 
last year have been compiled in this 
54-page booklet recently released by 
the Federal Reserve’s Board of Gover- 
nors. Concerned with farm loans in 
commercial banks, the articles encom- 
pass the activity of recent agricultural 
loans, characteristics of borrowers, 
loan maturities, and interest rates. 
Types of loans covered are those made 
to finance intermediate-term invest- 
ments, loans for current expenses, and 
real estate loans. Several tables are in- 
cluded to show breakdowns on the dis- 
tribution of farm debt, purposes of 
various loans, types and numbers of 
loans by Federal Reserve District, type 
of farm, age and security of borrow- 
ers, repayment methods, interest rates 
charged, etc. 


Loans on Life Insurance ... Loan 
officers will find this 24-page manual 
on making, servicing and liquidating 
bank loans on life insurance policies 
quite helpful. Compiled by a Chicago 
bank, it serves as a guide in explain- 
ing the types of life insurance policies 
available, the rights of beneficiaries 
and assignment provisions, the proper 
assignment of the policy, the proce- 
dures of making the loan, premium 
follow-up and the steps to be taken in 
liquidating the loan. 


Drive-in Banking . . . A senior of- 
ficer of one of Florida’s largest drive- 
banking installations discusses ten 
1ajor problems of drive-in banking in 
is brief but informative reprint of a 
beech. He describes the problems and 
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&.ves suggested solutions to “n.s.f.” 
checks, signature verification, stop 
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Outlines staff policies 


payments, unauthorized personnel, loss 
of customer contact, personnel, physi- 
cal layouts of drive-in windows, and 
the exposure of cash and robbery. 
Based on his own bank’s experiences 
where nine drive-in windows handle 
some 1,000 cars daily, the bank officer 
offers a great many practical answers 
that could be of use to all banks pro- 
viding or considering motor banking. 


Building Morale . .. Management’s 
responsibility in building employee 
morale is the theme of this Monthly 
Letter published by The Royal Bank 
of Canada. Citing the fact that suc- 
cessful leadership depends on high 
morale of staff members, the letter ex- 
plains that morale building is a con- 
tinuous job for management. The im- 
portance of well qualified supervisory 
personnel in building loyalty and team 
spirit is stressed, as is the emphasis 
to be placed on the status and environ- 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











ment of each job within a firm. It also 
describes the business organization as 
a social unit and warns employers to 
be alert to the internal frictions that 
may be expected in any social unit. 


Anniversary Booklet . . . Whether 
a bank is planning an anniversary cel- 
ebration for its own institution or for 
the city or state in which it is located, 
this 2l-page, illustrated history of 
Oklahoma might prove helpful in for- 
mulating plans for a promotional piece. 
Published by an Oklahoma City bank 
to mark the state’s 50th anniversary, 
the booklet carries a cartoon-illustrat- 
ed story of the area since statehood. 


Corporate Stock Registration .. . 
This booklet should prove helpful for 
those involved in the registering of 
shares of corporate stock. The 31-page 
booklet, published by a large New York 
City bank, is intended to show the gen- 
erally accepted form of registration 
for the stock and to assist in avoiding 
the inconvenience, delay and expenses 
caused by an improper registration. It 
briefly describes abbreviations, and 
meanings of the terminology used in 
certificate registration. It also points 
out the importance of correct registra- 
tion. 


Pleasure Boat Financing .. . 
Nearly 28 million Americans actively 
participate in the sport of boating, 
according to this factual eight-page 
booklet. The future potential of this 
industry, the number of boats now in 
use by type, and facts about their own- 
ers are included. Other topics covered 
are: rates charged by banks for in- 
stalment financing; down payments 
needed; insurance; delinquency fig- 
ures; and the various inventory fi- 
nancing arrangements made between 
banks and the dealers. 


Financial Reporting . . . Reprint 
of an address on modern accounting 
and reporting principles that has been 
bound in booklet form by the Ameri- 
can Institute of Certified Public Ac- 
countants. It deals with an up-to-date 
approach in measuring and reporting 
business activity and discusses the 
need for and the progress of account- 
ing techniques. Citing the urgent de- 
mand for improvement in the methods 
of business reporting, the author ex- 
plains the responsibility of both busi- 
ness and government in adopting ac- 
counting principles that will meet 
today’s requirements. 
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@arrier) How “the desk pen you fill just twice a year” 
saves time and money for Carrier Corporation 





No messy, time-wasting refills. The Esterbrook A point for every job. Esterbrook offers 32 points 
Inkomat 444 is always ready to write . . . its spill-proof so that everyone at Carrier has the pen to suit his job. 
base holds a six-months’ supply of ink! Writes 500 Long-lasting Esterbrook points are precision-made for 
words at a dip. neat and easy writing. 





No costly, time-wasting repairs. Carrier’s Inkomat The Inkomat* 444 by 


444 sets stay in good condition. Damaged points are 


replaced immediately for only 60¢. Only Inkomat 444 ® 
is such an economical, trouble-free desk set! $4 


list price 
Choose the right point for every writing job—from Esterbrook’s 32 pein 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Branch Banking 


A minority stockholder of a na- 
tional bank in Georgia succeeded in 
having its Supreme Court reverse the 
lower court and deliver a declaratory 
judgment, holding an act of the 
Georgia Legislature unconstitutional 
with regard to branch banking, so that 
any permit issued on the strength 
thereof by the Comptroller of the 
Currency was void and the bank could 
not establish any new branches in any 
city or municipality of Georgia other 
than Savannah, where its principal 
office was located. 

The act in question read in part: 
“Also in municipalities now having 
branches of a bank with a holding 
company relation, such banks may 
make branches of existing holding 
company banks; and in the future in 
cities of over 80,000 population, ac- 
cording to the 1950 or any subsequent 
census, now having branches of a 
bank, present branches will have the 
same privilege of additional branches 
as permitted to other banks.” 

The Court held that this was a spe- 
cial law and violated the Constitution 
of Georgia provision that the laws of 
a general nature should have a uni- 
form operation throughout the State. 

The mere fact that the petitioning 
minority stockholder benefited from 
the statute, and did not show that the 
operation of the statute injured him, 
was no ground for refusing his peti- 
tion. The Court said: “The provision 
as to cities of over 80,000 population 
applies only to banks which, at the 
time of the passage of the act, had 
an existing branch bank. It thus seems 
clear that the act does not operate 
generally or uniformly throughout the 
State. The act can operate only upon 
a limited class of banks that had a 
status fixed at the time of the passage 
of the act and it makes no provision 
for banks not having such status at 
the time the act was passed to come 
under the provisions of the act in the 
future. The classification for the pur- 
pose of legislation as to existing banks 
—those having branches of a bank 
With a holding-company relation, and 
those in cities of over 80,000 popula- 
tion now having branches of a bank— 
has no reasonable relation to the pur- 
pcses of the act.” 

The Chief Justice dissented on the 
g:ound that the petitioner was neither 
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in doubt nor uncertain as to the effect 
of the law, and that neither he nor his 
bank could lose one cent or forfeit 
any right by actions taken before the 
State law was declared void or re- 
pealed. He declared: “we have a ruling 
allowing a minority stockholder to 
challenge the constitutionality of a 
statute upon the sole ground that it 
confers special rights upon his cor- 
poration, in which he as a stockholder 
must inevitably share, despite the 
foregoing cited and countless other 
decisions holding he can not do so un- 
less the law injures him; and to sus- 
tain such fallacious ruling, cases are 
cited that do not touch that question 
but hold that the corporation must act 
within the law.” He felt that the uni- 
formity requirement of their Consti- 
tution was satisfied, since it operated 
uniformly on those within a given 
class. 


Hansell v. Citizens and Southern | 


National Bank, 98 8.E. 2d 622 (1957) 
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Innocent Auctioneer 


The United States Court of Appeals, 
Ninth Circuit (California), had to 
select between two lines of cases in 
overruling its lower court. In a con- 
version action by the United States as 
mortgagee against auctioneers for the 


gagee. On each occasion the mortgagor 
delivered cattle for auction he war- 
ranted in writing that the animals 
delivered were free and clear of all 
liens and other encumbrances, and 


the auctioneers had no actual knowl- 
edge of the FHA mortgage, and there- 











reasonable market value of livestock, | 
which the auctioneers sold without | 


knowing of the mortgage thereon in 
favor of the Federal agency, the court 
of appeals held that the auctioneers 
would be liable to the Government. 
Although the livestock was sold by the 
auctioneers in the regular course of 
their business and a purchase money 
lien of the purchaser was senior to 
that of the United States, it did not 


preclude the United States from main- | 
taining a conversion action against | 


the auctioneers. 

After discussing whether the Fed- 
eral rule or the California rule applied, 
and determining that it was the for- 
mer, the Court decided that a Farm- 
ers Home Administration mortgage 
prevailed. This mortgage represented 
security for a production and subsis- 
tence loan extended by FHA and con- 
tained the customary provision that 
the mortgagor was not to sell any of 
the mortgaged property without first 
obtaining the consent of the mort- 














BRANDT 


Coin Wrappers 
and Bill Straps 


offer these features 


@ COMPLETE LINE OF STYLES 


@ FULL RANGE OF DISTINCTIVE 
COLORS 


@ HIGH QUALITY KRAFT PAPER 


@ MADE TO EXACTING 
SPECIFICATIONS 


@ FIRMLY SEALED SEAMS 
@ NEAT, CLEAR PRINTING 


Send for samples ... use the 
coupon below 


Brandt Automatic Cashier Co. 
515-517 First Street, Watertown, Wisconsin 


Gentlemen: 

Please send us full particulars re- 
garding your coin wrappers and bill 
straps. 


Name 





Street 








**BRANDT'’ and ‘‘CASHIER'' registered United States 
Patent Office and Canadian Trade Marks Office 
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Do it yourself WITH OUR 


“TRONIC” CHECK IMPRINTER* 
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The CheckMaster imprinter will personalize each check as 
follows: Name and address or two name lines at top of check, 
or one or two names on same line above the signature line, plus 
an account or sort number below the signature line. The im- 
printer accommodates folded, stub-on-end checks; flat, end- 
bound checks or a special unique loose check package. 


For banks that wish to avoid imprinting detail, our two plants 
do top quality printing and ship direct to the depositor. Check- 
Master prices are the lowest in the field. 
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fore upon each sale turned the pro- 
ceeds over, less their 3% commission, 
to the mortgagor. 

When the action was brought in 
conversion, the Court held that the 
Government was entitled to the price 
which had been received at the auc- 
tion by the auctioneer, whereas the 
lower court held that it was entitled 
to receive only the commission which 
the auctioneer withheld. 

The Court said: “The mortgagee 
need not first establish that, like a 
honey-bee, he has flitted from secur- 
ity flower to security flower, and still 
has not been able to collect sufficient 
property pollen to satisfy his hunger. 
. . . It is no answer to a suit by a 
mortgagee against a stranger for the 
removal of timber or houses or other 
valuable property from mortgaged 
lands, or for the conversion of mort- 
gaged chattels, that the claim of the 
mortgagee is amply secured without 
the timber or houses taken or the 
chattels converted. And it is no de- 
fense to an action by a mortgagee for 
the loss of security caused by false 
representations that the plaintiff’s 
claim is amply secured, notwithstand- 
ing the loss. A mortgagee is entitled 
to recover of a wrongdoer the value 
of the mortgaged property he has 
taken from the lien of the mortgage, 
although that lien still holds sufficient 
to secure the debt, and he is not re- 
quired to inflict the loss upon the 
mortgagor. ... 

“Congress did not adopt the Packers 
and Stockyards Act to encourage and 
protect the operation of fences for 
handling property stolen or procured 
by fraud. The Act merely makes it 
the duty of such agencies to furnish 
upon reasonable request without dis- 
crimination, reasonable stockyard 
services. It is not wrongful discrimi- 
nation to refuse to aid a criminal in 
his crime, nor is a request that one 
dispose of property fraudulently pro- 
cured or stolen a reasonable request.” 

United States v. Matthews, 244 F. 
2d 626 (1957). 
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Absolute Guaranty 


In an action by a bank on notes 
based on an absolute guaranty of the 
indebtedness of an automobile com- 
pany to the bank, the Texas Court of 
Civil Appeals held that the guaranty 
was absolute, despite the fact that 
the “floor plan” was not spelled out 
as being included in the guaranty. 

The guarantee signed by McGhee 
provided that McGhee agreed to pay 
the bank “any and all indebtedness 
which James D. Wolfe and Ray Comp- 
ton and Banner Motors (or any of 
them) now owes aforesaid Bank, or 
may at any time hereafter owe said 
Bank, whether such indebtedness be 
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August 15, 1957 
; Mr. Luke Williams, Jr., Vice President 
American Sign and Indicator Corporation 


| East 808 Sprague Avenue 


Spokane, Washington 

J 

Dear Luke: 

| Thought you would like to know that we have chalked up a 
- 512% increase in new accounts 

> during our Double TT Sizzler Contest and have received 

t more than 11,000 contest entries. 

eB 


Considering Livingston's population of about 7,000, this 
response to our Sizzler Contest constitutes some kind of 
a new bank record in community interest and participation, 
in my estimation. Not in my experience has any event 
here so taken our community. 
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We are delighted with the results of our Double IT 
s Sizzler Contest. We had no idea it would take hold to 
s this extent. 
d 
e 


Our sincere thanks to the Double TT Promotion Program for 
a most successful contest - - - and to you, also, for 

‘ your fine cooperation. 

Pet 


" com Yours very truly, 
’ 


it ‘ Lh. ke $k, 


Claude R. Erickson 


i“ CREsrmr President J a ith 
. Accomplished wi 
— 
A PROGRESSIVE INDEPENDENT BANE 
rs 
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it R. Erickson, Presi- 
se ion Uae Now experience-tested and proven, the new Double TT Promotional 
is- ' 
rd inal pic “ Program adds direct-result account-building, deposit-increasing power 
ai- llow- ’ : agi 
in proce — for Double TT sponsors. The coupon will bring complete details, to- 
cai gether with other actual case-examples of the great direct result 
<i —————___$ . 4 . . . 
t.”” success of the Program for financial institutions. 
F. LIVINGSTON 
STATE 
sme | AMERICAN SIGN AND INDICATOR CORPORATION 
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joint or several, primary or secondary, 
contract or tort; this obligation to be 
a continuing promise, and to apply to 
all obligations now in existence or 
hereafter owing as the same arise.” 
McGhee had sold the second-hand 
automobile company to Wolfe and 
Compton, and had written to the bank 
in part: “In the deal, I have agreed 
to help them with a floor plan at your 
bank not to exceed Ten Thousand Dol- 
lars. I have suggested to the two par- 
ties mentioned that they call on you 
to sign up new papers as Owners of 
Banner Motors. When they have done 
this, kindly send me new floor plan 
guarantee for $10,000.00 as_ stated 


above.”’ However, the guaranty signed 
by Mr. McGhee was not a floor plan 
guarantee, but a so-called open guar- 
antee. 

According to the Texas statute, 
while the principal obligor must be 
joined as a party to a suit, it is not 
required that judgment be recovered 
against him. The Court found the 
guarantee to be a continuing, absolute 
and unconditional one, limited to the 
penal sum of $10,000.00 and limited to 
automobile transactions only. The defi- 
nitions as taken from the statute are: 

“An absolute guaranty is one which 
is conditioned solely upon the event 
of default by the principal obligor of 
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fulfilment of the duty the performance 
of which is guaranteed. ... A ‘con- 
tinuing’ guaranty is one which is not 
confined to a particular transaction or 
to two or more specified and identified 
particular transactions, and the term 
is applied although at the time of the 
making of the promise of guaranty a 
definite limit was set with respect to 
time or amount or both or neither— 
as where it is stated that the guaranty 
undertaking is to cover all transac- 
tions or all transactions of a certain 
kind or certain kinds until notice of 
discontinuance is given...” 

McGhee v. Wynnewood State Bank, 
297 S.W. 2d 876 (1957). 


ABA. CONVENTION REPORT 


CONTINUED FROM PAGE 39 

is entirely clear that as individuals, 
businesses, and governments we are 
not going to have a dime to waste by 
the misapplication of our resources; 
and if, in the American tradition, we 
are to have a still higher level of con- 
sumption and leisure, we are not even 
going to have a penny to throw away 
on ill considered or foolish adventures. 

The banker has a fundamental func- 
tion in our economic society, for he 


has a major responsibility in allocating 
credit to its most productive uses. If 
the credit is well allocated, if it im- 
proves the economic situation and 
welfare of the borrower, it is likely 
to improve the whole position of our 
economic society; and then a large 
part of the praise for such a bene- 
ficent result can rightly belong to the 
banker. In the opposite case, when 
resources are ill allocated, when they 
subtract from rather than add to the 








The BANK 


for 


INFORMATION 
on AUSTRALIA 


The United States Department of 
Commerce describes Australia as a 
country with a good potential and 
a good country in which to invest. 
industrial, 
economic, or market information 


If you require 





Head Office, Sydney 


on Australia, you are invited to use 
the comprehensive facilities of the 
Bank of New South Wales, the oldest 
and largest commercial bank opera- 
ting in Australia, New Zealand, Fiji, 
Papua and New Guinea, with over 
1,000 branches and agencies. 


BANK OF NEW SOUTH WALES 


ESTABLISHED 1817 


Head Office: Sydney, Australia 
British and Foreign Department—John W. McEwen, Manager 














wealth or welfare of the borrower, 
then the blame also rests in part on 
the banker’s shoulders. 


In banking there is a fundamental © 
and classic test of procedure in lend- | 
ing. It revolves around the question, | 


“Can this borrower repay the debt that 


he is creating?” It is the first test of | 


credit that must always be made. 


However, it does not seem that the P| 
banker’s responsibility in the present 7 


position and prospect of our economic 
affairs is wholly discharged in the de- 
termination of whether a loan is or is 
not money safe. Perhaps the banker, 
without trying to run his borrower’s 
affairs, could, usefully to us all, intro- 
duce an additional question in his 
lending operation. He might in a 
gentle fashion say to some of his bor- 
rowers, “Look, my friend, I know I 
can get my depositors’ money back. 
The loan is money safe. We’ve settled 
that. But when the loan is made, and 
the money spent for the purposes you 
have in mind, will you be better able 
to repay or less able? Will you be more 
solvent or less solvent?” Such a ques- 
tion, added to the test of money 
safety, would be something of an 
intrusion that now and then would be 
resented and would, in any case, repre- 
sent a shift in the lender-borrower 
relationship from the lender’s to tne 
borrower’s point of view, a side of the 
equation in which the lender is not 
wholly expert. Yet, ever so often, the 
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banker would find that by gently rais- | 


ing such a question he would have 


done the borrower a great service and, | 


later on perchance, have saved lender, 
borrower, and the economy a vast em- 
barrassment. 


Supervisory Viewpoints 
RAY M. GIDNEY 


Comptroller of the Currency, 
Washington, D.C. 


The margin of bank earnings over 
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FLORIDA’S OLDEST NATIONAL BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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CAPITAL 


SURPLUS $5.000,000 








5 ways Tension Envelopes 
can help your bank 


1. Build prestige. In quality and craftsman- 
ship Tension Envelopes are the finest money can 
buy. They reflect your dignity and dependability. 


2. Establish identity. Tension Creative Design 
Envelopes set you apart from your competitors. 
Color, construction, and styling individualize 
your envelopes. 


3. Save labor time. Tension Envelopes are 
made for service. Built into them are ideas that 
save you valuable time in the mail handling. Case 
histories prove they can save their own cost. 


4. Improve departmental operations. 
Whether used for correspondence, banking or 
saving-by-mail, or in systems, Tension Envelopes 
help step up efficiency. They’re designed ex- 
pressly for you—for every need. 


5. Sell other services. Tension Envelopes, 
particularly bank or save-by-mail envelopes, 
offer you opportunities for merchandising your 
services. You improve the personal contacts 
limited by off-premise transactions. You adver- 
tise all your other services. 


TENSION ENVELOPE CORPORATION 
823 East 19th St. - Kansas City 8, Mo. 


Factories: New York 16, N.Y. St.Louis 10, Mo. Minneapolis 1, Minn. 
Des Moines 14, lowa Kansas City 8, Mo. Ft. Worth 12, Texas 


Wallet Flap 
Touch 'n Seal 





























Poo WRITE FOR FREE SAMPLES OF TENSION ENVELOPES —---"“ 
TENSION ENVELOPE CORPORATION Name Title 
823 East 19th St.e Kansas City 8, Mo. a 
Pleose send me FREE samples of Aiden 
Tension Bank or Save-By-Mail en- 
| velopes. No obligations, of course. City Zone___State we 
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expenses is very moderate; and with 
the continuing rising tendency of ex- 
penses and the present-day need for 
improvement and expansion of bank- 
ing house facilities, the individual 
bank must weigh carefully its dividend 
policy. It may make its dividends 
relatively generous and take care of 
capital needs by occasional sales of 
new stock, or it may follow a restricted 
dividend policy in order to retain a 
large proportion of earnings. Figures 
indicate that most of our national 
banks prefer a _ middle-of-the-road 
policy, with moderate dividends and 
sales of stock when needed. 

The subject of reserves for bad 
debts is raised by a very large propor- 
tion of bankers with whom we come 
in contact. We in the Comptroller’s 
office believe that there is a need for 
a bad debt reserve formula not limited 
to the loss history of the individual 
bank or group of banks and which 
would permit all banks to create and 
maintain bad debt reserves by trans- 
fers from earnings at a reasonable 
rate in relation to total loans until a 
suitable ceiling is reached. This ceil- 
ing should be based upon the average 


_ loss experience of all banks over such 


a period as is now allowed for individ- 
ual banks. In our most recent call for 
report of condition, we asked for in- 


| formation as to the bad debt ceiling 


for each bank. This is needed to fur- 
nish additional reliable figures for the 


| study of the problem. 


An important subject in these days 
of keen competition for high grade 
personnel is the matter of pension 
plans. We have made studies which 
indicate that 35 per cent in number of 
the national banks, with about 80 per 
cent of the total salaried staff of all 
national banks, have pension plans. We 
believe that every bank which does not 
have a pension plan should consider 
what kind of a plan it needs, and what 
it can afford, and should move 
promptly to put in effect the best plan 
it can devise. 


Common Stocks 
BENJAMIN STRONG 
President, United States Trust Company 
of New York, 
New York, New York 
Today we have some indication that 
we may be faced with a period of con- 
solidation. We need to appraise the 
implications of such factors as the 
rapid increase in outstanding credit 
of all types—short term and long, 
public and private, producers’ and con- 
sumers’. We all see weak spots in 


| certain current aspects of industry. 


Cost levels are being scrutinized by 
purchasers. The buying public may 


| be in the process of deciding to wait 
| for better opportunities, after years of 


rising prices. 


We must remember that if the 
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THESE 4 PICTURES SHOW YOU... 


Why 8 of the top 10 banks 
have turned card filing 


over to Revo-File 


(WORLD'S FINEST ROTARY CARD FILE) 





1 USES PRESENT CARDS. With amazing Mosler Revo-File, no costly trans- 
¢ position is needed. Save $200 or more in change-over costs, plus big 
Savings in time, space, money over old-fashioned filing. 


“ 


REMOVE OR REFILE ONE CARD OR HUNDREDS instantly. Mosler Revo- CARDS CAN'T DROP OuT. Mosler Revo-File is the only file of its 

e File holds cards without mechanical attachment. No wear on card e type that doesn’t rely on notched cards that wear out in use. 

or clerk. Ups efficiency. Gives real finger-tip control. The patented, exclusive belt method of holding records in file 
assures complete protection against card “‘fall-out” or wear. 
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Another fine 
product of 

The MOSLER 
SAFE Company 


HOW TO MODERNIZE AN ACTIVE CARD FILE IN MINUTES. 


If you have 3,000 or more active card records of any type 
or size (including tabulating cards) which are used con- 
tinuously for reference and posting, mail this coupon today! 





Department BCH-235, REVO-FILE DIVISION, 


. “ * . THE MOSLER SAFE CO., 320 Fifth Ave., New York 1, N.Y. 
68 LINEAR INCHES OF FILING CAPACITY IN a cabinet only 36 inches 


° long save you valuable floor space. And, with Revo-File, filing is 
fas‘er, reference is quicker because “cards come to clerk” instead 
of clerk going to cards. Available in manual and automatic electric 
selcctor models. 


Please send me complete information on Mosler Revo-File and how 
to modernize an active card file in minutes. 


eo I eee 
* * * * * 

For big volume filing Mosler Roto-File can accommodate 

more than 80,000 cards . . . has all the exclusive features 

of .fosler Revo-File. Several clerks can work at same time 
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for 
promising 
markets? 
When looking 
towards Cuba 
for expansion 
pick a sound 
and progressive 
correspondent. , 


' Resources exceed $200,000,000 















this Bank is in a position to execute 


your transactions—effectively and with- 
out delay—anywhere in the island of Cuba. 


For information, wrile or wire: 


The Trust Company of Cuba 


HEAD OFFICE: OBISPO 257 - 


With a network of 24 Branches 


HAVANA, CUBA 
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Home Office 
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Your bonk's name in tasteful and enduring bronze 
or aluminum is a prestige-building ambassador. Names 


.of your personnel on desk plates of impressive metal 


edd dignity, too. | 


INDIVIDUAL LETTERS | 
IN ALL SIZES, METAL OR PLASTIC, 
provide ideal permanent signs for 
both inside and outside your build- 
ing. For finest metal signs, desk 
plates in metal and plastic, and 
display cases at most economical 
prices, write for our newest com- 
plete catalog today! 





DESK 
NAMEPLATES 


2” x 10” one line of copy, $7.50 





2,” x 10” two lines of copy, $9.00 
on bronze easel — other styles available 


Bronze Tablet Headquarters’ 


UNITED STATES BRONZE SIGN CO., INC. 


570 Broadway, Dept. BC, New York 12, N.Y. 





whole business and financial commu- 
nity could accurately judge the future, 
these economic adjustments would be 
relatively painless. We must hope to 
be numbered among the minority that 
has the foresight and courage to turn 
against the tide of popular opinion. 

A critical eye on all these factors is 
essential. This is no time for com- 
placency or blind optimism. Which- 
ever way things go, we can be certain 
that we are in or are approaching a 
period of change that will challenge 
our ingenuity and our resourcefulness. 

No segment of our financial struc- 
ture is better equipped to meet this 
challenge than the banks in their 
fiduciary capacity. In their corporate 
entity they have permanence and con- 
tinuity, along with strong legal and 
legislative authority and supervision. 
Long time experience in credit and 
investment matters, augmented by 
ready access to factual information 
and opinion, provides a background 
for investment judgment and decision 
that cannot be duplicated. 

It is safe to say that the experience 
of the past ten or twelve years has 
vastly increased the standing and 
prestige of the corporate fiduciary 
throughout the country. I doubt if any 
similar period in our financial history 
has brought more challenging oppor- 
tunities to us as trust institutions 
than have these years since the 2nd 
World War. We have, I feel, gone a 
long way in throwing off the stigma 
that has dogged us for so long—best 
illustrated by the oft-heard remark, 
“All they do is buy government bonds.” 

The greatest change in public atti- 
tude toward corporate fiduciaries has 
come from our own recognition of the 
place that common stocks have ac- 
quired in the investment picture. An 
important aspect of the ownership of 
stocks is the responsibility it carries 
—an aspect that bears constant repeti- 
tion and emphasis. As substantial 
owners of the industrial fabric of the 
nation, we must use our influence and 
our position to foster the conditions 
that will enable these holdings to 
prosper. 


Keeping Banks Independent 
BRENT SPENCE 
Chairman, Committee on Banking and 
Currency, House of Representatives 
at Breakfast Meeting, Independent 
Bankers Associations 
They asked me to speak on the legis- 
lation in the House. The bill in the 
House, the Financial Institutions Bill, 
has 262 pages. Some of the provisions 
of that bill I am in favor of. Some I 
do not look with much favor upon. 
There is a provision that a bank is 
authorized by the regulatory authori- 
ties ... to buy stock in a bank as a step 
in order to promote an absorption by 
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Bank accounting never had it so fast... 
at such low cost! 
























The Burroughs Director Accounting Machine 
paves the way to low-cost mechanization 

of the simpler accounting jobs— 

either to relieve big accounting machines of 
work jams, or to do away with time-consuming 
pen-and-ink accounting. 


Though it costs so little, the Director 
compresses into small space an impressive 
number of special features that make 

for fast, smooth, accurate production. 
For example: 


LOOK AT THESE FOUR-~ 
REMOVABLE stop and control bar for 
automatic functions in each position. 
THREE-WAY register selection for 
all-purpose duplex figuring. _ . 
SHORT-cuUT keyboard for quick listing. - 
SHADOW-TOUGH key operation for reduced — 
operator fatigue, greater work volume. 


Want to see everything a Burroughs Director 
can do for your bank? Call our nearby branch, 
Burroughs Corporation, Detroit 32, Michigan. 
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When You Need 
Correspondent Banking 
Service in Michigan... 


Manufacturers National Bank, 


<§SURERS NATION, with offices throughout Detroit 


ad - 
* OF DETROIT * 


z and the Metropolitan Area, is 
R 





prepared to take care of your 


every requirement. 


MANUFACTURERS NATIONAL BANK 


DETROIT + DEARBORN «+ HIGHLAND PARK «+ BLOOMFIELD « GROSSE POINTE WOODS 
MELVINDALE ¢« NORTHVILLE « PLEASANT RIDGE + REDFORD + SOUTHFIELD + WARREN 


Member Federal Deposit Insurance Corporation 











Contemporary style has 
been achieved in Trend 
without sacrifice of com- 
fort. Thickly padded with 
foam rubber...fiber glass 
bases on the swivel chairs. 
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Capital: 
Bs. 26.500.000.00 
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Bs. 11.444.280.19 executive 
swivel 
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Caracas - Venezuela an 
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GENERAL BANKING = 
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COLLECTION SERVICE 


PLEASE LET US HANDLE YOUR 
BANKING IN VENEZUELA. 


hy oe = a 
The Sturgis Posture Chair 
Company, Sturgis, Mich- 
igan. Address inquiries to 
the company’s General 
Sales Offices, 154 East 
Erie St., Chicago 11, Ill. 


SIXTY-SEVEN YEARS OF 
UNINTERRUPTED ACTIVITY 
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merger, consolidation, acquisition of 
assets, or assumption of responsibility. 
That, it seems to me, is a suggestion 
for merger. Certainly if a bank can 
buy the stock of another bank, it 
doesn’t have to do much more because 
it controls that other bank. While I 
think some mergers may be desirable, 
and some branches may be desirable, 
I don’t believe there is any substitute 
for the independent banker in Amer- 
ica. 

I don’t believe there is any substi- 


| tute for local control and local interest. 


I am opposed to nonresident operation 
of the hometown bank. 

I have no objection to big business. 
Big business in our country of free 
opportunity merely means efficiency, 
honesty, and integrity. The natural 
growth of banks is a fine thing. Big 
towns and big industry need big banks. 
But little towns need the hometown 
banker. I hope he will stay there, and 
I hope he will prosper and grow in 
strength and in importance and in- 
fluence as time goes on. 


Agricultural Credit 
WILLIAM I. MYERS 
Dean, New York State College of 
Agriculture, Cornell University 
Bankers should encourage farmer- 
borrowers to continue their efforts to 


| increase efficiency of production and 


marketing in order to earn satisfac- 
tory incomes with present prices and 
costs. The Extension Service program 
in farm and home management is 
especially timely and important in this 
effort. Farmers should have a business 
big enough to keep the labor force 
fully employed, using labor - saving 
machinery and methods; strive for 
higher yields per acre and per animal 
of high quality products; and by vig- 
orous efforts seek to expand markets 
and improve merchandising of farm 
products. 

Another need is for credit to permit 
efficient farm operation, but at the 
same time to help borrowers to keep 
their debts on a safe basis. 

There has been a continuing in- 
crease in the capital and credit re- 
quirements of modern commercial 
family farms. Larger acreages at 
higher prices per acre for efficient 
production frequently require longer 
term mortgages than banks can give. 
Working capital requirements for 
tractors, machinery, livestock, chemi- 
cals, and other cash costs also have 
grown rapidly. Short term credit has 
about trebled in 10 years while the 
mortgage debt has doubled. 

As a result of these changes, farm- 
ers have real need for more term or 
intermediate credit loans of from 2 to 
3 years or even longer to finance 
machinery purchases, livestock oper- 








ations, and _ soil-building practices. 
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These loans would bridge the gap be- 
tween short term production and long 
term mortgage loans. Financing bulk 
milk tanks is a good example of this 
type of credit. 

Farm production loans cannot be 
made safely without a farm manage- 
ment analysis and credit statement 
every year. Wise bankers will dif- 
ferentiate between good farm busi- 
nesses, those just getting by, and those 
losing out. They should realize that 
good farmers require adequate de- 
pendable credit to finance their in- 
creasing capital requirements. This is 
good business for banks that handle it 
well. 


State Bank Division 
ARCHIE K. DAVIS 
President, State Bank Division, and 
Chairman of the Board, Wachovia Bank and 
Trust Company, Winston-Salem, 
North Carolina 

State-supervised banks can derive 
considerable satisfaction from the 
relative progress and increased stabil- 
ity achieved in 1956, as indicated in 
the annual statistical study prepared 
by our State Bank Research Commit- 
tee. Their capital position was $596- 
million stronger than a year ago. At 
the year-end such institutions num- 
bered 9,448, of which 8,921 were com- 
mercial banks (including loan and 
trust companies, stock savings banks, 
private banks, industrial banks, and 
cash depositories) and 527 were mu- 
tual savings banks. 

Total assets of state-supervised 
banks in the United States and the 
District of Columbia reached a new 
high plateau of $133.7-billion, a $4.9- 
billion increase over December 31, 
1955, or 3.8 per cent. While total loans 
and discounts continued their upward 
climb to a record volume of $62.3- 
billion, the increase of $5.3-billion 
over comparable 1955 year-end figures 
was only half that experienced in the 
previous year when the gain was $10.8- 
billion. The deposit rise of $3.8-billion 
and the liquidation of $1.5-billion in 
United States Government securities 
provided the funds for the increased 
investment in loans. Total deposits— 
$120.1-billion at the year-end—were 
3.3 per cent above 1955, as compared 
with the 2.9 per cent increase the year 
before. Investment in United States 
Government obligations declined 4.2 
per cent to a total of $34.9-billion. 


Bank Earnings and Costs 
SAM M. FLEMING 
P; -sident, A.B.A., National Bank Division, 
ond President, Third National Bank in 
Nashville, Nashville, Tennessee 
‘n these days, we hear much about 
ths evils of high interest rates, and 
allegations are often made that they 
benefit only the bankers. We have be- 
come accustomed to unjustified criti- 
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Monthly Review 


THE BANK OF NOVA SCOTIA 





Each month, The Bank 


of Nova 


Scotia discusses some current topic of 
economic interest affecting Canadian busi- 
ness in the pages of its Monthly Review. 

Businessmen tell us this up-to-date, 
concise report provides them with interest- 


ing, profitable information. 


If you wish to receive the Monthly 
Review of The Bank of Nova Scotia regu- 
larly, simply complete and mail the coupon 
below. We’ll be glad to put you on our 


free mailing list. 


The Bank of Nova Scotia 


500 branches in Canada and 


Economics Department 
The Bank of Nova Scotia 
44 King St. West, Toronto, Canada 


abroad 
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Please put me on your complimentary mailing list to receive 


the Monthly Review. Also please send 
recent Reviews checked below. 


me copies of 
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Which coin-changer 


best suits your needs? 








| 
Mi over 600 
a) Map-ir's 
; used by 
© Sy gt! leading 
: ‘6 Western 
Handsome, modern design typifies all MP models. bank chain 


Designed for speed, accuracy and simplicity of operation so you can give 
faster customer service. Parts and workmanship guaranteed. 


; JUNIOR ff ! 
BANTAM COIN HOLDER COIN MASTER 







MP Jr. Coin-Changer. Over 5,000 in use today, in all 48 states. Sturdy aluminum with handsome 
grey hammertone finish. Removable tray with inside storage box. Capacity $125—pennies through 
half-dollars. Size: 8”x10”x6%4”. Weighs 9 lbs. Rubber feet protect counters. $69 plus tax. 


MP Bantam Coin-Changer. Space saving version of MP Jr. without removable top tray. Capacity $125 
(1¢ to 50¢). 6”x5”x10”. 8 Ibs. $54 plus tax. 


MP Coin-Master. A completely automatic changer. Features new 19-key keyboard that is quick and 
easy to use. Make any change instantly by pressing 1 or 2 keys. Sturdy aluminum with handsome 
grey hammertone finish. Rust-proof steel parts. Capacity $100. 18 Ibs. 11%2”x12”x9”. Tilt cup or 
roll-out either side. Rubber feet protect counters. $245 plus tax. 


MP Coin-Holder. Sturdy aluminum with handsome grey hammertone finish. Holds almost 2 rolls of 
each type coin. Top section holds 10 silver dollars. Capacity, $80. 5%” x6%4”x5”". 4 lbs. Rubber feet 
protect counters. $15 


Write for descriptive literature and name of nearest dealer 


Modern Products...Moderate Prices 





METAL PRODUCTS ENGINEERING, INC. 
Dept. C-10, 4000 Long Beach Ave., Los Angeles, Calif. 
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FOR 
WAR OF 
NERVES 


If your files are a “‘mess” 
—papers jumbled in 
bulging, dog-eared fold- 
ers, records lost or mis- 
filed —if you’re losing 
minutes and dollars, 
wearing downyour 
nerves every time you 
want to file or find a let- 
ter, order, invoice, Here’s 
Peace! ACCO-filing will 
stop this war of nerves— 
keep all your papers 
neatly, correctly filed, 
safely bound, where you 
en want them when you 
Bg ts es PANT RS want them. 
ACCOPRESS Binders and ACCOBIND 
Folders solve your file problems—are avail- 


v lorcester ( unty able in most any size, any capacity, with or 
without tabs—and at transfer time you just 

Trust Com an slip the contents, still bound, from Accobind 
Folders, saving the covers for year after year 


. : , of more filing. 
Main Office: 446 Main St., Worcester, Mass. Ask your stationer about Acco-binding. 


Twelve Local ACCO PRODUCTS 
and County Offices A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 


Massachusetts 
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cism, but too often the public is misled 
by accusations which have no basis of 
fact. All too few people understand 
the workings of interest rates, which, 
of course, are determined in the mar- 
ket place through the law of supply 
and demand and not by banks or 
bankers. As a matter of fact, bank 
earnings actually are not large and 
are much smaller than most other 
types of businesses. The annual re- 
port of the F.D.I.C. for 1956 reveals 
that the aggregate net earnings of the 
14,000-odd insured banks in the United 
States were only $1.216-billion or 7.82 
per cent on total capital accounts. 


| Dividends paid to stockholders of the 


entire banking system for the year 
1956 aggregated only $617-million. 
This is a rather modest showing when 
compared with manufacturing com- 
panies, which, on the average, earned 
12.3 per cent on capital in 1956. Sev- 
eral individual companies earned al- 
most as much as all of the banks in the 
country combined. 

The cold facts are that bank sal- 
aries, general expenses of operation. 
and interest paid on savings accounts 
have just about kept pace with in- 
creased revenues from higher interest 
rates and larger loan totals. In fact, 
the modest earnings of banks in times 
of unusual prosperity, accompanied by 
steadily increasing loan totals, point 
up the need for the taxing authorities 
to adopt a more realistic attitude to- 


wards valuation reserves on loans. 


Savings, Mortgage Division 
DANIEL W. HOGAN, JR. 
President, Savings and Mortgage Division, 
and President, City National Bank and 
Trust Company, Oklahoma City, Oklahoma 

Our Division has just completed a 
nationwide survey on savings interest 
rates. Certain factors stand out! For 
instance, it’s encouraging that more 
and more banks are allocating a big- 
ger chunk of their advertising budget 
to savings promotion; and it’s a fact 
that savings advertising has. sky- 
rocketed the last 5 years. 

Back in 1956, 23 per cent of the 
commercial banks were paying 1 per 
cent interest, 52 per cent were paying 
2 per cent, and 13 per cent were pay- 
ing 2% per cent. 

But our 1957 Savings Survey makes 
it plain that a wave of higher interest 
rates has swept the country and has 
left in its wake some astounding 
statistics on the more competitive 
position of banks. It’s hard to believe 
that 43 per cent of the reporting banks 
upped their rates in 1956 and that 56 
per cent are paying a higher rate in 
1957. But it’s true! 

Of all the banks reporting a growth 
in savings, 63 per cent believe that 
their growth was due primarily to 
increased rate of interest, while 33 per 
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cent give full credit to promotion. 
Personally, I’m a firm believer in the 
power of advertising. Consequently, 
I’lk stick my neck out and say this 
much: if a bank that pays 2% per 
cent interest will spend % of 1 per 
cent of its total savings deposits on 


advertising for new savings, this bank | 


will build a greater volume than it 
would if it paid 3 per cent and spent 
only the typical 1/20 of 1 per cent of 
its total savings deposits. 


Prize-Winner on Thrift 
DAVID M. KIMBEL 


Assistant Cashier, Lincoln Bank and Trust | 


Company, Louisville, Kentucky, and First- 
Prize Wéinnez, National Public Speaking 
Contest for A. P. Giannini Educational 
Endowment Prizes, 55th Annual Convention, 
American Institute of Banking 

I invite your attention to an article 
which appeared in a recent issue of 
“Fortune” Magazine. Writing about 
the average American family’s fi- 
nancial habits, the author asked this 
startling question: Is thrift un-Ameri- 
can? 

Well it didn’t used to be. Thrift and 
good hard work started this country. 
Think for just a moment of our 
earliest historical settlements like 
Williamsburg, Jamestown, Salem, 
Providence, New Amsterdam—all of 
those. They were not founded by folks 
of wealth, but by “refugees” from 
tyranny, by seekers after a fresh start, 
by adventurers—many kinds of folk, 
but not persons of wealth. 

These early forebears of ours 
brought one priceless heritage over 
here with them — one characteristic 
that has turned our economy loose on 
a road, the end of which has never yet 
been in sight. They brought with them 
the habit of thrift—plain, old - fash- 
ioned, old-world thrift; the kind your 
grandparents brought over here; the 
kind your parents practiced. 

I submit, to you, as I have to any 
one who will listen to me, we had 
better not turn our back on thrift un- 
less and until we have a substitute for 
it. Where would we get the capital to 
start new ventures and to continue to 
expand and grow in our present econ- 
omic life? Could we get it from your 
banks, your savings associations, your 
insurance reserves, your trust and in- 
vestment funds? Not unless the av- 
erage man continues to: place his small 
contribution of thrift into each of 
these. For your institutions did not 
just happen; they have been built 
slowly, patiently, over the years—some 
of them over the centuries—by thrifty 
folks. 

Who can lead us back? We can do it. 
Further, we should do it. Banks, 








bankers, our bank employees. We | 


started something at the Richmond 
Convention; we asked those people 
there to take thrift back home with 
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automatic door controls 











A personal “Hello” or “Goodbye” is the best 
means of maintaining a friendly relationship 
with each customer .. . but this isn’t 
possible. You CAN do the next best thing 
... Offer every customer the courtesy 

and convenience provided by Stanley 
Automatic Door Controls as they open and 
close your doors automatically. Join the 
growing list of progressive i 

institutions that are building business 

by making friends through the 

magic of Stanley Door Controls*. 


Write for our new folder — “Build Acceptance” 
— to Magic Door Sales, Stanley Hardware, 
Division of The Stanley Works, Department J, 
1095 Lake Street, New Britain, Conn. 


*Can be installed on new or existing doors. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 





This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools « drapery, industrial and builders hardware + door controls » aluminum windows + metal parts + coatings + 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 























"The bookkeepers get complete operating supplies free from the THRIFTICHECK 

people... the bank gets free checks, plus a free check imprinter... the 

advertising manager, he gets free newspaper mats, posters and stuff... 

plus ads in the Saturday Evening Post... and what do | get? Nothing 
but a flock of new people tracking all over my floors! “ 





AMERICA’S MOST POPULAR 
CHECKING ACCOUNT SERVICE 









Get all the facts about JA; 











WRITE: THRIFTICHECK SERVICE CORPORATION, 100 Park Ave., New York 17, N.Y. 















SYMBOL OF 
SECURITY 


for you and your customers 


Proteeting the earning power of your 
customers is mighty good business ... 
and this additional security costs those 
you serve only a few pennies extra per day. Our 
Credit Life, Accident and Health program is flexible, 
specifically tailored to the individual requirements of 
each bank. 


WRITE OUR BANKING SERVICE 
DEPARTMENT FOR FULL DETAILS CREDIT LIFE AGENCY INC 
8 Field Offices oo oe 
Throughout the Country Grand Rapids, Mich. 








SELL YOUR BANK 
SERVICES WITH... 








Repeats your 18- 
25 word Sales Message in 
LIGHT, MOTION and COLOR... 
Moves like dazzling Electric Spectacular on 2 

N.Y. Times Square. Requires little space—30 inches long. New "57 e USES e 


Checking accounts 
Model Travel Checks 

Home Improvement Loans 

Trust Services 

Community Service 


71-08 AUSTIN STREET e FOREST HILLS e NEW YORK 











them and talk it. Through institu- 
tional advertising, through our in- 
dividual counseling of our friends and 
neighbors, through our day-by-day 
contacts with our customers. We can 
do it! 

Is this fellow right? Will “thrift 
become un-American?” I don’t know, 
but I sincerely hope not. 


Taxation ahd Savings 
CLARENCE E. MANION 
Doran and Manion, Attorneys at Law, 
South Bend, Indiana 

Thrift is more necessary now than 
it has ever been at any time in the 
history of our country. If we are to 
stop destructive inflation, additional 
millions of citizens must be induced to 
save more and more of the dollars that 
they are now spending. A _ savings 
account is the first step in the accumu- 
lation of investment capital without 
which there can be no new jobs created 
for our rapidly increasing population. 
Under the pressure of these circum- 
stances, savers should be encouraged 
by higher rates of interest now being 
offered for the money they deposit in 
savings accounts. 

But banks must do more for the 
savings depositor than simply raise 
the rate of interest on savings. The 
prospective savings depositor is more 
interested in maintaining the value of 
the dollar that he saves than he is in 
the rate of interest return that the 
savings dollar earns. If he can be 
sure that by saving his dollar, rather 
than spending it, he can stop dollar- 
devaluation and eventually draw out 
dollars with the same _ purchasing 
power of those he put in, he will save; 
otherwise he will continue to spend 
his money for “things” as a “hedge 
against inflation.” 


Trust Activities 
THOBURN MILLS 
President, A.B.A. Trust Division, and 
Vice-President and Trust Officer, 
The National City Bank of Cleveland, 
Cleveland, Ohio 

One of the most pressing problems 
in our business is the perennial one 
of costs and charges. The Committee 
on Costs and Charges recently con- 
ducted a national survey to determine 
what is being done and what needs to 
be done to keep them in reasonable 
balance. Sixty-four per cent of the 
trust departments responding to the 
questionnaire indicated that they 
would welcome outside help in insti- 
tuting a cost survey within their own 
departments. Our Committee is now 
considering ways of providing this 
assistance. 

That young giant in the trust busi- 
ness — employee benefit plans of all 
types, including pension and profit- 
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(supplementary unemployment bene- 
fit) plans—poses many problems for 
our Committee on Employees Trusts. 
Currently, the Committee has sug- 
gested to the Commissioner of In- 
ternal Revenue important changes in 
the proposed regulations covering the 
estate tax provisions of the Internal 
Revenue Code of 1954 with respect to 
profit-sharing trusts. The Committee 
has also made suggestions to the House 
Ways and Means Committee covering 
the exemption from the stock issuance 
tax of participations in qualified pen- 
sion trusts in a pooled common invest- 
ment fund. The Committee is also 
working on a Statement of Principles 
concerning employee benefit plans. It 
is the opinion of the Committee that 
the existing Statement of Principles 
of Trust Institutions does not ade- 
quately cover this field. 

The Committee on Fiduciary Legis- 
lation is now preparing a model 
statute to permit the creation of a 
mutual investment fund and has also 
been working on the following legisla- 
tive matters: microfilm statute to 
permit destruction of original trust 
records; uniform supervision of trus- 
tees for charitable purposes act; 
legislation for the handling of busi- 
nesses in trust; model act to exempt 
employees’ trusts from the operation 
of the rule against perpetuities; and 
a statute to validate a bequest or de- 
vise made by will to an existing trust. 

The Committee on Handling Busi- 
nesses in Trust is busily working on 
the man-sized task of writing a book 
on this subject. 

The Committee on Common Trust 
Funds has published its third edition 
of the “Common Trust Funds Hand- 
book,” and it is now being distributed. 

The Committee on Trust Invest- 
ments—one of our hardest working 
committees—has as its objective the 
providing of maximum assistance to 
smaller trust companies in connection 
with their investment problems. This 
Committee has just revised and pub- 
lished the booklet, “Laboratory on 
Trust Investment Problems.” The 
Committee is also working on the 
study of sources of information on 
institutional investment policy. This 
Committee has prepared a series of 
investment case studies to be published 
in six issues of the “Trust Bulletin.” 

The Committee on Statistics is 
Weighing all angles of the proposal to 
gather trust statistics on a national 
basis. It is believed that such a study 
will disclose policies and trends in 
fiduciary investment, the extent of 
investment responsibility which cor- 
porate trustees exercise, what they are 
doing in the capital market, and the 
amount and growth of personal trust 
business that is handled by corporate 
fiduciaries. 
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DIAMOND “UtiliVue’’ 
MODEL 500 


CAMERA SYSTEM 


This new industrial television camera and control unit provide a sharper 
picture with finer detail. The 500 has automatic compensation for wide 
variations in light on the scene viewed ... assuring a good picture with any 
reasonable illumination. Picture quality is maintained automatically under 
wide fluctuations in line voltage. 

The miniaturized camera is exceptionally compact and easy to use. The 
controls are simple and can be remotely located from the camera. As many 
as five cameras can be used with one control unit by means of a Diamond 
camera switcher. 

Diamond Industrial Television can save you money ... improve operation 
«.. increase safety. For further informa- 
tion, get in touch with your nearest Gray- 


bar office or use the coupon below. Dianna 
7820 
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DIAMOND POWER SPECIALTY CORP. 
“FIRST IN INDUSTRIAL TELEVISION” 

ELECTRONICS DEPT., P.O. BOX 57SS 
LANCASTER, OHIO 


Please send me without obligation a copy of new bulletin 
showing how Diamond Industrial (Wired) Television will help 
me reduce costs, improve quality, increase sales and aid safety. 
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DUMB WAITERS 
MONEY and BOOK LIFTS 
RECORD CARRIERS 


Coast MATOT 


Since 1888 designers and builders of electrical and hand 
operated dumb waiters for hotels, restaurants, clubs, 
banks, libraries, warehouses, factories, institutions. 


COMPLETE DATA IN SWEET’S ARCHITECTURAL FILE 33a 


D. A. MATOT, Inc. 


1535 W. ALTGELD STREET CHICAGO 14, ILLINOIS 











FOR YOUR LOBBY CHECK COUNTERS 


Use the tested and approved, heavy duty pens by 


C hangeproin7 — FOUNTAIN OR BALLPOINT 


Extra Long Lasting Ballpoint 
Refills — Three miles of 
continuous writing on test! 


Desk Sets without Chains 
Counter Sets with Chains 


Write for New Catalog in Full Color 


Tel. Diamond 3-7965 545 So. Rockford 
Tulsa 20, Oklahoma 
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New! Different! Combination 


CALENDAR ano LITERATURE RACK 


in Bronze @ Brass @ Aluminum or Chrome 


With Adjustable Dividers 
and Pen Sets 











ther choice J. A. Reinhardt & Co. qual- 
‘ - designed for deposit tickets, 
withdrawal slips or other literature. 


Other Models available with and 
without Pen Sets and Calendars 
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DRIVE-IN 
BANKING SURVEY 


CONTINUED FROM PAGE 41 


varied: two had virtually unlimited 
service, the third restricted activity 
somewhat, while the fourth accepted 
only deposits. 

Despite the wide variance in these 
factors, there was a high degree of 
uniformity in the replies. Except 
where specifically noted, the results 
cited here will be for the composite 
replies. However, a detailed 40-page 
report of the survey has been pub- 
lished with separate statistics for 
each of the participating banks. 
Copies of this report are available on 
request from Diebold, Inc., Canton, 
Ohio. 

An indication of customer interest 
in motor banking is the very high 
percentage of returns. Over 45 per 
cent of all questionnaires, or a total 
of 460, were filled in and returned to 
Wayne State University. The thor- 
oughness of the replies also was most 
illuminating, leading Dr. Mauser to 
observe that banks perhaps could use 
the survey approach effectively in con- 
junction with other phases of their 
operations. 


N the space of this article it is 

extremely difficult to highlight the 
returns of the drive-in survey, but the 
following analysis of replies to specific 
questions certainly covers some of the 
most interesting data developed: 

1. Was the drive-in a factor in 
opening or keeping your account? 
A surprising 46 per cent of all replies 
answered “yes.” Only 5 per cent of 
those replying did not have an ac- 
count, refuting the contention that the 
drive-in is primarily a check cashing 
facility. In the one branch that opened 
as a new operation with drive-in 
banking from the start, 60 per cent 
indicated that this service was a 
factor in getting their account. 

2. If you moved, would you want 
this service at your next bank? As 
previously mentioned the reply on this 
was 99 per cent “yes.”” Oddly enough, 
the bank with the poorest facilities 
and the one which limited its services 
only to accepting deposits showed a 
100 per cent “yes” response. 

In view of the growing trend to 
suburbia, and the establishment of 
new banking connections as a result, 
the virtually unanimously affirmative 
response to the foregoing question 
takes on an even added significance. 

3. Do you find drive-in banking 
more convenient than the use of ad- 
jacent parking? As has _ previously 
been noted, the affirmative reply was 
also 99 per cent. It should be men- 
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tioned that each bank surveyed, with 
one exception, offered parking facili- 
ties. However, the survey response 
does not mean that adjacent parking 
is not desirable; admittedly it is very 
important. 

4. What do you like best about 
drive-in banking? Quoted in a sepa- 
rate box are some specific comments of 
particular interest. The reasons most 
frequently advanced were: no park- 
ing problems, 20 per cent (despite the 
fact that all but one of the banks had 
adjacent parking); convenient and 
easier, 17 per cent; speed of service, 
13 per cent; savings of time, 12 per 
cent. 


EARLY every customer listed at 

least two reasons. Housewives 
provided an _ interesting variation. 
Next to elimination of the parking 
problem, they said they liked drive-in 
banking primarily because it was 
easier with children along (22 per 
cent) and there was no need to dress 
up (17 per cent). 

5. What is your occupation? It is 
significant that the principal user 
turned out to be in the important 
category identified by the Bureau of 
Labor Statistics as manager, official, 
proprietor; they comprised 23 per cent 
of the total. In the aggregate, 15 per 
cent were housewives although this 
varied from 22 per cent in the subur- 
ban bank to 3 per cent in the mid- 
city institution. Some 14 per cent were 
identified as craftsmen or foremen, 
and a like percentage were classified 
as professional or technical people. 

6. What is your sex? For what it’s 
worth, approximately 3 out of every 
10 were women. In suburbia it was 
somewhat higher—about 1 out of 3 
were women. 

7. How often do you use drive-in 
banking? The findings indicated that 
82 per cent of the motor banking 
customers use this service once a week 
or oftener. 

In the manager-proprietor category, 
49 per cent use the service more fre- 
quently than once a week. Among 
professional men, 40 per cent bank 
weekly, 31 per cent semi-monthly. As 
to housewives, 59 per cent are weekly 
customers, 26 per cent semi-monthly. 

8. Who are you banking for on this 
trip? Considerable uniformity of 
replies was evidenced. About one- 
fourth of all persons banking were 
doing so for their employers. This 
places additional value on the “time 
savings” advantage of drive-in bank- 
ing, and lessens the argument that 
Crive-ins keep people out of the bank. 

9. What suggestions do you have 
for improving drive-in banking? Two 
especially interesting conclusions are 
cerived from a study of the replies to 
tiis question. 

First, 52 per cent either had no 
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HE elegant appearance and contemporary design of a 

Chubb vault door conceal the massive strength of its 
construction. Incorporated into the design are a special 
Chubb-developed Alloy giving protection against blow- 
torch attack; anti-explosive devices; and the latest models 
of combination and time security locks. 
A Chubb vault door, with its unique marriage of strength 
and grace, symbolizes the spirit of modern banking 
architecture. 
For details, please write to the Chubb head office in 
London, England, or to your local agent. There are Chubb 
factories in Toronto, Canada; Sydney, Australia; Johannes- 
burg, South Africa; and Wolverhampton, England. Chubb 
have appointed agents in every principal country. 


CHUBB 


CHUBB & SON’S LOCK AND SAFE CO. LTD., 
175-176 Tottenham Court Road, London, W.1, England. 
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passbooks 
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Prices on Request 





FREE SAMPLES— 


STATEMENT STUFFERS 





Sell more bank services fo your own customers! 
Thousands of progressive banks enclose our low 
cost folders in their checking account statements 
(more than 40 million of our folders have been 
used by financial institutions). Over 125 colorful, 
well-illustrated folder and blotter subjects. We 
imprint with your name or special message. Write 
for free samples of 12 MOST POPULAR BANK 
FOLDERS. For a limited time only we'll include 
a handy WORK-SHEET for direct-mail planning. 
KARL G. BEHR ADVERTISING AGENCY, INC., 300 





suggestions to offer in their reply or 
stated specifically that the service was 
satisfactory. 

Second, those who did reply gave a 
great deal of thought to the answers. 
Some of their suggestions are listed in 
the box on page 40. Several of the 
ideas advanced have been adopted by 
the banks involved, as, for example, 
the following: signals as to which 
windows are not busy, information 
posted as to which services are avail- 
able at the drive-in windows, having 
an officer on duty during rush periods, 
and even the passing out of balloons 
instead of suckers to the kiddies. 

It was also most encouraging to 
note the interest that customers dis- 
played in the survey as a whole. Their 
answers generally were intelligent, 
helpful and cooperative. 

Perhaps as significant as anything 
—at least to the banks surveyed— 
was the frequent expression of satis- 
faction on the part of the customers 
about the type of service received. 
The unsolicited commendations as to 


Francis Palms Bldg., Dept. A, Detroit 1, Michigan. | the friendliness and courtesy of the 








How to 
Make 
More 
Contacts 


There are undoubtedly hundreds of calls you 
would like to make if you had the time. Calls 
to maintain contact with your prime pros- 
pects; calls to make friends among the local 
accountants, attorneys, life underwriters, 
architects, real estate brokers, merchants, 
contractors and other people who can rec- 
ommend your services and influence business 
for your bank; calls to generate more pres- 
tige for your bank in the community. 


Many bankers do make these contacts .. . 
and also supplement their regular personal 
calls. They keep in touch with hundreds of 
people—including those they might not other- 
wise reach—with IMPACT, the weekly eco- 
nomic newsletter. 


IMPACT helps build business by building 
a favorable impression among the select peo- 
ple who will need your services—today or 
tomorrow. 


To see for yourself how IMPACT supplies 
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key business men with comprehensive, yet 
concise, business reports—how banks pro- 
mote their best revenue-producing facilities 
—how they supplement their officers’ calls, 
send the coupon below for a four weeks trial 
subscription. 


reo———- MAIL COUPON TODAY!-:—=—=—=— a | 











BUSINESS NEWS ASSOCIATES, Inc. |! 

149 Broadway New York 6, N. Y. 
| Gentlemen: Please send me 4-week trial sub- | 
| scription to IMPACT. | 
| | 
| Name | 
| | 
| Bank I 
| | 
| Street | 
| | 
| City State | 








tellers, for example, was a pleasantly 
recurring refrain. 

Summarizing, the survey can be 
said to have reached the following 
major conclusions: 

1. Under proper conditions about 3 
out of every 10 bank customers prefer 
to use the drive-in for their normal 
bank use. 

2. Nearly every person using this ser- 
vice will insist on a similar accommo- 
dation should he ever have to make 
a new banking connection. 

3. For this important segment of the 
banking population, adjacent park- 
ing is not an acceptable substitute. 
4. As the trend to suburbia continues, 
the motor bank grows in importance. 


CHAMPION OF 
THE SMALL BANKS 


CONTINUED FROM PAGE 46 

loans are now for farm purposes of 
one kind or another. For many years 
the bank has employed a farm repre- 
sentative to counsel farmers and study 
the area’s productivity and potential 
production. The present farm repre- 
sentative, a former county supervisor 
with Farmer’s Home Administration, 
is a member of the bank’s loaning 
committee. With crop allocations now 
restricting the cotton acreage, farm- 
ers in the surrounding area have 
turned to other cash crops to augment 
production during the “two-crop” 
growing season. Corn and soybeans 
have proved the most abundant crops 
thus far, but this rich Southeast Mis- 
souri section promises to be heard 
from for small fruits and vegetables. 
Wheat, once a major crop on the high- 
lands of the tri-county area served 
by the bank, is also making a come- 
back. Aiding favorable weather condi- 
tions and good soil is the abundant 
water supply found within 80 feet of 
the ground’s surface. Agricultural 
loans have long been good business for 
the Bank of Kennett and the bank has 
always made money available to insure 
the area’s progress and economy. 


ARTLY because he is absent so 

much of the time on A.B.A. work, 
and partly because he believes so firmly 
in letting all bank officers share in the 
bank’s management, Mr. Welman re- 
cently gained board approval for the 
re-establishment of the loan committee 
and a structure of new loan proce- 
dures. His five loaning officers are 
specialists in certain fields of lending, 
yet are well-versed enough in bank 
policies to help one another in times of 





peak business. Any one of the lending 
officers may make a loan up to $2,500 
on his own authority, or for larger 
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amounts merely on the initialing of a 
second officer. This speeds service to 
the customer and frees loan committee 
meetings for the review of more diffi- 
cult loans. 

Elsewhere in Joe Welman’s bank 
the emphasis on customer service has 
brought refinements in bank opera- 
tions and inaugurated new services as 
quickly as it was determined that there 
was a need for them. 

Instalment credit was started at the 
bank in 1939, the year Mr. Welman be- 
came president. A firm believer in his 
customers’ ability to budget their 
money properly, Mr. Welman has 
pressed for instalment credit on vir- 
tually every item that assists his cus- 
tomers in their daily lives. 

To develop adequate housing for the 
area, the bank immediately accepted 
FHA mortgages as soon as they were 
offered, and points to a profitable ex- 
perience in GI financing. Mr. Welman 
joined other community leaders at the 
close of World War II in financing a 
new subdivision to relieve the housing 
crisis. Today, this subdivision is one 
of the city’s finest areas. 

The bank also promoted Farm Home 
Administration loans as soon as the 
program was offered, to round out its 
financial assistance to meet the needs 
of all of its customers. 


AN intensive public relations pro- 
gram is nothing new to this bank. 
Mr. Welman and his directors have 
long been convinced that the banking 
atmosphere must be as warm and 
human as the corner drug store if the 
bank is to grow with the community. 
For years, all newcomers to the town 
have been immediately greeted by cor- 
respondence from the bank. The pro- 
gram continues today and now includes 
a direct mail folder that carries a per- 
sonal message from the bank, a list of 
banking services and a large, detailed 
map of the city. Births, illnesses and 
deaths are also noted and personal 
messages are mailed to those involved. 
A list of these letters is posted on the 
employees’ bulletin board to keep staff 
members appraised of such develop- 
ments. When local residents are hon- 
ored, the bank clips each item from 
the newspapers, bonds the clipping in 
a plastic jacket and mails the item in 
an attractive folder to the family in- 
volved. 

An assistant cashier, a particularly 
warm and friendly lady, is stationed 
near the door to help new customers 
and to befriend long-time customers. 
A veteran bank employee, she has long 
proved one of the bank’s greatest 
assets in human relations. 

As stated earlier, Mr. Welman has 
been quick to heed the needs and de- 
Sires of the community. The Bank of 
Kennett established the first drive-in 
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LAMSON AIRTUBE SYSTEM 
offers safety with speed 


When the Traders National Bank, Kansas City, Mo., opened 
its drive-in bank, it installed a Lamson Pneumatic Airtube* 
System to better serve its customers for these reasons: 


1. 
2. 


DN Pe w 


No parking problems for the in-a-hurry customer. 


Guarantees maximum security—no cash is kept at the 
drive- in station. 


Relieved the traffic load in the main banking quarters. 
No duplication of business machinery at drive-in window. 


. Drive-in station occupies space only 6’ by 10’. 


Drive-in is located 90 feet (where space was available) 
from main bank. 


Learn how your financial institution can increase its communi- 
cations efficiency and be assured of maximum security at the 
same time. Write today for the complete story. 


*trade name 


ge (0 Please have an engineer call me : 

—_ for an appointment. i 

LAMSON CORPORATION | Send me these bulletins: } 
| C)! Airtube on Target ! 

104 Lamson Street, Syracuse 1,N.Y. | © Bank Case Histories | 
Plants in Syracuse and San Francisco | Te | 
Offices in Principal Cities a 


For Further Information 
Clip To Your Letterhead 
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in the POWERFUL 
Pacific Northwest 
They look to NBofC 


Oil and gas are wealth—and an ever- 
increasing supply flows from northern and 
midland fields to facilities of the Pacific 
Northwest. The pulse of this vital area is 
felt by N BofC— interpreting the great 
Pacific Northwest to the financial world. 
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. NATIONAL 
| BANK OF 
/' COMMERCE 
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window in the area. This proved so 
popular that the bank quickly acquired 
more building space, constructed two 
drive-in windows at the rear of the 
bank, and installed a convenient 24- 
hour depository on the driveway. 
Nearly 30 per cent of the bank’s trans- 
actions are now being conducted 
through these facilities designed for 
the motoring public, and this percent- 
age is continually on the rise. 

Still another facility was added in 
this bank expansion. The added quar- 
ters include a community room com- 
plete with kitchen which is available 
for all community activities. Off-street 








Bank Supplies 
Since 1914 


STRAYER — 
R—Non Roller 
Steel Storage Files RB—Steel Bearing Wheels 
Utmost in Safety NR—Nylon Rollers 
Positive Drawer Stops a Pn 
Vertical and Horizontal Rigid __ ain tiie Gude 
Stacking—Automatically — sma 





Made any size you specify—6 colors 





AUTOMATIC “Easy Snap" collapsible corrugated paper file boxes 
NO PASTING Available 175 stock sizes 














Coin Bags 
Boxes 
Trays 

Wrappers 

Teller Chests 

Note Cases 

Sorters 





Send for our Catalogue 


STRAYER COIN BAG CO. Inc. 





New Brighton, Pa. 





parking has also been provided. 

Employee participation in civic 
| affairs has long been considered a 
| “must” by bank management and its 
| staff members are represented on 
| nearly every community organization 
| and undertaking. 

The advertising program of the 
bank, in addition to an active direct 
mail operation, has included striking 
outdoor billboards and a regular sched- 
ule in the local newspaper. A current 
motto that spells the theme of the 
| bank’s approach is, “We will do for 
| you anything a good bank should do.” 

All of this has resulted in the gain- 
ing of nearly 5,000 customers in a city 
of about 9,000 population and a total 
trading area of 40,000 people. The 
bank now has some 4,500 checking ac- 
counts, 700 savings accounts and 4,000 
loan accounts. 

Joe Welman’s insistence that the 
| bank. offer an attractive plan for his 
| employees has succeeded in bringing 
to the bank a young and well-qualified 
staff. Adequate salaries are further 
bolstered by a pension plan; health, 
| accident and life insurance; and a lib- 
| eral vacation schedule. Employee par- 
ticipation on all bank management 
levels is encouraged to prepare staff 
members for management succession. 








OMEHOW, in the demanding 
schedule that includes his busiest 
year of outside activities for state and 
national banking associations, Mr. 
Welman has found time to lead the 
community into fully developing the 
various phases of its commerce. As is 
always the case, mechanization in pro- 
| duction demands a relocation of labor 
| and such has been the case in Kennett 
since the advent of the mechanical cot- 
ton picker. Those people now only sea- 
sonally employed are looking to plans 
of Mr. Welman and his advisory group 
to attract a type of industry that will 
be able to schedule its operations with 
| the idle months of this farm labor 
| force. This project is being actively 
pressed to completion. 

What of the man himself? Perhaps 
the greatest compliment that could be 
paid to him is to say that here is a mar 
whose inexhaustible ambitions and 
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tireless efforts for the banking indus- 
try have gained for him the respect of all 
bankers and the sincere gratitude of 
the Missouri Bankers Association and 
the American Bankers Association. 

According to a man who has worked 
closely with the Missouri banker, “Joe 
Welman is a banker’s banker whose 
leadership qualities are many. Un- 
doubtedly the most outstanding of 
these is his exceptional ability, when 
confronted with complicated banking 
problems of all types, to recognize all 
of the factors which should be con- 
sidered, weigh them in accordance 
with their importance and invariably 
come up with the best possible solu- 
tion. Banking is especially fortunate 
in having as its A.B.A. president 
for the coming year a country banker 
with the competence and efficiency of 
Joe Welman.” 


ORN in Johnston City, Illinois, in 

1908, he first moved to Morley, 
Missouri, in early childhood and to 
Kennett in 1922. He started his bank- 
ing career while still in high school 
when he worked at the Bragg City 
Bank before graduation. Armed with 
his high school diploma, he was hired 
by the Bank of Kennett as a stenogra- 
pher in 1925. The death of the bank’s 
president four years later brought Mr. 
Welman the responsibility of the 
bank’s management and the title of 
cashier. Ten years later, at the age of 
31, Mr. Welman became president of 
the bank. 

In addition to his partnership in the 
Baker-Welman Insurance Agency of 
Kennett, he is a director of two local 
corporations and the Kennett Cham- 
ber of Commerce and a member of sev- 
eral fraternal and service organiza- 
tions. He formerly served on the city’s 
Board of Education and is a former 
director on the Missouri State Cham- 
ber of Commerce. He has also found 
time to assist the Boy Scouts, Civilian 
Defense and his church. 

His Missouri Bankers Association 
activities date back to 1932 when he 
was elected an association group sec- 
retary. He since has served as presi- 
dent of the association (1948-49) and 
has served on committees asked to 


| study such projects as county organi- 
zation, adequacy of the state’s banking 


services, consumer credit, bank man- 
agement, taxation, legislation and ad- 
ministration. 

His work with the A. B. A. began in 
1934 when he was named A. B. A. vice- 
president for Missouri. He later served 
on the committee on agencies in com- 
Petition with banks, and in 1949 be- 
came a member of the Country Bank 
Ope ‘ations Commission, serving con- 
tinuously on that commission and 
Working as the group’s chairman from 
1954 to 1956. Other A. B. A. appoint- 
ments have included terms on the sub- 
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The Phoenix 


BUT IT TAKES A LOT of 

Dignity, Beauty, yes, and 

just the right amount of Glamour 
plus the magical spell of Charm 

to stop and captivate the on-rushing 
Public’s attention today. 


You will find that 

PECO-McClintock Chime Clocks 

are designed specifically to attract 

and win your Public’s good will. 

They are, above all things, dignified 
and beautifully designed. 

The Charm of the Chiming Bells, 
ringing out the searching message of 
the old Westminster notes every quarter 
hour, commands and captures 

the attention of the passerby, 
registering the unforgettable impression 
that here is a friendly institution 

with which to do business. 


Thousands of financial institutions 
covering every state in the Nation— 
over the years—have written of 
glowing compliments by their public 
in appreciation for the beautiful 
Chime Clock presented to their 
Community. 


You will have more than TwENTY 
beautifully illuminated designs and 
sizes, including Time and Temperature 
models, to select from: two-dial, 
three-dial, four-dial, pedestal and 
revolving models. Write today for 
complete information—no obligation. 


CHIME CLOCK DIVISION 


The Spirit 
of the Chimes 








OLD & THIRD 
INA TIONAL 
BAN K 











<= 


FISTON BANK] |. 
— COMPANY] || 
| La 















































“Lord, Through This Hour, 
Be Thou Our Guide 
So, By Thy Power, 
No Foot Shall Slide. 
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Protection Equipment Co., Inc 
2924 Emerson Ave. So. 









Minneapolis 8, Minnese 





THE PLUS YOU GET FROM US 


a rom time to time we try to analyze 


our product and our service in order 
to determine whether we give good 
value for our customer's dollar. Cur- 
rently, we think our customers get 
a little more for their money from 
us than they could elsewhere. Some 
of our more enthusiastic people feel 
that this is an understatement, but 
it will serve to prove a point... and 
anyway, we like to avoid superlatives 
in our advertising. 


So, we claim that our customers get 
a little faster service from us, a little 
better quality, a little more accuracy, 
and perhaps a little lower price 
although we would question this in 
some instances. Our binding isa little 
better, our packaging is a little more 
attractive, our lithography a little 
sharper, our imprinting a little clean- 
er, our facilities a little better, and 
our capacity a little greater. Add up 
all of these little things and you have 
part of the reason why each year we 
make more checks for more banks. 


Another “plus” is our ability to 
handle almost any sized order. We 
are attuned to a sixty cent order or a 
million such orders. We can produce 
your package or create it. We can 
interpret the needs of banks because 
we understand check handling. We 
have kept pace with the swing to 
account numbering, and in fact are 
producing now all sorts of checks 
bearing all sorts of numbers and 
symbols. We have readied ourselves 
for automation and have had some 
considerable experience in the 
handling of magnetic ink. 


As we appraise our postion, therefore, 
we experience a feeling of confidence 
that we will be able to continue to 
offer just a little more as check 
printing becomes more complex. 
To insure this, we intend to see to it 
that there is no slackening off in 
our efforts to improve our processes. 
The “plus’’ you get from us must 
continue to be our sole appeal for 
your continued patronage. 
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CHECK PRINTERS 


Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL, DALLAS 





























AUSTRALIA 





NEW ZEALAND 


Over the past 91 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of eco- 
nomic and financial conditions in 
these two greatly expanding nations. 


More than 700 Offices through- 
out New Zealand and Australia 
provide up to date information on 
the local outlook and offer facilities 
for every type of transaction. 








THE COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


FOUNDED I866 





Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA. 


Chief New Zealand Office: 
328-330 Lambton Quay, WELLINGTON. 
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The 4 ft. 3 in. long No. 3-U Office 
Valet above holds 12 coats and hats, 
umbrellas and overshoes in an or- 
derly and efficient manner. Save 
space—keep wraps aired, dry and “in 
press.’”’ Units for every office need. 


o. S-6 (capacity for 6) for small or 
private offices. Single or double faced 
units that interlock to make racks of 
any length or capacity, Valets that 
mount directly on any wall or give 
closets or cabinets checkroom effi- 
ciency ... strongly built of welded 


furniture steel in modern baked en- 
amel finishes. 


Write for Bulletin OV-15 


VOGEL-PETERSON CO. 
1121 W. 37th Street + Chicago 9, Ill. 
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committee of the committee on federal 
legislation, the Executive Council 
(1951-1956), the Federal Legislative 
Council, the A. I. B. textbook commit- 
tee, the check mechanization commit- 
tee of the Bank Management Commis- 
sion, the Credit Policy Commission, 
and the employee training committee. 

He and his wife, the former Miss 
Berniece Oakes, live in a modest home 
within walking distance of the bank. 
They have two sons, William O., age 
25, who is attending the Law School at 
the University of Missouri, and Jo- 
seph C., Jr., age 23, who is studying at 
the Wharton School of Finance, Phila- 
delphia. 

Any profile on the life of Joseph C. 
Welman could well be concluded with a 
recent appraisal by a man active in 
the banking public relations field. 
He stated: “Mr. Welman is a leader 
in his community with an understand- 
ing of his public. He is politically in- 
telligent. He is obviously the kind of 
man who makes the decisions on his 
own firing line without recourse to 
committee judgment and approval. He 
may be expected to give an inde- 
pendent-minded administration to the 
American Bankers Association.” 
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DIRECTOR 
CLUTCHBILL 


CONTINUED FROM PAGE 47 


At the mention of money the 
stranger leaned forward, lean-bellied 
and hooked-nosed. “My giant com- 
pany ...” he started, then raised a 
level, horizontal palm to his puffed out 
lips and blew visionary gold dust into 
the air. 

“You'll foot the bill, then?” 

“Absolutely. We want that picture. 
No nobler bandit-proof bank counter 
partition existed in the country’s 
banks. We’ve had an eye on it for 
years.” 

“I am persuaded the old counter 
which went clear to the ceiling, an 
unusual feature, kept us free from 
bandits for over forty years,” stated 
Mr. Clutchbill. 

“Of course it has,” nodded the visi- 
tor. “Hold-ups come in waves. Hope 
the next wave doesn’t hit you now that 
you’ve discarded it. Only a little while 
ago I called on a bank that had been 
held up the day before .. . their second 
time in six months.” 

“Twice?” said Mr. Clutchbill leav- 
ing his mouth open in wonder. 

Melzer Heavenstone, the visitor, 
leaned forward full of reply. “I wanted 
to look at the scare still in the eyes of 
the bank crew .. . it was there all 
right enough. There were fireworks 
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the first time. I talked with a manager 
4 so little and quiet it seemed impossible 
he’d had the nerve to walk out of his 
office with a drawn gun on the bandit.” 

“For the love of Mike! What hap- 
pened?” gulped the old director. 

“I asked him! He said simply: ‘I 
shot first!’ ” 

“Drilled the bandit?” 

The visitor nodded. “Didn’t put out 
his lights. Winged him.” 

“Their low counter, I suppose, was 
attracting bandits.” 

Melzer Heavenstone nodded. 


R. Clutchbill sighed and looked up 
where the old “pipe organ” coun- 
ter had been surmounted with a fine- 
webbed gun-muzzle-proof iron grille 
that went to the ceiling. 
“It’s been a year since it went 
away,” he breathed as though speak- 
ing of a departed child. “If you will 


remain here I will go over to Hiram | 


Bixby’s house, where his son now lives, 
and see if he knows where that camera 


went during the auction. I’d know that | 


camera again.” 

The old director eagerly put on his 
hat, and fifteen minutes later was 
standing in front of an open door 
framing the angular, freckled face of 
the son of Hiram Bixby, the village’s 
old departed photographer. 

“T’ve come over to learn what be- 

: came of an old camera of your pa’s,” 
announced Mr. Clutchbill. 

“Camera? Landsakes! He had lots 
of them,” said the son idly. 

“IT remember,” said Mr. Clutchbill 
boring in, “your pa called it a Graflex. 

It had a hood that opened up on top.” 
“Oh, that ... hm’f, it went in the 
auction.” 

“Who got it?’ 

“Was it awful valuable?” slowly 
asked the son suspiciously. 

“No-o! Your pa had just taken a 
picture of our bank interior. Probably 
it’s still in the camera—I want it.” 

“Oh-h, huh, well, maybe I can find 
out. I kept a list of the auction pur- 
chasers.” 

Both men went into what had been 
a back room studio office, where the 
son finally disentangled a batch of 
sheets revealing the auction sale. 

Mr. Clutchbill’s horny forefinger 
dragged slowly down the lists. Some- 
times his finger stopped hopefully at 
the word “camera,” then went fear- 
fully on ... and stopped. 

b “Graflex camera.” he whooped. “A-1 
» Graflex to Abraham Carlow, Beeswing 
m Village... $10.” 
Let me get that down,” gasped the 
old director pulling out a note book. 
) 7 A few minutes later he was in the 
bank’s front office. 

‘Learned where the camera went,” 
he shouted, almost tipping Mr. Heaven- 
Store from his roost in a chair. 
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And anxious to get settled immediately. 
Well known by financial institutions across the 


country ... have helped many secure new customers 


and new accounts by installing Christmas Clubs. 


Now more folks do business at these institutions 
as they have discovered other services offered. 


Have a big variety of Christmas Clubs to choose 
from. Particularly recommend 

Rand M¢€Nally’s. For their 
unique Clubtroller system 
speeds handling, cuts 
costs, eliminates need for 
ledger cards or sheets. See RE 
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For samples and full information, drop a line to: 


RAND McNALLY & COMPANY, CHRISTMAS CLUB DIV. 
111 EIGHTH AVE., N.Y. 11. BOX 7600, CHICAGO 80 












“Can we get it?” asked the visitor. 

“If we can run down an Abraham 
Carlow of Beeswing Village.” 

“Let’s go...is it far?” 

“About thirty miles. Hope he still 
lives there, or hasn’t sold the camera.” 

Shortly Melzer Heavenstone’s power- 
ful car was streaking northward. In 
three-quarters of an hour Mr. Clutch- 
bill ordered the car to pull up at the 
Beeswing Trust Company where both 
men entered. 

“Do you know of an Abraham Car- 
low living in these parts?” asked Mr. 
Clutchbill of the main officer. 

“Carlow ... Carlow—hm’f, name 
sounds familiar, but no, we’ve no cus- 
tomer of that name.” 

Suddenly an elderly customer in the 





against fraud 


AMERICAN 400 PORTABLE 
ELECTRIC PERFORATOR 
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The American 400 perforates thousands 
of items an hour. It offers a foolproof 
permanent way to cancel, date, number, 
validate, void, receipt or otherwise 
mark paper—through many carbons. 
Automatic paper-trip operation. Choice 
of 1, 2 or 3-line copy, including change- 
able date or number. Quiet, powerful, 
handsome, occupying space of only 
62 by 13 inches. A leader in the field 
since 1910, American makes a full line 
of perforators, Write for literature. 
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HELLER ROBERTS 


Manufacturing Corporation 
AMERICAN PERFORATOR Div. 
700 Jamaica Ave., Brooklyn 8, N. Y. 


Why Pass Up Extra Commissions? 


Leading passbook manufacturer now has sev- 
eral territories open for aggressive men call- 
ing on banks to sell all types of passbooks 
and pocket check covers. Commission basis. 
) 





WILLIAM EXLINE, INC. 


1270 Ontario Street e@ Cleveland 13, Ohio 











Enduring Bronze 


BANK SIGNS 


Desk Plates @ Bulletin Boards 
Finest Quality — Lowest Prices 
Write for FREE Catalog 
Architectural Bronze Corp. 

3638 W. Oakton St., Skokie, III. 














108 


bank glanced round. “I knew him,” 


he piped up. “Been dead for six 
months.” 
Mr. Clutchbill walked over to the 


man. “Did he have any relatives?” 

“Yes, a daughter. She lives now 
somewhere over east at Green River 
Center, some thirty-five miles.” 

In three minutes Mr. Heavenstone’s 
car was humming east, and upon ar- 
rival at the new destination Mr. 
Clutchbill went into the Green River 
Savings Bank. 

“T am looking for what I suppose 
is a Miss Caroline Carlow,” he told 
the officer at the front office. 


HE officer held his head slanted in 

thought. ‘‘No-o, no such person of 
my acquaintance round here.” 

“Eh-h, I know,” said an elderly voice 
which might have come from the 
counterpart of the man in the former 
bank. “She’s married. Name’s Mrs. 
Elmer Tucker. Lives down the river 
on a farm. About five miles. Big red 
house on the river road.” 

“Much obliged,” gulped Mr. Clutch- 
bill bolting for the door. 

“Located her!” he nodded climbing 
into the car. “A customer in there 
knew her. Five miles south along the 
river. One thing is clear; there’s 
either a jinx on that camera, or the 
magnet of the red gods is leading 
us to something strange.” 

Not long afterward the car pulled 
up into a farmyard beside a large red 
house. 

“Ts it Mrs. Elmer Tucker, formerly 
Caroline Carlow?” inquired the old 
director with hat in hand at the open 
door. 

Ven.” 

“Your pa bought an old camera at 
the Bixby auction in Ferndale village 
a year ago. I wonder if he sold it, or 
if you still have it?” 

‘“‘Why, I don’t know. There are three 
old cameras up in the attic, part of 
the goods I moved over from my old 
home.” 

“Could I take a look?” asked Mr. 
Clutchbill eagerly. “I’m hoping there’s 
a picture of my bank in it, if it’s the 
auction camera.” 


“Well, I don’t know. Father took 


| sick shortly after the auction and died. 


I can’t remember whether he used the 
camera. I doubt though if there is any 
picture in it.” 

“We can learn quickly if you will 
allow my friend in the car to come 


| along...he knows cameras.” 


“Surely, let him come.” 

A vast attic opened to the three 
stair-climbers. The woman led the 
way over to a broad fanlight in the 
gable. Resting there on an ancient 
trunk lay three old cameras. 

Mr. Clutchbill let out a whoop. 
“That’s it!” he said, pointing to an 
old Graflex. 


Eagerly he picked up the forlorn old 
instrument and handed it to Mr. 
Heavenstone who was already reaching 
out his hands. 

Instantly, he looked at its worn back 
where a little circular red window re- 
vealed itself in an upper corner. 

“Number 3 in the window .. . two 
exposures on the film,” he breathed. 

“Tt could be there, then,” intoned 
Mr. Clutchbill eagerly. 

Mr. Heavenstone nodded. 

“Would you sell it?” asked the old 
director. “I’d give the $10 it went for 
at the auction.” 

“Why, yes, I don’t want it,’”’ nodded 
the woman. 

That night two men were in Hiram 
Bixby’s borrowed dark-room. Mr. 
Clutchbill was bent over, watching the 
film being developed on which two ex- 
posures had been found made. 

“Something is coming,” he breathed, 
staring down into the ruby glow play- 
ing over the developing bath. 

“Yeah, it’s the bank!!”” Mr. Heaven- 
stone whooped as the spider-like image 
shot out its web. 

Ten minutes later, when the nega- 
tives shown clean from the fixing bath, 
Mr. Heavenstone held them up against 
a white light. 

“‘Needle-point definition . . . splendid 
lens,” he cried with admiration. 
“They’ll make prints like a steel en- 
graving.” 

The next evening when the prints 
had been made Mr. Clutchbill looked 
around at the full board of directors 
he had assembled, and who, one after 
another, had bent over the prints. 

The old director rose from his seat 
at the directors’ table. “Gentlemen, 
who is there who knows when a wave 
of hold-ups will hit our countryside? 
Let us be the first bank to counteract 
it. Let us be an example. Let us 
instigate a new-old vogue... our 
splendid old pipe organ counter—clear 
to the ceiling. Even though our cash 
is insured against hold-up and the in- 
dividual lives of our crew, I put it to 
you, who is there who can bring back 
the life of one of our bank workers we 
have raised here ever since they wore 
knee pants?” Mr. Clutchbill wiped his 
eyes hurriedly with a handkerchief. 


VERCOME with the old director’s 
emotional spasm, Mr. Spearhawk, 
the leanest director, burst out: 

“That beats...” 

“Careful, Spearhawk,” cut in Presi- 
dent Perkins’ plump mouth, “remem- 
ber you are a deacon of the church!” 

“.. the band!” switched Mr. Spear- 
hawk after a struggle. 

President Perkins took off his 
glasses with a shaking hand and im- 
mediately replaced them. “Gentlemen, 
a replica of our fine old counter shall 
rise again in lonely dignity and ele- 
gance of this bank . . . immediately!” 
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“That certain something” about Lawyers Title is quickly defined. 


It is superior title service offered by a company 
financially larger than any other engaged 
exclusively in the title business — one respected 
for its sound underwriting principles, realistic 
practices and fair treatment of all policyholders. 


Quite naturally, “that certain something” is 
preferred by investors in real estate and real estate 
securities from coast to coast. They know... 
THERE IS NO BETTER TITLE INSURANCE 
THAN A POLICY ISSUED BY 


lawyers Title [nsurance (Orporation 


Home Office ~ Richmond , Virginia 


TITLES INSURED THROUGHOUT 43 STATES, 
THE DISTRICT OF COLUMBIA, PUERTO RICO, HAWAII 
AND THE PROVINCES OF ONTARIO AND QUEBEC, CANADA 


NATIONAL TITLE DIVISION OFFICES: 
CHICAGO DETROIT NEW YORK 








BRANCH OFFICES IN: 


Akron, O. 

Albany, Ga. 
Atlanta, Ga. 
Augusta, Ga. 
Birmingham, Ala. 
Camden, N. J 
Chicago, Ill. 
Cincinnati, O. 
Cleveland, O. 
Columbus, Ga. 
Columbus, O. 
Dallas, Tex. 
Dayton, O. 
Decatur, Ga. 
Detroit, Mich. 

Flint, Mich. 
Freehold, N. J. 
Grand Rapids, Mich. 
Macon, Ga. 
Mansfield, O. 
Marietta, Ga. 
Miami, Fla. 

Mount Clemens, Mich. 
Newark, N..J 

New Orleans, La. 
Newport News, Va. 
New York, N. Y. 
Norfolk, Va. 
Pittsburgh, Pa. 
Pontiac, Mich. 
Richmond, . Va. 
Roanoke, Va. 
Savannah, Ga. 
Toms River, N. J. 
Washington,.D. C. 
White Plains, N. Y. 
Wilmington, Del. 
Winston-Salem, N. C. 
Winter Haven, Fia. 


REPRESENTED BY LOCAL TITLE COMPANIES IN MORE THAN 200 OTHER CITIES 
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“All our West Coast banking is 
”. , taken care of on this one ledger sheet... 


Thanks to The Bank of California” 


“Now that we have branch plants and sales offices up 
and down the West Coast, we certainly make good use of 
The Bank of California’s tri-state operation. As you may 
know, they have their own offices in all three states, 

and each office can give you complete banking service. 
This means we can concentrate all our West Coast 

funds with one account, one ledger sheet. Another point: 
they’re set up to give credit information in any of the 
three states at a moment's notice. These are just a few 
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reasons why The Bank of California's tri-state 
operation saves us a lot of time and a lot of money.” 


The Head Office of The Bank of California is at 
400 California Street, San Francisco 20, California. 


THE BANK OF 
CALIFORNIA 


NATIONAL ASSOCIATION 


The Bank of California has offices in all three Pacific Coast states 


SAN FRANCISCO and other California cities.. MEMBER FEDERAL 

DEPOSIT INSURANCE 
PORTLAND, Oregon.. CORPORATION 
SEATTLE and TACOMA, Washington 
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